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NATAOWNWAL VOCE OF _TN TRADE 





Now...at the “heart of the shoe” 
Lexide insoling 


For men’s, women’s and children’s goodyear welt, cement lasted and other constructions. Join the trend toward 


lighter, flexible styling with maximum durability by specifying Lexide insoling. Available in pastel colors for 


women’s and children’s insoles. For more information write to us at: Latex Fiber Industries, Beaver Falls, New York. 


@ Latex Fiber Industries 





When it comes to adding sales appeal, 
FEATHERWATE Soles by Cat’s Paw 
are the undisputed champions of their 
class. They're feather-light . . . smartly 
colored . . . instantly recognized by the 


public as a Cat’s Paw quality product. 


Ask Aronov of California. Ask Holland- 
Racine. Ask any of the many leading 
makers who use FEATHERWATE 
Soles by Cat’s Paw on their high-style, 


Cat’s Paw Rubber Co., Inc., Baltimore 30, Md. popular-price leisure footwear. 


In Canada; Cat’s Paw-Holtite Rubber Co., Ltd. Better yet . . . just ask us for samples! 


FEATHERWATE 
=~ SOLES 


Drummondville, Que. 





Tops Again tor '57 


-in-one-shoe 


can be worn 4 ways 
Pump ¢ Strap * Ornament ot Lace 





A CAPITAL ASSET 
IN ANY STORE 


40333 
WITH STRAP 


40332 
WITH LACE 


A New Dress Pump 
that will delight children | - 
of All Ages ash. WITH ORNAMENT 


The 4 Way Shoe 


IN STOCK 4 WAYS 


6%:to 8 
8'2 to 12 
12% to 3 
3% to 6 


THE GILBERT SHOE CO., © THIENSVILLE, WISCONSIN 
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THE BIG BRAND LINE 


IN THE *6.99 to *9.99 FIELD 





288 A Street, Boston, Massachusetts « Div: Consolidated National Shoe Corp 
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pvory thing \] 
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EVERYTHING 

7 they're now wearing in 
Florida... everything 
stores will show for 
Summer... calls for “THE 
WHITEST WHITES.” 


z This famed white tannage 
yg yy has the longest. and 

most extensive, proven 
performance. You get 

the choicest of everything 


in Levor’s white leathers, 


Washable 
KID, CABRETTA, 
CLOVER CALF & KIP 


and also in White, 


TAN-ART SUEDE 
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FLORSHEIM 
foorrlE|NGERFLEX’ 


SO LIGHT ANDO FLEXIBLE 


Left: The Como, 30301; 
1-eyelet turned front 
in all-over brown calf. 


ARCELY KNOW YOU'RE WEARING SHOES 


Center: The Como. 20301: 
t-eyelet turned front 
in all-over black calf 


Right: The Como, 3930]; 
l-eyelet turned front 
in brown calf and imported Morocco 
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NEOLITE. the 


Most advertised...most popular x 
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NEOLITE RUNS THE SHOE INDUSTRY’S 
BIGGEST ADVERTISING CAMPAIGNS! 


NEOLITE advertising is the 
greatest, most powerful, 
most persistent the shoe 
industry has ever seen! 

In 1957 NEOLITE advertising 
will run in all the publica- 
tions shown here — big 
national magazines, fashion 
magazines, Sunday news- 
paper supplements! 


Plus TELEVISION — specici announcements 
on the GOODYEAR TV PLAYHOUSE Sunday, 9-10 P.M., EST, NBC Network 


One of America’s top-notch TV shows... be sure to see it! 


) 


EVERYBODY —~ 
KNOWS NEOLITE! HERE’S PROOF! 


® In an impartial coast-to-coast “‘Brand Recognition” 
Survey nearly 9 out of 10 people knew NEOLITE! 





Boost your sales by featuring. 


we 
ip NEOLITE SOLES 


8 RESIN BLEND T 
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sole everybody knows! 


...longest wearing ! 
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CROWN Lightest, most flexible—longest-wearing 


soles ever made for shoes. Now you can 


NEOLITE reduce weight and still get longer wear! 








NEOLITE Now 10°; better than ever before! 


- NEOLITE on complete lines! 


MADE ONLY BY G EA: 4% DF YEAR 
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We've gone to extremes 
to size up your 


customers 


sO YOU Can 


go to town 


on FIT! 


There’s no better way to build new and 
repeat business than by making your store 
a haven for the hard-to-fit! And with 
ENNA JETTICKS, this gold mine is yours! 


Because most women’s feet come in 

sizes 1 to 12, AAAAA to EEE, and 

because few dealers can afford to stock this 
many sizes and widths, we keep this 

complete variety of sizes and widths in stock 
for you—and we mean really in stock! 

In fact, we even stock one pattern in 165 sizes! 
You rarely have to turn a customer away 

for want of an extreme size or width. 

You seldom have to compromise with a 





customer’s comfort because of lack of her size! 


All you do is order the right size from our 
In-Stock Department. It’s the largest and 
most complete in the women’s shoe 

industry and normally it will ship your order 
within 24 hours of receiving it. 





We couldn't give you a better build-up 

for building up your business. 

Take advantage of your fitting skill! 

Fit your customers properly to ENNA JeTTICKS 





comfort, and you'll see profit dollars roll in! 


mn Joti 


The Shoes You Love To Live In 


$995 _ 510 


Some Styles $11.95 
® 


DUNN AND McCARTHY, INC., Auburn, N.Y. 


March 15, 1957 





Spring business 


is your business 
the year around 
with 


here is no time like springtime for sell- To a degree greater than ever before, 
ing CHILD LIFE Shoes . . . and no branch the sweetest, most certain, most profitable 
of the shoe business grows greener for sales in children’s footwear belong to the 


dealers than this line of juvenile. CHILD LIFE dealer. If a dealership is open 
You'll find CHILD LIFE so right in style, 


: in your community, it’s likely enough that 
so good in construction, so protective 


about dealer margins for it’s yours you'll better your business and add to your 


alone in your trading area, and trading profits with these pre-eminent shoes that 


areas are generous to guarantee a volume put spring in your sales the year around. 


market opportunity. Why not phone, wire or write today. 
pp y y P Y 


HERBST Shoe Manufacturing Company, “Weccnin 


New York Office — 557 Marbridge Building, New York 17, N. Y. 
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PASSWORD TO PROFIT =f JUMPYNG-JACKS” 


ww 


EASTER this year 
2% APRIL 21st 


... practically 
summer! 






Get the jump on 
After Easter business 


Order these 


BAREFOOT 
SANDALS 



















“Today's password to profit is change. Change 
in people’s buying and their ability to buy. 
Change in competitive pressures. Change too in 
the definition and real meaning of mark-up, 



















margin and other operating concepts retailers q | Style #11 White 
live by. J Sizes 1-3, widths 
l t Band D } £ A . 
YY] . » 
“The password is change. It can be friend or | } - ae, 
enemy, because a password is something you have ‘ aK é 
. ” 4 j 
to do something about. And you need someone | “ 
to do it with—in the selling end of your opera yy \\ Qe ia 
tion, a partner to help you spotlight new ways 
to even more effective advertising.” a | Styles #17 White, #27 
- of Brown, £37 Red 
ey Sizes 3.6, 
Band D 





The above remarks are excerpts from an address 
by Robert Van Slambrouck, retail manager of 4 
the Bureau of Advertising in New York, at the 













National Retail Dry Goods Association’s national 
convention, 
F | Styles #117 White, ‘(Gls 
F P ‘ - { #137 Red, Sizes we ff is 

He ended his talk with: “We like the chance to | 3.5%, widths 
bring to your attention whatever helps spotlight B to D S) a, is 

yrtunities so you can decide how ak w~ SA 
your opportunities so you can decide how to make oe ee 
greater use of the full selling power, which over el ll ll 
the years we have together proven is in news- ~. 









papers.” 






Styles #170 White, 
a = #270° Brown, 
So too, we would like to be your partner in the #370 Red, Sizes 
selling end of your operation and spotlight your —o s, 
opportunities so you can decide how to make 
greater use of the full selling power, which over 
the years we have together proven is in the “Na- 
tional Voice of the Trade”—the Boor aNnp SHOE 
RECORDER, 
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proof tip 


JUMP/NG-J4CKS” 


America’s Finest Fitting Shoes 
For Children 


VAISEY-BRISTOL SHOE COMPANY 
Monett, Mo. 
















A er ae 


Publisher 


AND SHOE 










Boot RECORDER 





March 15, 1957 





eens 


HOW MANY TIMES 
DO YOU 
TURN OVER? 


| here's no mystery nor acrobatics necessary to get 


fast, profitable stock turnover, Mr. Retailer! 


Rapid turnover depends on a well-balanced Inventory 
and that's where American Juniors should walk 


right into your store. 
It's a com ple te line from tots through teens 


It's a popular line because American Juniors’ 





advanced styling sets the children’s fashion vogue. 


They sell faster because they fit better, wear better, H 


look better. 


Most important to you we have the FASTEST _ SUNO9rs 


IN. STOCK SERVICE in the children's shoe business . . 


orders received today SHIPPED TODAY'"” 


Nationally Advertised 


suggested retail for most styles 
Write or wire. Our salesman uill call $550 $6 95 
. to ) 


with our complete sample line and our promotional plan A few styles slightly higher 


AMERICAN JUNIORS SHOE CO., INC. 
ONE ISLAND STREET, LAWRENCE, MASS. 


Division. Consolidated National Shoe Corp 


5 < 
"PRED 100" 
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The newest 
textured 
patent leather 


in fashion’s 
spotlight 


(fp 


COLONIAL TANNING CO., INC., BOSTON 11, MASS <i 
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“There was a dealer in good children’s shoes 

Who had so many customers he didn’t know what to do. 
They had money to buy, but he just had to cry... 
"Cause he didn’t “‘size-up”’ and was too many pairs shy!” 


“SIZE-UP” NOW 
FOR A BIG EASTER 


We're near the peak season and it can be the big- 





gest ever... if you can give your customers the size 
and style they want. Place your size-up order now 
and our In-Stock department will ship immediately. 
Don’t wait... 


Terms 5°c¢—30 days f.o.b., Reading, Pa. —_yemees 


“@ 
; ‘ ee 3 
Write for our new Spring catalog. Fy 
ot x 


SAMPLES IN: 
Room 411, Marbridge Bldg., 40 W. 34th St., New York City 


Room 805, Alexandria Hotel, Sth & Spring Sts., Los Angcles 


Protektiv’ NODERN AGE” MODERN AGE® Extra Supports 


for good fitting as the for every age Official Girl Scout and by Proeteketiv 
foot develops Brownie Scout Shoes 


FINE QUALITY CHILDREN'S SHOES SINCE 1882 


Curtis -Stephens:-Embry Co., reanine, pa. 
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It brings a glow to each visage 


Rich, dark and neutral... CAMOUFLAGE 
It’s handsome alone, adds drama to black 


(In Glazed Kid, Vodelle and Mirage) 


Standard Division New Castle Division 


Mlied Kid Company 








DU PONT 


*""QUILON” adds water and scuff resistance 
to leather... gives shoes new practicality 


Today, the trend is toshoes made of leathers 
processed with Du Pont “Quilon” chrome 
complex. More and more manufacturers 
are recognizing the fact that “Quilon” 
gives shoes values that consumers have 
always wanted . . . new practicality! 


“Quilon” helps shoes resist the harmful 


a 
7 


_ ‘ re € a" 


” 


Wakes good leather perform better 


eather 


or shoes 


DE NEMOURS 


& CO. (INC.), GRASSELLI 


effects of water, perspiration, scuffing 


even acids. Yet the leather breathes! 


W hat’s more,““Quilon” helps shoes keep 
their original rich looks longer. Give the 
shoes you sell the new sales appeal... 
the new protection of “Quilon”. Specify 


leathers processed with Du Pont “Quilon”. 


-® 


fe. 


N 


CHEMICALS 






REG u. 5s. Pat. Off 


BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


H. H. BROWN SHOE CO., INC. 


Ladies’ PARK-A-SEAL 


insulated 


boots of leather processed 


By popular 


with 
‘Quilon demand, de- 


signed especially for today’s sports- 


women 


om -“ 
ee oe ee 


DEPARTMENT, WILMINGTON 98 








% 


=) 


DELAWARE 
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LET'S FACE IT: the shoe industry is in a pretty sad 
position today, compared with the rest of our econ- 
omy. We’re using 1920 merchandising techniques for 
1957 sales we're selling ourselves short, right 
down the line! 


Why is it, for example, that the man who can 
afford to buy a $3000 Chevrolet every couple years 
is not being sold an entire wardrobe of shoes — in- 
ctead of just two “replacement” pairs a year? (Yes, 
(2e average consumption of men’s shoes is now less 
than two pairs per year... and has gone down stead- 
ily for the past 15 years! ) 


Why do we apologize for price — instead of 
showing the customer what an exceptional value a 
pair of shoes really is? 


What’s the answer? 


We don’t know. But we do have some ideas. Be- 
cause here at Edwin Clapp, we make America’s very 
finest shoes for men. They carry a high price tag. 
They’re sold by some mighty fine stores. So don’t tell 


Pe 72 
com EEEE, 
S.isnao 


WHY DOES THE MEN'S 
SHOE INDUSTRY HAVE TO BE 


LOW MAN ON 
THE TOTEM POLE ? 





eo 


4 
ETE 


AN cat. 9 





us you can’t sell quality. Don’t tell us the American 
consumer won't buy “something better” 


Look at it this way: what other single apparel 
item a necessity of life consists of over 140 
separate manufacturing Operations provides com 
fort and support in addition to smart good looks 
is made in such exacting size ranges . contributes 
so vitally to your health . . 


wearing value at such a remarkably low cost? 


. gives so much in terms of 


Ever tell this to a customer? Ever tell him, too, 
that a few extra dollars spent on quality means many 
extra dollars in dividends of comfort, wear and styling? 
Ever suggest the benefits he'll get from a real wardrobe 
of shoes, a basic selection of styles for every season, 
every activity? 


Don’t forget - 
ity. And he will buy if he sees the benefits. 


today’s customer can afford qual 


So let’s stop apologizing let’s stop excusing 
past mistakes .. . let’s stop complaining and really go 
to work to bring the industry back to the top position 
it deserves, 

Reprints of this ad 


available on request 


s»? 


EDWIN CLAPP & SON, INC., East Weymouth, Mass. 


America’s Finest 


Shoes for Men 
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World's largest producer of shoe_soling materials... 


Stes ‘a 





| COLORS ANYONE! 


i oe super 
comfort, 
too! 





BILTRITE 


NURON EEE 


SOLES 














Give your shoes the sales punch of BOTH color and 
comfort! Super-soft, super-light Biltrite Nuron-Crepe Soles 
are the world’s largest selling cushion soles. Available in 
a rainbow of sales-appealing colors . . . from deep, 
handsome shades to lovely new pastels . . . for smart, 
fashion-right styling. 


4 . Long wearing Biltrite Nuron-Crepe Soles are also available 
with an extra non-slip feature . . . the original Biltrite 
Squee-Gee design! 


» PEE 


. HEELS AND SOLES 





AMERICAN BILTRITE 
RUBBER COMPANY 
CHELSEA 50, MASS. 


In Canada: American Biltrite Rubber Co., (Canada) Ltd., Sherbrooke, Que 
Warehouses: 4464 District Boulevard, Los Angeles 1010 Gratiot St., St. Louis 








SPIRIT OF ADVENTURE / 
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TRADE MARK REG 


Smooth, sturdy TOMAHAWK leather, 
tanned the Rueping way, gives a certain 
spirit of adventure to juvenile footwear 
Clean-cutting, easy to work with 


Pencncett™ 

Style No, 4953 X he 
oo tony nae crest Ha TOMAHAWK makes good-looking, 
Walkin Shoe Company Q d 
Schuylkill Haven, Poa long-wearing shoes and that S why it 1S 

RATES: Reaping’s SOMA Ws preferred by leading manufacturers 

Color No. 52 7 

everywhere. Samples of this quality 


leather—at your request! 


add Ge heather foe fie dep 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 


























Very High Sampling at 0th Leather Show 


January Shoe V olume Gains and Growth In Retail Sales Trends Noted; 
Range of New Leathers and Dramatic Style Changes Also Reported 


NEW YORK “Gains in retail shoe 
volume during January led the soft 
goods field,” according to a statement 
by Irving R. Glass, executive vice-presi- 
dent of the Tanners’ Council of Amer- 
ica, at the opening of the 50th semi- 
Leather Show at the Waldorf- 
Astoria. The reason is significant for 
all business, he said. “Retail sales 
trends in the last few months have re- 
flected the growth of consumer inter- 
est in soft goods with shoes and other 
leather goods spearheading promotional 
volume.” 

Advance registrations for the Leather 
Show set a new high as manufacturers 
and retailers of shoes and other con- 
sumer goods converged on the Waldorf- 
Astoria to new leathers for fall 
and winter, 1957-1958. Interest in the 
Leather Show was sparked by the most 
dramatic style changes in shoes of the 


annual 


see 


past ten years, changes made possible 
by a new range of leathers. 
“The landslide swing to the 
and slim shoe for women, the leather 
sheath, followed quickly on the develop 
ment of new textures, and light supple 
leather. During the coming 
spring and summer and then to an even 
larger extent next fall, the closed look 
in a great variety of leather surfaces 
will women with the greatest 
new appeal in footwear since the but 


closed 


ness in 


present 


ton hook disappeared,” the council re- 
ported. 

The nation’s tanners are gearing for 
brisk business that is expected to carry 
through at least until late spring. This 


was the consensus among leather men 
at the recent Leather Show in New 
York. 

Sampling of new leathers was re 


ported very high, with some actual buy 





International Elects Rand, Chambers to Important Posts 





NORFLEET H. RAND 


St Lovuts Norfleet H. Rand was 
elected a vice-president of International 
Shoe Company and Maurice R. Cham- 
bers was elected to the board of direc- 
tors at the company’s annual meeting 
held in St. Louis. 

Mr. Rand will continue in his duties 
as director of shoe manufacturing and 
shoe merchandising. Associated with 
International for the past 22 years, he 
started with the company in 1935 sort- 
ing leather. He has served in various 
capacities, becoming manager of upper 
leather procurement and supply in 
1950. For many years he has been 
closely associated with the merchandis- 


March 15, 1957 








MAURICE R. CHAMBERS 


ing and production of shoe 

Mr. 
pany’s board of director 
1956, and in April of the 
director of 


Rand was elected to the com 


in February, 
ame year be 


came hoe merchandising 


and shoe manufacturing. 


Newly elected director Maurice R. 
Chambers began his career in the shoe 
business working in the factory. Later 
he traveled for a number of years sell- 
ing to independent retailer Prior to 
joining International in 1949, he had 


been buyer and merchandise manager 
for one of the country’s largest mail or- 
der houses. He was named to hi 


ent 


pres 


position as vice-president in 1956 





ing going on the books. Many of the 
larger shoe manufacturers had begun 
to place ubstantial orders prior to the 


show, while most others placed business 
immediately following the show. 

Shoe have the 
ential factor in the spotty condition of 
the leathe Retailers 
into 1957 with ample inventories 


retailers been influ 


bu moved 
Chey 
Lastly, 
there was some hedging on what to do 
the higher many of the 
manufacturers introduced in 
past months. 
The result: 
spring 


ness. 


also faced a late Easter date. 


about price 
hoe had 
a hold-off on buying for 
particularly on dress and ca 

Shoe manufacturers saw 
a nine-million-pair 


ual footwear. 
decline in produc 


tion during January and February 
felt a corresponding drop in 
Meanwhile, however, 
high 


thu 


lanner 
busine retail 


hoe sales were at level 
those 


tail 


during 


two months, consuming re 
hoe inventories 

, Mi 
consumer at 
itself 
hoe volume 
this. First 
a higher ratio of consumer purchasing 
oft 


position of 


Speaking of leather goods trend 
said, “The turn in 
soft 


ignificantly felt in retail 


Gla 


tention to goods has made 


There are two reasons for 


power now moving into good 


Second, leather has taken a 


leadership in current merchandising be 


cause it symbolizes the quality want 
of the new American market. Consum 
ers are trading up and we feel the 
effect.” 

Tanners reported an increasing in 
terest and demand for special surface 


reatments and textures. Conventional 


continue shoe 
types are 
finishe the 
matted, 


and more recent development 


finishe 
But 


matic 


trong in basic 
dre eeking more dra 
pearlized, aniline 
intiqued pin eal, new brushed 
effect 


Shoe manufacturers report seeking 


different eye-appeal values in leathers 
with dramatic merchandising 
One of these i 
that 


much 


value 
uede leather 
oil resistant. It give 
more atility to hed 
Called Seotch Bard, it is easy 
to clean, can even be washed. Developed 
Flynn and A Cc 
leather companies, in cooperation 
Minnesota Mining & 


Company, it wa 


napped o1 
is soil and 
ver bru 


leather 


Lawrence 
with 


Manufacturing 


by Jonn 


designed primarily for 


garment leathers but will also be used 
in shoe 
Another 
ieded and grained 
unit. It i 


two-textured 


leather 

combine a 
leather the 
piece of leather 


two 


development 
into 
ame one 
that gives a and 


effect with a 
irface 


toned latticed or laced 


appearance 


Still another is a “custom” leather 


which can be converted into one of sey 
[TURN TO PAGE 22, PLEASE] 








NSMA Breakfast Sees Shoe Industry Balance Ahead 








Principal speakers at the NSMA breakfast are, left to right, John L. Moran, presi- 

dent of the association; Julius G. Schnitzer, director of the Leather, Shoes and 

Allied Products division of the Department of Commerce, and Dr. Jules Backman, 
economics professor at New York University. 


New York—Changes are coming fast 
in the shoe busines in methods of 
elling, in the product, and “in the way 
ve are managing our business,” said 


John L. Moran in his initial appearance 
as new president at the National Shoe 
Manufacturers Association breakfast 
held in the Waldorf-Astoria Hotel. 
He said the shoe industry had lived 
with the problem of over-capacity for 
and pointed out the fight for 
volume instead of profits can be dis 


v0 yeal 


astrou 

“Up until a few years ago,” said Mr. 
Moran, “‘because of its economic struc- 
ture, one could enter the shoe industry 
very little capital. Now things 
have changed. Inflation, rising costs, 
in machinery ownership and 
changing methods of distribution that 
require inventory-carrying by the man- 
ufacturer mean that much more capital 
is needed to operate a business succes 
fully.” 

Mr. Moran recommended a positive 
approach in which every phase of mak 
weighed 


with 


changes 


ing and selling shoes was 
against the single question: Is it good 
enough to meet competition? 


Shoe production in 1957 will approxi- 


mate 580 million pairs, according to 
Julius G. Schnitzer, director of Leather, 
Shoes and Allied Products Division of 


the Department of Commerce. 

“As for cattle population and slaugh- 
ter,” said Mr. Schnitzer, “during the 
past five-year period cattle population 
in the United States has grown about 
25 per cent, with at least a commensur- 
ate increase in the annual slaughter. In 
1956 our total domestic supply of bo- 
vine hides and skins, which include 
cattle, calf and kip, was about 40 mil- 
lion and I see no reason for any ap- 
preciable change in 1957. 

“Looking ahead into the future 
months of this year, it seems reason- 
able to assume a continuation of a rela- 
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tive state of balance in the supply- 
demand picture. The salient facts as 
| see them are: The basic level of shoe 
production should remain high and be 
at least in keeping with output totals 
for the past two years. Domestic bovine 
hide and skin supplies have been and 
will continue to be large, thereby estab- 
lishing a favorable background for the 
operations of the leather and shoe in- 


dustries. These raw material supplies 
are in much closer statistical balance 
with export and domestic needs than 


is generally recognized. Ample supplies 
of goat and sheep skins will be avail- 
able from foreign sources to fill our 
high demand for these raw materials.” 
Dr. Jules Backman, professor of Eco- 
nomics at New York University, out- 
lined the factors that influence the eco- 
nomic structure of our country and in 
turn affect the shoe industry. He ex- 
“The vigorous expansion in 
economy during 1956 has_ been 
tapering off in recent weeks. Business 
activity should remain near the current 
peak level in the months ahead but I 
anticipate a very mild reduction in 
activity to develop later in the year. 
“The rise in prices in the past year 
has reflected primarily the impact of 
the boom rather than a renewal of the 
inflation spiral. The largest price in- 
creases have taken place mainly in the 
booming metals and machinery indus- 
tries. On the other hand, rubber prod- 
ucts, copper scrap, lead scrap and lum- 
ber and wood products, which were ad- 
versely affected by the setbacks in the 
automobile industry and _ residential 
building, declined in price. Hides, skins 
and leather prices rose 2.8 per cent or 
less than the average for all prices.” 
Nevertheless, Dr. Backman antici- 
pated that tighter credit will be an im- 
portant influence in restraining the 
boom and in “helping to prevent it from 
exhibiting too much exuberance.” 


plained: 
our 


Very High Sampling 
At Recent Leather Show 


[CONTINUED FROM PAGE 21] 


eral shades at the consumer’s request 
right on the spot. The leather comes 
in a tan or neutral shade. But if the 
consumer wants a darker tone, say 
cordovan, the shoe is instantly “shined” 
with a cordovan color polish. The color 
will remain permanently anchored in 
the leather. Later, if a return to a 
lighter color is desired, the cordovan 
color can be washed out with a solvent, 
and reshined with the lighter polish. 

The range of “textured” leathers con- 
tinued to show strength. These includ- 
ed genuine shrunken grains, some very 
deeply marked and others much lighter 
and smaller, embossed grains in a vari- 
ety of designs, and genuine reptiles, 
also some ostrich and pigskin. Pig 
effects are being made in many tan- 
neries, some looking very much like the 
genuine skin and others just suggestive 
of genuine pigskin. Perforated treat- 
ments, not attempting to simulate pig, 
are very popular. 

The heavily textured skins, stemming 
from last year’s “broadtail,’”’ have been 
given a new two-tone effect. But aside 
from this, the greater interest lies in 
finer, more regular graining like the 
beaver or pinseal grains. Some of the 
pinseal is genuine. Even more delicate, 
subtle graining is receiving more at- 
tention. 

“Boarded” is a word, and a process, 
that is being heard more often. Think- 
ing is directed to smoother surfaces 
and, noticeably, in some high style tan- 
neries to a highly polished surface. 
These look very elegant and style-right 
in dressier daytime shoes. Anilines, it 
seemed to us, were receiving a little 
more attention again, not being just 
taken for granted. And lusters, in favor 
on some of the grains, as well as 
smooth surfaces, is considered part of 
the strong style trend to elegance. 


In the other direction from these 
shiny and glossy leathers, there are 
many brushed, nappy leathers. The 


two-way—some are calling it four-way 

nappy leathers are steadily growing 
in importance; more tanners putting 
them in. The surface is ideally suited 
to country walking shoes and less for- 
mal town types and the leather takes 
a variety of soft and subtle colors in 
beautiful effects. 

There was a growing interest in rep- 
tile prints done on a nappy leather. 
They were being well received. Patent 
leather was also shown and there was 
some interest in textured patent. This 
tannage in gunmetal was considered 
a possible solution for a gray shoe that 
will go with many gray shades in 
clothes. 

In colors, black was number one in 
the leathers for town shoes. The camel 
shades ranked high for more casual 
types. Dark brown was being talked 
about as a fashion idea in some lines. 
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Silk, in Tweeds and Mixtures 

NEw YORK 
high during the opening two days at 
the Allied Shoe Products Show at the 


Traffic and interest were 


Belmont Plaza Hotel, but dwindled 
with the opening of the Leather Show. 


Though orders were relatively few, 
there were some advance orders for 
spring and summer, 1958. Sampling 


continued at about last year’s level. 

Comparable to the variety of leathers 
at the Leather Show, the fabrics were 
full of style interest in a diversity of 
weaves and surfaces. Running all 
through these exhibits, however, was 
silk, used alone or in combinations. This 
luxury yarn is being used in tweed 
mixtures for tailored town shoes and 
in dressy, late daytime fabrics, as well 
as full evening brocades. 

It is in the dressy day-into-evening 
materials that fabric shoes should have 
special importance this coming fall. 
These materials are beautiful and fit 
into the trend to elegance for the com- 
ing season. They include peau de soie, 
so good in past seasons that it is being 
taken for granted, faile and bengaline 
and some pleated or tucked materials. 
Also crepe, satin, moiré and other tex- 
tured effects. Jacquards are very 
strong, in fact. Checks, stripes, swirls, 
leaf designs are in frequent use. Some 
of these dressy fabrics also have metal- 
lic threads, silver or gold, giving an 
evening look to a late afternoon shoe. 

Among the novelties are a few fab- 
rics with a “fur look” and weaves that 
imitate leather grains, notably a Moroc- 
co texture and a pinseal. A_ three- 
dimensional embossed satin and an em- 
bossed or “sculptured” velvet have also 
been introduced. Cut velvet is also be- 
ing shown but few fabric houses are 
showing anything but the plain velvet. 


5, Is Big News at Allied Show 


Most of them find the cut velvet too ex- 
pensive and the embossed subject to 
limitations in the shoe factory 
steaming cannot be used. Panne velvet, 
both domestic and imported, is in a few 


since 


lines. 

Among the formal fabrics are 
flannel and jersey. Introduced in stripes 
and plaids, they are offered for back 
to-school and country shoes in bright or 
dark, rich multicolors. For town tail- 
ored shoes, covert should be mentioned. 
It has been brought back in monotone, 
classic colors and in stripes. A variety 
of colorful prints for the slipper trade 
should be noted as well as a variety of 
attractive prints for linings. 

Fabrics are a very important part 
of the Allied Shoe Products Show but 
plastic upper materials, lasts, sole mate- 
rials, fillers and trimmings have equal 
importance. newest in the 
long, tapered toe with enough room at 
the ball to make them 
Along with these, last makers include 
modified versions for the manufactur 
ers and stores not ready for the very 
latest fashion. 

Lightness and softness are the goals 
of the makers of soling materials and 
fillers. The latter are meeting the need 
for uppers that are kind to the feet but 
that also help maintain the shape and 
good looks of the soft-toed shoe. Light- 
ness is probably the first aim of the 
makers of soles. After that, durability 
and, for sport and casual shoes, attrac- 
tive styling. 


less 


Lasts are 


comfortable. 


As for trimmings and ornamenta 
tions, there are buckles, jewels and 
bows—more and much bigger—in great 
splendor and variety. Looking very 


smart and very much in the trend are 
all the buckles with the cut steel look. 





Godman Company Reported 
Near Sale to Unknown Buyer 


CoLumBus, O.—The 75-year-old H. C. 
Godman Company, shoe manufacturing 
firm at 46 East Fulton Street, here, 
was reported in the process of being 
sold to an unnamed purchaser. 

J. O. Moore, company president, said 
holders of a majority of Godman pre- 
ferred and common stock have granted 
an option on their stock holdings to a 
“nrospective purchaser.” He declined 
to name the other principal. 

In a letter to shareholders, Mr. 
Moore said the agreement grants the 
prospective buyer the option to buy 
preferred stock at $30.25 per share and 
common stock at $7 a share. The op- 
tion expires at noon April 22, 1957. 

Under its terms, if the transaction 
is completed, the purchaser also must 
buy all remaining preferred and com- 
mon stock outstanding at that price 
within 40 days. Total purchase price 
would be $2,448,290, based on acquisi- 
tion of all 50,000 shares of preferred 
stock and 143,970 shares of common 
stock outstanding, Mr. Moore said. 
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Hubschman Stylist Lists 
Seven Fashion Fall Colors 

NEw YorkK—Clarification of the style 
thinking for the new season, fall 1957, 
is the objective of the well-planned bro- 
chure released by E. Hubschman & 
Sons recently. Developed by Mrs. 
Dorothy Fox Davies, the firm’s style 
director, it divides fall colors into three 
groups: fashion, fashion volume 
fashion promotion. 


and 


Under fashion, seven colors are list 
ed: new rich Molasses Brown; Golden 
Sable or Malacca for a middle neutral; 


Ginger Beer for dress or tailored; 
Lava, newest taupe tone; Graphite; 
Beetroot and Black. Commenting on 
these colors, runs this copy: “These 


seven colors, we believe, represent a 
very sound, very right merchandising 
plan. They are fashion . they are 
rich and refined . . . their volume po- 
tential is tremendous. They represent 


no confusion!” 


Under Fashion Volume, there are 14 
colors: Town Brown, Walnut, Perfect 
Brown, Briarwood, Cognac, Turf Tan, 
Benedictine, Bankers’ Gray, Ascot 








Gray, Fieldstone, Cherry Red, Basque 
Red, Flight Blue and Black. “Well 
established,” says Mrs. Davies in ac- 
companying copy, “is the word for 
these . they steer a straight course 
toward volume sales. For volume . 

select for potential or past per- 


formance ... add a fashion or fashion 
promotion color 
with ‘spice’.” 

The final group, fashion promotion, 
lists six colors: Plum, Black Birch, 
Malacca, Black Matte, Brass and Tour 
maline. They are explained as follows: 
“The minor key ... the off-beat colors 
for promotion the test 
subtle and beautiful.” 

Summarizing trends, Mrs. Davies 
says, under “Fashion Thoughts,” the 
absolute clean beauty of the slim 
tapered . mid-heel pump is best in- 
terpreted in calf ... in fashion colors 

uncluttered . . . or so daintily 


you'll have ‘nice’ 


colors 


adorned that it is a mere hint of an- 
other color trim or decoration. Color 
there must be... lightness refine- 


ment. Look for black matte calf 

sooty soft nostalgic with 
a hint of jet ... seed beads in rhine- 
stone... or satin trim. Look for 
Lustre calf ... new in pumps in rich 
Molasses. Lava or Black. Look for 


beauty and the highest essence of qual- 
ity in Hubschman calf. 


United Pays Compo $750,000 
In Anti-Trust Settlement 


BOSTON Compo Shoe Machinery 
Corporation has agreed to terminate 
its $30 million anti-trust suit against 
United Shoe Machinery Corp. of Bos 
ton in consideration of a cash payment 


of $750,000 to Compo. Terms of the 


settlement were announced by both 
firms. 
Stipulation for dismissal of the 


treble-damage suit, filed originally on 
May 23, 1955 by Compo, was agreed to 
by both parties and filed with the U. S 
District Court in Boston 


: ’ 9 ’ ' 
General Shoe’s Sales Up; 
Meeting Scans Fiscal Gains 
NASHVILLE—During its annual stock 
holders’ meeting General Shoe Corpo- 
ration reported net for the first 
quarter of fiseal 1957 had increased 32 
per cent over the same period last year, 


sales 


and that its net earnings had increased 
by 17 per Net for that 
quarter, ending January 31, were $57,- 
§23,000. Net earnings after taxes and 
after minority interests were $1,605,- 
000. The earnings per share for the 
new quarter were 58 cents, compared 
with 57 year ago, with 
shares outstanding this year. 


cent ales 


cents a more 

The figures were presented by Henry 
W. Boyd, Jr., president of 
Shoe, who presided. 


General 
Walter Hoving, president of Hoving 
Corporation of New York City, which 
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LC Langston: An Apprectation 


A. Salute to an Outstanding Personality. During Tu enty-one Years at the 
Helm of N.S.R.A., Lee Langston Has Left His Mark on the Industry's History. 


oe eT 


| Ae 
| 
: 


ft the dinner in his honor at the Waldorf-Astoria, the officers and directors of N.S.R.A 


presented Vr. Langston with a silver tea set in rec ognition of his 21 years service 


0 February 26, the Board of Directors of the Na organization it is today. 


tional Shoe Retailers Association held an importa: He attended Southwestern University in Georgetown. 


dinner meeting at the Waldorf-Astoria Hotel in New fexas, and began his shoe retailing career in a Fort 
Y ork Worth store. After 21% years as a shoe salesman, he 


The dinner was given in honor of Lee Langston, who hecame manager ol the Fort Worth store of the Beacon 


had resigned last November | as executive vice presi Shoe ( ompany, which was owned by the F. M.. Hoyt 


dent of N.S.R.A., after 21 years in that capacity, but Shoe Company of Manchester, New Hampshire. He 


had remained with the association since November in spent 21 years with the Beacon Retail Chain, becoming 
an advisory capacity to Edward J. McDonald, the new successively district manager, general manager and, in 
executive vice-president. 1925, president and general manager. In 1931 he be 
Lewis k. (Lee) Langston was born in Texas and came vice-president and general manager of Normal 


Shoe Company, which operated Enna Jettick stores in 
the East and Mid-West. 


This is accomplishment of a high order. The general 


raised on a ranch in Comanche County——the home of 
the Long Horn cattle. A tall, laconic man, he has the 
traditional cowboy’s temperament—independent, quiet 


ly friendly and capable of forthright decisive action manager’s chair offers challenge enough for one life- 


Mr. Langston’s career has been long and_ distin time and more. However, Lee Langston was to reveal 


guished, spanning nearly a half century. From a rich his greatest talents at the helm of National Shoe Re- 


background in shoe retailing and management, he tailers Association, which position he took in 1936. 
brought to the N.S.R.A. a wealth of practical experi 


ence which helped forge it into the strong, well-knit 


Mr. Langston’s interest in shoe retailing had always 


[TURN TO PAGE 90, PLEASE | 


and Shoe Recorder 


24 











YA 


x 


FASHION 
FROM THE 
NORTH LATITUDES 


FORERUNNER 


From the land of the virile Norsemen 
of old comes this new design for spring 


the SCANDIA 


Latest example of 
Stetson’s world wide styling, it brings 


the increasingly popular and 


highly 
admired aspect of international dash 


and verve tothe American man’s dress 


Furnished in light weight sole and upper 


for polished town wear, and in casual 


1 


type leathers as an « qually smart match 


for leisure time clothes. All leather 


lined Priced to retail about S26 95 


Order now, tor immediate delivery 


lHeE STETSON 


Nout) WV, 


SHOE COMPANY, IN¢ 


ie 


HED B 
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Take off with hand-crafted skins .. 
light and dressy ...gently textured... 


glovey soft...exclusively Beggs & Cobb. 


@) Beggs + Coble ue 


TANNERS OF SIDE UPPER LEATHER, BOSTON, MASSACHUSETTS 


Tanneries at: Winchester, Massachusetts * Dover-Foxcroft, Maine 










#9.95 aud *10,95 


LiKE WALKiInG ON AiR’ 


2 é dc tional styles In-Stock (Write for Catalog) 





( R) 


o) 
et+ate 


BONDED LEATHER FIBRE 





What do you look for in a counter? 
More ‘Bounce’, more adaptability? 


Feet are as different as fingerprints and to fit 
properly, a counter must adapt to the last 
and to the foot. 

Lefatex Counters do just that. 

Lefatex resiliency stands up to rough treat- 
ment and fits snugly to the wearer's foot 
without stiffness or discomfort. 

Lefatex Counters make for easier fitting, 


too... Make your customers counter conscious 


Good Counters Sell More Shoes ! 


Ask your manufacturer for shoes with Lefatexr Counters. 


GEORGE O 


BRIOGEWATER «© MASSACHUSETTS 


leather fibre’s first name. 











America's favorite baby shoes— 












. . . With Goodyear stitched 
genuine NIVTOP leather soles! 


Buntees Ramblers give the non-restricting comfort and unique 
flexibility of true moccasin construction . .. nearest thing 
to going barefoot .. . plus the sturdy, but 


flexible soles of genuine Nivtop, 






Goodyear stitched to all-leather midsoles. 


N E WW. . a family of 


fine shoes in 
sizes 4 to 9! 


Better fit for every infant 
foot to size 9 in the 
perfect baby shoe... 


Buntees Ramblers! 


See eee VIN SHOE CO., BROCKTON, MASS. 


il 


now 
softer top lines 
with 





BLU 8 
EID EVES PY 


for 
counters 


Contain natural latex for 


more pliable fop lines, better adhesion, 
more mileage for you 


more comfort jor the wearer. 


After extensive research and shoe factory trials, 
the new 1800 line of GAC HUB Adhesives by 

B. B. Chemical Co. has been added to meet shoe 
factory requirements for high quality, 
competitively priced counter adhesives. 


Made in three types... Natural, Synthetic, and 
Starch Latices in several numbers to provide 
a counter adhesive for every price range 

drying times to fit any factory production schedule. 


Make a note NOW to try the new G* HUB 
Adhesives soon —— see for yourself how these materials 
perform in your factory —- how easily you can 

now get the softer top lines your customers want. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





Lawrence YAQUERO is 


tanned twice 


It’s here Vaquero by Lawrence — a full grain aniline 
leather with lasting polished beauty ...a supple mellowed 
leather that’s ideal for fall’s important little heeled suit shoes 
...and equally wonderful for casuals or wedges. 

Vaquero is our most exciting Lawrence tanned twice leather. 
Tanned first for mellow rich color... tanned second for wear 
resistance. 

In Castana (dark brown), Caballo (medium brown), 
Romazo (golden brown), Roano (russet), Espanol (Spanish 
red), and Pizzara (gray). A. C. Lawrence Leather Company, 
Peabody, Mass. 
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VAQUERO 


...the better part of better shoes 





for the Wright 


Irving H. Goldstein of Famous-Barr Co., in St. 
Louis says: “I like to sell Wright Arch Pre- 
server Shoes because of the satisfaction I get 
in building up a terrific repeat business. As we 
who sell Wright Arch Preserver Shoes know, 
once a Wright Arch Preserver Shoe wearer, 
always a Wright Arch Preserver Shoe wearer!” 


LOSE NE OE, 


Harry F. Hess, buyer and shoe fitter for Wether- 
hold & Metzger in Allentown, Pennsylvania 
says: “We are definitely conscious that selling 
Wright Arch Preserver Shoes is a customer 
builder for the salesman and for the store. 
During the course of the years over 10,000 names 
of Wright Arch Preserver Shoe customers have 
been added to our mailing list.” 


Ralph R. Patterson, Shoe Fitter of Higgins- 
Cooley, Inc. in Malden, Mass., says: “In my 
experience, Wright Arch Preserver Shoes out- 
please all others. Frankly, I just ask the cus- 
tomer if he would like to try on a pair of real 
fine shoes. If he says ‘Yes’, I slip a Wright 
Arch Preserver on one foot and ask the customer 
to walk around. There’s very little salesmanship 


~99? 


involved —the shoes literally sell themselves! 


Mr. George G. Bock of Sommer and Kaufmann, 
San Francisco says: “Well, I could write a book 
about why I like to sell Wright Arch Preserver 
Shoes, but here’s why in a few words — because 
every time I sell a customer a pair of Wright 
Arch Preserver Shoes I feel that I have done 
something for humanity, made a friend and a 
customer.” 
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profit story... 
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Ask the man who 




















1 Famous Wright 

Arch Preserver Shank 
2 Metatarsal raise 

for weight distribution 
3 Flat forepart 

permits foot exercise 
4 Heel-to-ballfitting 

shoe fits to foot action 


fits them! 


When you “‘ask the man who fits them’’ 

- anywhere in the country — you’ll 
hear the same story. The words will 
differ, but there’s just one pattern 
satisfied customers, repeat customers, 
customers who tell their friends about 
Wright Arch Preserver Shoes. 

The meaning is very clear — certain, 
steady and growing profits. It’s the 
result of a vital partnership —— between 
the quality, style and comfort of 
Wright Arch Preserver Shoes, and the 
skill and knowledge of the men 
who fit them. 

If your store has a staff of qualified 
fitters, write us today at Rockland. 
We'll give you the whole Wright profit 
story — the facts about a franchise, 
about the 106 styles in stock for both 
men and boys, and about our 
exceptionally fast in-stock service. 


E. T. Wright & Co., Inc. 
Rockland, Mass. 


Illustrated: Finely stitched moccasin 
toe styling in a sleek calfskin 
that takes a high polish. 
Flexible, lightweight. Brown (396), 
black (397), wine (398). 
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atte pibeer dfeoes 


E.T. Wright & Co., Inc., Rockland, Mass. 


In Canada: Scott & McHale, London, Ontario 





«+ « In Styles The ever-increasing style range of French Shriner shoes includes 
traditional favorites as well as many modern styles. 


- «+ In Leathers The finest selection of imported and domestic leathers in- 
cludes calves, grains, briarhides, cordovans and alligator, in rich, distinctive 
colors 

~«e In Prices There's a price for every prospect, too, from $14.95 casuals to 
the distinctive $32.50 stylings of the matchless Heritage line. 

No matter what the price, style or leather, you can be sure of matchless 
quality and inimitable craftsmanship in every French Shriner shoe. 


Krench Shriner shoe S, nationally advertised im Holiday, Esquire, 


The New Yorker, Sports Illustrated 


Fr RENCH ; FI b2I NER 


443 Albany Street, Bos ton, Mass. 
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Clobber your competition with 


Red @Ball 



















4-BUCKLE ARCTIC 


The opposition turns pale .. . sales resist- 
ance topples— when you line up on the side 
of Red Ball Arctics. 

Their reputation is legendary, their per- 
formance record, unmatched. Red Ball 
Arctics are built to stand the gaff... have 
the rugged construction features that mean 
extra years of service for your farm and 
suburban trade. 

The Ball-Band salesman is on his way 
now with his ’57 line of heavy-duty footwear. 
Let him show you how to stun your compe- 
tition with proven Red Ball ruggedness. 


Write, wire or phone 
Dept. B, for FREE merchandising aids. 


Red Ball 





Footwear 


By BALL-BAND, Mishawaka, ind. 
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of every dollar spent on footwear... 


is spent on 


POPULAR PRICE SHO 


Add it up any way you like. It’s 80” of the entire industry’s dollar volume’... < 
formidable statistic that can mean a huge slice of more business for you! 


And nowhere else in the industry but at PPSSA can you actually see and translate this 


growth in terms of your own future! 


PPSSA is the natural hub...the market place for this spiraling industry. Here, are 
gathered every bit of market and fashion information, every trend in every phase of its 
operation... regional, national and international! Here, ideas and facts are digested 
and disseminated to give stimulus and direction to your own successful growth. 


Manufacturer and retailer alike have a stake in this great increase in popular price 
shoes. Now more than ever, PPSSA is vital to your share of this business. 


the vmportant 


Reserve your exhibit space early. Check PPSSA, 
210 Lincoln St., Boston 11. Or call Liberty 2-0396. 
Hotels New Yorker and Sheraton-McAlpin, New York 
May 5-9, 1957 
*$12 Retail and under, based on study prepared by U. 8. Bureau of Census for 


The National Shoe Manufacturers Association & The New England Shoe & Leather Association 
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S$ INCE the beginning of the year there has been 
growing evidence that consumers are showing more 
interest in soft goods lines. 

Department store sales, reported by the Federal 
Reserve Board, for four weeks ending February 23rd 
showed an increase of three per cent. The same figures 
for January were up two per cent with shoes, specifical 
ly, and apparel and shoes mentioned as contributing 
substantially to gains in several of the districts report- 
ing. 

A survey by the New York Times of February busi 
ness showed that a one per cent gain was chalked up 
by New York City department stores over the same 
month a year ago. Again apparel showed the way, but 
home furnishings and major appliances also con- 
tributed their share to the gains. Undoubtedly, clear- 
ance sales accounted for some of these increases but 
they served the very useful purpose of moving  in- 
ventories and made room for incoming stocks. 

January and February provide an excellent measur 
ing stick for consumer buying attitudes. Bad weather 
and the sobering effect of the post-holiday period with 
its inevitable bills, have a habit of dampening the 
consumer’s enthusiasm for spending other than fos 
necessary, bargain, or especially desirable goods. In 
view of this, the showing that shoes and apparel have 
made is gratifying, but hardly one to warrant any 


complacency. 


A Break With Tradition 


Sales volume might have been better, and would have 


been lower, in the case of metropolitan New York, were 
it not for the fact that some of the suburban stores 
stayed open on Washington’s Birthday. Traditionally 
one of the strictest holidays there, this year the barrier 
was let down. The pressure came from suburban 
branches of several department stores, the shopping 
centers, super-markets, and discount houses. Many 
retailers went along and are reported to have turned 
in exceptional figures for the day. 


Here is an excellent example of the manner in whic h 


our retailing pattern is changing. Recognition of the 


fact that competition must be met when and where it 
appears enabled those stores which opened to add a 
highly profitable day to the shortest month in the 


retailing calander. Despite strong criticism of this 
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Consumer Interest 











Goods Lines 


practice by patriotic groups when it first appeared a 
year ago, many smaller retailers, particularly those 
whose stores are located in shopping centers, this year 
met the challenge of the mass merchandisers’ competi 
tion. This break with tradition in one of the most 
highly competitive markets in the country ts significant 
and may spell the end of store closings on some national 
and regional holidays there. It is typical of the many 
adjustments which retailers in all parts of the country 
may be forced to make in their thinking and methods 
lo remain competitive. 

The National Shoe Institute's recent announcement 
that it has engaged counsel and that it is about to 
embark on a pilot public relations program is welcome 
news. This program, which has spent so many long 
months in committee, has the two-fold) purpose of 
uncovering avenues of promotion for shoes and obtain 
ing more public and consumer acceptance for them 
The budget is admittedly a modest one. More important 
is the fact that the emergence of the program demon 
strates that four associations with widely divergent 
interests, can reconcile them to a greater common 


cause, 


Better Publicity for Shoes 

Despite its limited budget, this program should 
enable the industry to get publicity worthy of its size 
and importance. The shoe industry’s bill for advertis 
ing at national and local levels runs close to LOO 
million dollars. The “poor press: whi h has been 
accorded to shoes has resulted from the fact that the 
industry never has had an organization capable of 
taking full advantage of the opportunities for publicity 
which the size of its advertising expenditure warrants 
and should command if all forms ol media 

With the consumer's appetite for soft goods, and 
with his appetite for automobiles, television — sets, 
refrigerators and all the many lesser household gadgets 
satisfied, the timing of this first industry-wide program 
is particularly opportune. The interest which the con 
sumer is presently displaying in soft goods may prove 
to be temporary. Warmer weather, another wage in 
crease, or stepped-up promotion by hard goods manu 
facturers could rekindle his interest a month or a year 
from now. And there is this important consideration, 
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“Our exclusive franchise for 
‘HLEVATORS’ 


has increased the sales and 


9) 


prestige of all four of our stores: 


“Making men taller has been our 
business for many years,” says Mr. Rosenfeld. “And thanks to ‘ELEVATORS’ Shoes, it’s a 
business that’s growing all the time. The fact that the 4 Sibley’s stores are the ONLY 
stores in Detroit where men can get these famous height-increasing shoes puts us in a 
perfect sales situation. We get not only every original sale, but every repeat sale as well. 
‘ELEVATORS’ have built a fine, profitable business for us.” 


Thanks, Mr. Rosenfeld. What you have said NATIONAL ADVERTISING MEANS 
echoes the sentiments of retailers every- STEADY DEMAND FOR “ ELEVATORS" 


’ 


where — progressive merchants who have “ELEVATORS”, 
been granted exclusive “ELEVATORS” fran- are advertised the year ’round in big circulation 
National Magazines. These hard-hitting ads tell 
the “ELEVATORS” story — pre-sell thousands of men 
on these amazing, height-increasing shoes. Then, 
“ELEVATORS”, he becomes the eaclusive cus- when you stock “ELEVATORS”, you’re supplied with 


tomer of the store that sells them. , sure-fire local ad material that 
THE ORIGINAL AND GENUINE brings these prospective custom- 


* ° 
ELEVATORS ers into your store... AND YOUR 
STORE ALONE! 
[SSS aot manx® —— 


HEIGHT-INCREASING SHOES 
“YOUR PERSCWAL PEDESTAL” 


Fe TRADE MARE OF STONE. TARLOW CO, INC 


America’s most publicized shoes, 


chises. These retailers know from experi- 
ence that once a man decides to wear 
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Charlie Henze adds the finishing touch 


... that burnishes Barrett leather to gleaming beauty 


No covering pigment to hide a calfskin’s natural charm .. . instead, 
180 strokes a minute on the glazing jack. That’s the secret of 
Barrett leather’s glowing finish. Under Charlie’s skillful 

direction, each skin is burnished as carefully as precious wood .. . 
to highlight the clear color of its aniline dye... to let the 

grain of natural calf gleam through. 


Distinguished example of this happy ending to the 
tanning process: the soft glow, the refined texture 
of Barrett’s Alpine Calf. 


Barrett & Company, Inc., Newark, New Jersey 
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RAGLAN 3 EYELET TIE MOCCASIN 
44-455 ig oe 2 EYELET TIE 








(Air Crepe Sole Only 


44 Blox 
oo MEN'S 61/2—12 


44.755 Amber 


44-055 Maple 47-4252 Brows 
47-7252 Amber 
47-0252 Maple 





= wd 
TASSEL LOAFER MEDALLION TOE 
ENS Cvo—t8 BLUCHER OXFORD 
Soyer MEN'S 6219 









47-411 Brows 

47-611 Black 

47-4211 Brown, Air Crepe Sole 
BOYS’ 212.—6 

44-411 Brows 

44-611 Black 


44-4211 Brow 





BLUCHER OXFORD BLUCHER OXFORD 
WING TIP PERFORATED TIP 
MEN'S 6'/9—12 YOUTHS’ 12'2—3 
47-412 Brows 43-412 Brows 
&....1 47-612 Black 43-612 Black 


43-4212 Brown, Air Crepe Sole 





BOYS’ 2%)-—6 
44.412 Brow 
44-612 Black 





MEN'S 612-12 






47-414 Brown 
47-614 Block 
—_ BOYS’ 2'2—6 
BOYS’ 2'y—6 44-414 Brown 
456 Brows 44-614 Block 





4-656 Black 
44.756 Amber 


YOUTHS’ 12'—3 


rown 











BLUCHER OXFORD 


Bata styling, manufacturing and materials meet the most exacting demands! 


MOCCASIN LOAFER 
MEN’S 61/2—12 


47-472 Brows 
47-672 Black 


PLAIN VAMP 
BLUCHER OXFORD 


MEN'S 6'/2—12 
97-424 Brown 
97-624 Black 
97-224 Cordova 





PLAIN TOE 
BLUCHER OXFORD 


MEN'S 61/2—12 


47-413 Browr 
47-613 Black 















WING TIP 
BAL OXFORD 


MEN'S 6'/2—12 


> 97-422, Brows 
97-622 Block 
























VALUE! VARIETY! 
VOLUME PRODUCED for 
VOLUME SELLING! 


MOCCASIN 



















OVERLAY PLUG MOCCASIN LOAFER 
















































GORE LOAFER MEN'S 61/—12 GORE LOAFER 
¢ 47-473 Brown ~~ man’s 619 
MEN'S 612—12 47-673 Black ame 2 
97-476 Brown BOYS’ 212—6 47-678 Block 
97-776 Amber : 44-473 Brown 47-7275 Amber, Air Crepe Sole 
97-076 Maple \ 44-673 Black 47-4275 Brown, Air Crepe Sole 



























47-0275 Mapie, Air Crepe Sole 

BOYS’ 2'7-—-6 
44-475 Brow 
44-675 Block 
44.7275 Amber, Aix 
4275 Brown 
































OVERLAY PLUG JLCASIN BLUCHER ROUGHED LEATHER 









XFORD 
OXFORD aa -slgrsertataa BLUCHER OXFORD 
MEN'S 61/2—12 6% 
97-425 Brown 47-45) Brows MEN'S 6Y2—12 
97-625 Black 47-4251 Brown, Air Crepe Sole 437-110 White 
97-225 Cordovan 47-7251 Amber, Air Crepe Sole 437-810 Champagne (buff 
97-025 Mople BOYS’ 2!7—6 BOYS’ 2')-—6 









434.110 White 
434-810 Champagne (buf 
All made of selected roughed 


44-451 Brown 
44-4251 Brown, Air Crepe Sole 
44-7251 Amber, Air Crepe Sole 















leather with durable red rubber 
OVERLAY TOE MEDALLION TOE MOCCASIN 
BAL OXFORD BAL OXFORD BLUCHER OXFORD 
MEN'S 61/2—12 MEN'S 6'/2-—-12 MEN'S 6'/2--12 
% 97-423 Brown hs, 97-421 Brow 47.450 Brow 
97-623 Block 97-621 Black ‘i 47-650 Black 





47-4250 Brown, Air Crepe 
BOYS’ 2'o-—6 

44-450 Brow 

44.650 Black 

44-4250 Brown, Air Crepe 
YOUTHS 12'4—3 

43-450 Brows 

43-4250 Brown, Air Crepe 
GENTS’ 8'y--12 

42-450 Brow 





4250 brow A 


: ys PLAIN VAMP 
BLUCHER OXFORD 


MEN'S 6'/2—-12 
47-410 Brown 
47-610 Block 
47-2108 Cordovan 
47-4210 Brown, Aw Crepe Sole 
BOYS’ 2'2—6 
44-410 Brown 
44-610 Black 
44-2101 Cordovan 
44-4210 Brown, Air Crepe Sole 
YOUTHS’ 12'/2—3 
43-410 Brown 
43-610 Black 
43-4210 Brown, Air Crepe Sole 
GENTS’ 612-12 
42-410 Brown 
42-610 Black 
4 42-4210 Brown, Air Crepe Sole 


Inquiries handled promptly! 





Down-sweeping strap of 
this draped style fits the 
ankle trimly because of 
Rufflette SHUGOR 
caught under the heel- 
seat. 


Side straps of Rufflette 
SHUGOR are both dec- 
orative and functional 
in this urban style. 


Straps of Rufflette 
SHUGOR enhance the 
airy appeal of _ this 
dainty formal. 


A clever mood is 
established by 
Rufflette SHUGOR at 
vamp and heel, set 
off by simulated 
button-holes and 
shining buttons. 


is smartest yet 


Rufflette SHUGOR is 
both style maker and 
style pacer. It 
matches in fashion 
the basic shoe style 
and adds greatly to 
fit and comfort. 
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COMPO Shoe Pre 
available for your 
line of LANTUCK 
the West Point Man 
LANTUCK gives grel 
Hexibility . . . is the it 
and doubling material, 
can be used to furnish 
excellent replacements fo 
. 100% cotton fibers fo 
More ... LANTUCK is ma 
thicknesses and can be obtain 
same width (39-40%) as uppe 
to give you greater savings. 
Get the details from your COMPO 
representative .. . start using this versatile 
material now in your shoes. y 


: ‘Atte 4 
i r a Com plete, 
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oe 
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4. OUTDOOR 
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' j ¢ 
j BOOTS 
Fl 


Fine teathers 
ond he-mon de 
sign to win the 
nearts of sports 


men 














" ADVERTISING 


1. WORK and FARM 
SHOES 
Famous triple tanned Shell 
Horsehides; new Longhorns, 
retailing from $5.95 























3. PIGSKIN 
CASUALS 


Smart and snappy, 
exciting colors. Re 
tailing at $9.95 


LIFE 

LIFE leads the way for Wolverine with a total of 20 
ads. Three out of five homes in your community receive 
LIFE, and will see these ads. 


Five Farm Publications. 

FARM JOURNAL, SUCCESSFUL FARMER, PRO- 
GRESSIVE FARMER, CAPPERS FARMER and 
FARM AND RANCH will reach every farming area 
in the nation — including the one served by your store. 
Three Outdoor Publications. 

OUTDOOR LIFE, FIELD AND STREAM and SPORTS 
AFIELD will reach sportsmen everywhere including 
those who do their buying in your store. 

Service Station Publication. 

A special campaign in GASOLINE RETAILER will 
promote your store to service station attendants and 
others who have a special need for Wolverine grease 
and oil-resisting shoes. 
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PROGRAM HELPS YOU SELL 
WOLVERINE eran -¢/ij/ed choee... 


The Wolverine Shoe advertising program revolves around 

your store! It increases the circle of sales opportunity for 

you! Eighty advertisements will be run in major consumer 

media ... a guaranteed circulation of 175 million... 
: thousands of selling impacts in your own trading area! 
These advertisements will reach into the homes in your 
town, or city, to sell Wolverine work and dress shoes and 

the colorful new pigskin casuals. They will reach into your 

surrounding farm community to sell famous Wolverine 

Shell Horsehide shoes. They will reach into the homes of 

outdoor workers and sportsmen in your area to sell Wol- 


2. DRESS SHOES verine boots. They will reach out and pull these prospects 
are gl 1 | into your store. 


in the $8.95 to 
$10.95 range 





YOUR STORE CAN BE THE CENTER 
OF THIS PROGRAM IN YOUR NEIGHBORHOOD 


Take advantage of the Sales Power of 
this Big-4 advertising program by tie- 
ing-in your store with the extensive 
tie-in materials provided by Wolver- 
ine. These attractive new window 
strips, counter and window display 
cards, newspaper mats and radio 
spots will guide people to your store 
as headquarters for Wolverine shoes 
in their neighborhood. It will enable 
you to cash in on the full impact of 
the advertising program at the spot 
where sales are closed — your store! 








Farm Journal SELL ALL 4 LINES OF WOLVERINE SHOES 
A Wolverine salesman will be glad to call and tell you all 
of the advantages of selling the complete line of Wolverine 
shoes — work, dress, field and casual. These lines are now 
sold by one salesman on one call — to save you time. You 
earn maximum discounts through placing combination 
orders. You reduce transportation costs by having four 
lines of shoes shipped from the same warehouse. 










| Successful Farming 





| Progressive Farmer 
Cap ers | a 


oe Tine 


ae —— 


[ Farm and Ranch 


Outdoor Life | 


Field & Stream 


WRITE FOR COMPLETE INFORMATION 
ON THE WOLVERINE PLAW TO HELP 
YOU CUT COSTS AND INCREASE YOUR PROFITS. 


WOLVERINE 


lag Pita) -otyled chore dress,/work,/field,/casual 
ROCKFORD, MICHIGAN 
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SPORTS AFIELD 
The Gasoline Retailer 




















SALES = 1 
CLINCHER: 





“and they're sewn with nylon... 
the strongest thread used in shoes!” 


‘Today, nylon is a household word to your customers 
They know its strength and durability. So if you can 
tell them the shoes you sell are sewn with nylon, you 
give added assurance of lasting seam strength. Shoes 
sewn with nylon have neaterseams,so they look better, too 
The use of nylon thread in many top lines of shoes is 
another indication of shoe manufacturers’ continuous 
efforts to improve quality and styling ...to give you a 
product that helps you win—and hold —customers. 
Remember, too, that thread of Du Pont ‘“Dacron’’* 
polyester fiber is used in many quality lines of work 
shoes because it gives extra resistance to abrasion and 


‘ hemi als 


WRITE FOR YOUR FREE COPY of “How Important Is 
Thread in the Shoes You Sell?”’ E. I. du Pont de Ne- 
mours & Co. (Inc.), Textile Fibers Dept., Wilmington 
98, Del. Du Pont makes nylon and “Dacron’’ fiber; 
does not manufacture thread. 


*" Dacron” is Du Pont’s registered trademark for its polyester fiber 


REG. VU. 5. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING THRO H CHEMISTRY 


NYLON SEWING THREAD-—Gives shoes neater, stronger seams. 


Gives you an added selling feature 
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1014M 


GET IN ON THIS SUCCESS STORY! 














]IOIOM 


Up to now your cust er W ired a t fit t it 
and hi ire hoes ul nol in his Casua 
7 No one ever made i isual tf it cared about bala ( Ip] 
’ rt 


and careful fit. Not until NOW 
We introduced our new GUIDF-STEP CASUAL a brief fev 


casual shoes on the famous months ago. Today it’s the t-ta 








casual shoe field. Made on the fa is action-ease GUIDI [}.P 
last. 
= casual ind extra volume! 
* The GUIDE-STEP CASUAI ews! It’s ay 
It actually sells itself! 


1013M Woven brown duck matching nylon mesh inset. Springy sponge 
cushion insole. Thick crepe-type outersole. Also in blue. 


; : ; Order right from this page! Write: Rubber Footwear Division, Dept. B 
1014M Woven navy duck with matching elasticized instep band. 


Matching nylon mesh instep inlay. Crepe-type outersole. Also Cc ip | WW os hn g } J > 

in brown ENDICOTT JOHNSON @ 

1010M Superior woven navy duck with thick crepe outersole. Full oeerTn meee J 
ie Riedel. 6 Schenscn Cay WX, « New Vacs: 0. 


length sponge cushion insole. Also in brown. St. Lor 







| l 





Save up to 1c a pair 
with the Built-in Luster of 


Because Duralene White is a com 


plete finish for smooth leather shoes, 


not just a uniformer, ragging, brush 


ing, or spraying for luster is elimi- 


nated and users report savings of 
from ‘«¢ to 1¢, and more, per pair 


Available in bright, medium, and 


RALENE X Aproduct and registered trade 
mark of the B. B. Chemical Co 


semi-dull, Duralene White Finish is 
easily applied with brush or sponge 
white DURALENE 
finish is highly water resistant and 
produces extremely uniform cover- 
age. Because of its durability, there’s 
an added plus for your customers 


The new 


DISTRIBUTED BY 


ited 


surface dirt is easily removed by the 
wearer with a damp cloth 

Try the revolutionary Duralene 
White Finish on your smooth leather 
shoes for improved appearance and 
get the built-in bonus of substantial 
Packing Room savings. 


SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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PROFIT... 


The full-color, double page spread by Leather Industries of 
America in the May issue of Charm magazine is your spring- 
board to multiple shoe sales that keep profits rolling in long 
after the last suntan fades. For leather is the magnet that 
builds more profits than ever — 52 weeks of the year! 


In vocation or vacation promotions of shoes, leather speeds 
up sales action because of its quality appeal in any promo- 
tion in ony price range. 


Here in the pages of Charm, the allure of leather shoes for 
all occasions reaches your smartest customers—nearly 
1,000,000 style-conscious young women with money to 
spend, year ‘round. In buying the best —- they buy quality, 
they buy leather. 


Leather Industries of America 
411 Fifth Avenue, New York 16, N.Y. 


Gentlemen: 


Please forward your Charm merchandising kit. 


A complete kit for merchandising the theme: “Leather . . . for 
those 2 wonderful weeks and the 50 weeks that follow,” is 
yours for the asking. So is profit, when you promote leather. 


NAME 


ADDRESS, 


LEATHER INDUSTRIES OF AMERICA 
411 Fifth Avenue, New York 16, N. Y. 


CITY ZONE___STATE 
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134-140 BEACH STREET @®© BOSTON, MASS, 








No Big Cuts in 
Federal Budget 


Wage-Hour Drive 
Picking Up Speed 


Pocketbook Tax 
Resists Complaints 




















Practical politics rules out any substantial cuts in President Kisenhower’s 
thumping big budget. 

When smoke from current congressional shouting in favor of paring 
the $72 budget clears away, the total is more than likely to be up than 
down, 

Ky the time the end of the coming fiscal year rolls around 16 months 
trom now, total spending is apt to be up by a billion dollars or more. 

The increasing number of Joe Taxpayers now exercising their consti 
tutional right to petition Congress will get plenty of promises. But they 
won't get the reductions they ask for. 

Politics is the answer. The current heavy flood of mail to Capitol Hill 
demanding reduced spending is the first such major outpouring from the 
populace in a decade. Most of the writers aren't specifi as to what they 
want cut. ‘The ones that are, all want the cutting to be done in somebody 


else's back yard. 


Lhe Administration’s drive to bring more retail workers under the federal 
wage-hour law is picking up speed. Whether or not the drive will succeed 
in Congress this year is still in doubt. But win or lose this year, the drive 
will eventually affect every retail outlet, large or small. 

Specifically, the Administration wants the Congress to rewrite the 
federal wage-hour law so as to make it apply to all concerns buying $1 
million a year or more across state lines and employing LOO persons ot 
more. 

‘This means that smaller stores would not be directly affected——this year. 
Sut if this drive succeeds, they'll be affected indirectly. Small stores will 
have to compete with larger stores in hiring clerks. Even though not 
required by law to follow the federal wage-hour law, small stores will 
probably be forced in some cases to meet the terms (higher wages, shorter 
hours) in order to get and keep qualified help. 

Kventually, all stores—large and small——will be brought under the 
federal law, it’s figured. Big stores will be made subject to the law first, 
then others, finally all types and sizes of retail outlets. 

This year, the Administration is talking about only the larger stores 
2200 large chain stores and department stores employing about 2 million 
persons. 

The National Retail Dry Goods Association sees the Administration’s 
drive as a “foot in the door” technique, Once the foot is in the door, the 
full weight of the Administration will be brought to force the door wide 


open, the NRDGA predicts. 


Ihe tax winds blowing in the Senate and the House this year bear no good 
tidings for the women’s pocketbook trade. The 10 per cent federal excise 
tax that has been attached to women’s purses since World War IL is still 
firmly entrenched. And since both political parties are pursuing a “no tax 
cuts” policy this year, the chances of getting this burdensome tax either 
reduced or removed in 1957 are very slim. 

Ketailers and manufacturers of purses have argued before the tax 
writing committees of the Senate and the House that the pocketbook tax 


is a discriminatory one against the ladies. Might as well tax a man’s 





Newsreel oe ¢ (continued) 

















pants pockets as tax a lady’s handbag, they have pointed out. But Congress 
has thus far shrugged off all the complaints. 

bederal taxes collected on all leather goods (including pocketbooks) 
totaled $57,519,000 in fiscal year 1956. (The government does not show 
pocketbook tax collections separately. ) 

Next year, which is an election year, may tell a different story. The 
climate for tax cuts is always better in an election year. Already, many 
House members and some senators are talking about tax reduction. 

Ihe pocketbook tax, like all federal taxes, will remain firmly rooted 
until Congress senses widespread opposition. Retailers should write their 
senators and their congressmen, expressing their opposition to the 10 per 
cent tax on pocketbooks and leather goods. A lack of interest by retailers 


will only mean that the tax will stay on indefinitely. 


A Guiding Hand The Senate Small Business Committee is looking into ways to lend a 
for the Small Firm guiding hand to small firms in danger of stumbling. Concerned because 


many small firms are being caught between high costs and grinding com- 
petition from larger——and wealthier—competitors, the senators plan to: 

@ Draw up a plan for cutting federal taxes for firms earning under 
$25,000 a year 

® Rewrite federal rules governing renegotiation of contracts so as to 
make government contracts and subcontracts more attractive to small 
firms. 

® Reduce the amount of paperwork required of small firms holding 
government contracts or subcontracts. 

@ Discuss whether or not the government ought to offer small-firm 
management a program of free advice and counseling on management 
matters. 

All these possible aids may or may not be written into law this year. 
The possibility of tax reduction, for example, is not strong. But it’s a 
possibility. ‘The other points, less controversial, stand a much stronger 


chance of being approved. 


Higher Freight Rates ‘Trucking companies now have permission to increase their rates from 
five to seven per cent to match recent “emergency” rate hikes granted 
the railroads. 

Virtually all your freight bills thus are going to be higher. The rate 
hikes were approved by the Interstate Commerce Commission. 

hese increases probably won’t be all merchants will have to face this 
year. Major railroads are asking for further increases of 15 to 17 per 
cent. When the ICC decides how much of it to grant, the truckers will 
seek similar increases. 

thus far, the increases are five per cent in the West and seven per 
cent in other areas and across-country. 

Freight forwarders, who contract to haul smaller shipments, are 


expected to get matching hikes. 


Kisenhower Wants End of President Eisenhower, through the Budget Bureau, is demanding a step-up 
Competition with Business in the Administration’s drive to get the government out of competition 
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PLAYN-TOE 


. all time favorite 
for the very young. 
Good looking white elk, 
genuine Goodyear Welt. 
Lower cut top gives better ankle 
fit, more freedom. 


DAINTY 


. . . is as dainty 
looks, in sleek black 
patent. Smartly jeweled 


buckles and bows on vamp 
and strap are the added attrac- 
tions that make this shoe a dress- 


up favorite. 


THE SHOE FOR CHILDREN 


. sweetheart styl 
ing and swept-back 


stitching on 


vamp give 


this one strap a slim look. An 
easy fitting shoe in soft spring 


time red, 


Easter Styles Bring Customer Smiles 


Now 


the rush begin pint-sized 
paraders will be streaming into your 


’ 


aster 


tore 


for new Edwards shoes . it’s a wonderful 
feeling to see your business booming and you 


can 


keep today’ miling customer 
tomorrow by giving them the proper fit 


nappy 


Edwards ha spent over 57 year perfecting 
their shoes to give them the finest fitting qual 


ities 


possible . 


termines size, so be » you have all 
in stock and make Kk: ! tome! 
customers 


but you’re the one who de 












DON’T MISS THE BUS! 


BAREFOOT SANDAL 
SEASON 


is on the way... 


a 
CF 





The season won’t wait and neither will your customers. 


You’re not taking any chance when you order Barefoot Sandals right 
now. It’s certain that there will be warm weather. And, it’s 

certain that children will wear Barefoot Sandals during that time. 
The only chance you take is that you lose a customer if you don’t 
have them. 


We can guess what you’ll need—but it would be better if we didn’t 
have to. If we run short you may be the one to suffer. Anticipate 
sales now—get your order in to us—then no one will miss the bus. 


IMMEDIATE DELIVERY FROM STOCK 





Den -tek-tiy?| 2@2%e% | MODERN AGE 


of Protektiv Quality for every age 

2608: BROWN | Goodyear 
5936: BROWN 1236: RED 2609: WHITE > Welt Barefoot 
7936: WHITE 1235: WHITE 9610: RED \ Sandals 

8936: BLUE 


for normal growing feet 


ag . : a B to E 6!,to 8 $2.70 
9936: RED BtoD ....3to6 ...$2.70 | piok “ate ie te $3.00 
BtoE 6 wo 5 $3.60 B to D 1215 to 3 $3.30 








B to E 8! to 12 $4.20 9611: BLUE 
y 314 8.. $2.70 
RM —30 DAYS f.o.b. READING, PA. B to F 614 to 
rere BtoE...... 8%tol2 $3.00 
SAMPLES IN: Room 411, Marbridge Bldg., 47 W. 34th St., New York City 
Room 805, Alexandria Hotel, 5th & Spring Sts., Los Angeles weMee, 
2 —S : 
FINE QUALITY CHILDREN'S SHOES SINCE 1882 % é 


Curtis -Stephens:-Embry Co., reaoine, pa. 











Dates to Remember 


Advance Fall Shoe Market Week, New 
England Shoe and Leather Associa- 
tion, Hotels Statler and Touraine, 
oo eee ..March 31-Apr. 4 

Accounting and Office Management 
Clinic, National Shoe Manufacturers 





Association, Waldorf-Astoria Hotel, 

New York ere cape oe 
St. Louis Shoe Show, St. Louis Shoe 

Manufacturers Assuciation, Lennox 


Statler, Sheraton-Jefferson, Coronado 
and Park Plaza Hotels, St. Louis 
April 27-30 
Fall Shoe Fair, Northwest Shoe Travel- 
ers Association, St. Paul Hotel, St. 
Paul ; April 27-May | 
Guild Opening, Guild of Better Shoe 
Manufacturers, New York 
Week of April 29 
Accounting and Office Management 
Clinic, National Shoe Manufacturers 
Association Hotel Lennox, St. Louis 
May 1-2 
Fall Shoe Show, lowa Shoe Travelers 
Association, Hotel Fort Des Moines, 
Des Moines ....May 5-6 
Fall Shoe Fair, Ohio Shoe Travelers 
Club, Deshler-Hilton Hotel, Columbus 
May 5-7 
Fall Shoe Fair, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker, 
Statler Hilton and Southland Hotels, 
Dallas, Tex. May 5-8 
Fall Shoe Show, Southeastern Shoe Trav- 
elers, Inc., Henry Grady, Dinkler 
Plaza, Peachtree -on-Peachtree and 
Piedmont Hotels, Atlanta May 5-8 
Popular Price Shoe Show of America, 
Hotels New Yorker and Sheraton- 
McAlpin, New York May 5-9 
Market Week, Boot and Shoe Travelers 
Association of New York, Marbridge 
and Empire State Buildings, McAlpin 
and New Yorker Hotels, New York. May 5-9 
Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May 12-13 
Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indianap- 
olis May 12-14 
Fall Shoe Show, Middle Atlantic Shoe 
Travelers’ Association, Benjamin Frank- 
lin Hotel, Philadelphia May 12-15 
Fall Market Week, West Coast Shoe 
Travelers Associates, Alexandria and 
Riltmore Hotels and Haas Building 
May 12-15 
Spring Meeting, Tanners’ Council of 
America, Princess Hotel, Bermuda 
May 13-15 
Heart of America Shoe Show, Muehle- 
bach and Phillips Hotels, Kansas City, 
Mo. May 18-21 
Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, Hotel Penn-Shera- 
ton, Pittsburgh May 19-21 
Fall Shoe Show, Boston Shoe Travelers 
Association, Parker House, Boston 
May 19-22 
Fall Shoe Market, Mid-West Shoe Trav- 
elers Association, Morrison Hotel, 
Chicago May 19-22 
Fall Shoe Show, Wisconsin Shoe Guild, 
Hotel Plankinton, Milwaukee | May 26-28 
National Shoe Fair, National Shoe 
Manufacturers Association and Na- 
tional Retailers Association, Chicago 


Oct. 27-31 
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hic No micT an Chi if 
Chief YO -UUSL-UT! elve 
. ‘Little papoose, hep injun 


maid all prefer-um Laconians!” 




















































. .and why not? With Laconians’ wide, 


~ 


wide selection, there's a shoe for everyone 


™ 





— from tots-right-through-to-teens — 


infants, childrens, misses, little gents, youths 






and debs. Dainty and demure for the 






girls, rugged and good-looking for the boys 





... all the comfort features like combination 







lasts and all the important style features 







like tapered toes, shoe-latches, swivel straps, 









etc. Not only that but Laconians have been 






$4.50 - $6.95 


‘ retail 
nationally advertised brands selling for ha 





proven equal or superior to 4 other 






$2 and $3 more! Any wonder why more Mahe 







retailers, too — ‘'‘prefer-um"' Laconians? 
























BULGY’S SHOE STORE 


is 


~ 
~; . 














His ailment was a mild infection of the Buying Program. A (*)General 
Practioner (Sales Doctor) prescribed Elixir of Bologna. A patent type cure-all 
found in most medicine shows. 


The Alchemist, (an overloaded factory), makes E. of B. of equal parts of 


(a) Easy Credit, (b) Special Terms, and (c) Volume Concessions. 

It is not made to order, tough competition has caused a goodly quantity 
to be made up in advance .. . always on hand. 

Bulgy’s coma was brought on by advanced PROFIT-LESSitis, better 
known as Cancer of the Turn Over. 





The best advice for a symptomatic store is to buy fewer bargains, and 
more selling shoes. This prohibits sickness in the first place. 


But once confined, you cure a store like you cure a man. Specialists do 
not treat the disease, they determine the cause... and eradicate it entirely. 


Poor Bulgy’s disease is not curable, though it can be arrested. The same 
germ will do him in, everytime he is exposed to it. 


Heydays are nocure for unbalanced buying. Heydays can keep the store from 
being sick in the first place, they always keep them healthy, when bought right. 


You see, Heydays do not just have Consumer Acceptance . .. Heydays have 
Consumer PREFERENCE. 





(*)A G. P. is like a factory with stores, a doctor that is also the 
undertaker... wonderful for boils, bunions and billiousness. 






Mr. Bulgy’s Shoe Store Has Had a Relapse 


SHOES, INC. @® 2032 LOCUST STREET @ ST. LOUIS 3, MISSOURI 
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Matcou P. MeNAIR, Lincoln 
Filene Professor of Retailing at the 
Harvard Graduate School of Busi- 
ness Administration, Boston, Mass., 
“Will Busi- 


by say- 


answers the question 
ness Turn Down in 1957? 


 e 
ing: 








“Business will not turn down in 
1957 but it will flatten out its rate 
of growth considerably. Increases 
in dollar magnitudes, as compared 
with 1956, presumably will be reg 
istered, but the physical compo 
nent of these increases is likely to 
be small. 

“] want to make it clear that | 
do not regard this as a pessimistic 
forecast. because I believe that this 
kind of performance on the part of 
American business in 1957 will rep 
resent a period of necessary stabil- 
ization, a needed breathing spell, to 
insure a vigorous forward advance 


a little later.” 
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Talk a Trade 


James W. ROUSE of James W. 
Rouse & Co., Baltimore, Md., says: 

“I believe that ‘downtown’ has 
not yet begun to feel the real im 
pact of the forces working against 
it; that so far, the battle for ‘down 
town’ has been waged against the 
symptoms not the sources of its 
troubles; that we have not yet come 
to grips, in most American cities, 
with the problems and the future 
of ‘downtown... . 

“Downtown is closer to more 
people than any other area in most 


cities. It has the city’s largest labor 


Loewe“ Fur 





It has 


range of facilities and 


force in its midst every day 
the widest 
services and the broadest presenta 
tion of merchandise. ... The natu 
ral advantages of downtown are 
enormous, but the s miple fact 1 
that ‘downtown’ is obsolete. It is the 
core of the worn out inner city It 
fails to match up to the capacities 


or the aspirations of the American 


Recorder 








people. The products of our crea 


tive genius are evident on every 
hand and nowhere so extensively as 
in our own stores. But, so far, we 
have failed to apply this creative 
cities in 


vitality to bringing the 


which we live up-to-date with our 


~~ 


{ eu —) pata’ 
7 ig Bs ec ilk 


knowledge and our hopes of how to 





VOs! oa 
“Three 


population of our cities, 


forces the growth in 
the enor- 
mous increase in the use of auto 
mobiles and the change in the way 
our people live are the root of the 
revolution which is going on in our 
cities, 

“The problem of ‘downtown’ is 
to make itself what it ought to be 
instead of trying to make people 


like it as it is, 


the revolution in 


Instead of resisting 
urban living. it 
must become a dynamic part of it 

useful, 


redeveloping itself into a 


convenient. beautiful center of a 


fast-growing metropolitan area.’ 








Tom MENDELSOHN, executive 
director of the Youth Fashion 
Guild, New York City, says: 

“The children’s wear business 
has undergone many changes in the 
past 25 years. Perhaps the most 


dramatic change has been the trans- 





ition from a basic industry to one 
of high fashion. even your in 
fants’ wear department, which was 
the most staple of the entire set up, 
has become a fashion department 
where color, pattern and an ava 
lanche of constantly changing styles 
have served to further complicate 
an already complex operation. 
“The interval between the ap 
pearance of a fashion trend in the 
missy market and its adoption by 
the more fashion-minded segment 
of the children’s wear field” has 
dwindled to the point where it is 
almost imperceptible. In every size 
range, whether it be toddler or teen, 
high fashion is the keynote and the 
good old basic staple of yesteryear 


is a thing of the past.” 


* ” * 
| RVING GERSHEN, women’s shoe 
buyer for Blum’s Vogue in Chicago, 
Bays: 

“There is a lag in acceptance of 
new styles by the woman who wears 
medium and lower heels. We should 
remember this when we merchan- 
dise for her. Even though she buys 
her shoes in a high style store, she 
is much slower in adjusting to new 
styles than the woman who wears 
high heels consistently. The lower 
heel woman will repeat in purchases 
of her patterns for a season or two 
longer than the average high heel 
woman. This is true of all types of 
lower heels, including the Baby 
Louis, the slim, slender versions 
and all the others. The higher style 
woman wants a change of wardrobe 
with practically each purchase. She 
follows the trend immediately. The 
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medium heel woman follows the 


basic trend more consistently.” 


” * * 
Thom AS W. JOHNSTON, senior 
vice-president of L. Bamberger & 
Co., Newark, N. J.. says: 

“It’s true that the bas’s for ag- 
gressive merchandising in the 
Downtown Store is simply ‘doin’ 
what comes naturally,’ to the expert 
merchant. Yet. we will have to ad- 
mit that the prophets of gloom re- 
yvarding the future of the Downtown 
Store have had a telling effect on 
the thinking of many merchants all 
over the United States. 

“Many of us have made excuses, 
that have some basis of fact, for 
lack of progress downtown, without 
realizing that to overcome the 
changing conditions in our markets 
we must have a re-evaluation of our 
position and a new plan of action 
a positive merchandising approach 
to the problems that face the Down 
town Store today. ... 

“A positive approach to the prob 
lem is the principle ingredient of 
the successful merchandising pro 
gram. By all means, give the con- 
sumer many, many good reasons to 
come downtown. She will not spend 
her t:me and money to make the 


trip unless there is suitable reward. 


Ye Ge 


“Give her wide assortments, 
depth of stock, merchandise not 
usually found in the neighborhood, 
and excellent value. Make it pos- 
sible for her to do more shopping 


in a shorter time than is possible in 


hea 
sTote- 
i] peel. 2 


the suburban shopping center, and 








our battle will be more than half 


won. 


% “* 


GROWING GIRLS 


SHE USED to wear her mother’s 
shoes 

WHEN PLAYING “just suppose” 

ALTHOUGH THEY left a lot of 
room 


AROUND HER little toes. 


THEN SHE grew up a little more 

AND “BORROWED” mother’s 
pumps. 

NOW SHE HAS slippers by the 
score 

AND MOTHER gets the “hand- 


me-ups.” 


Joyce Gorman 





“Pardon me, Ma'am, we're trying out a new approach to the 
coffee break problem.” 
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Plush Pigskin 


\. 


arr T ery. e 


Desicnep for a sports car age and an era of casual living, the 
inspiration for this Pattern Portrait springs from its lush soft-tan 
nage pigskin. This recently developed plush finished leather has a 
rich, deep pile which shows off its coloration to full advantage. The 
pattern is an interesting three-eyelet plain toe Blucher which has a 
novel quarter treatment. The curved seam is in severe contrast to 
the straight bottom line of the lace stay which it joins. The medium 
low topline is piped in black, the lace stay is defined in’ black 
harness stitch and a black cord lace with jet tips completes the 
trim. This style features, too, a distinctive new light-weight and 
translucent amber crepe sole. 

A well-cut Ivy-League cap and an attractive tobaceo pouch in the 


same leather are available for coordinated promotion with this style 


Casual 


For more information on these 


shoes and coordinated promo- 


tional 
SHO! 


‘lems, write 
RECORDER 


S001 


AND 





Bareback in genuine imported raffia, 


21/8 cork wedge, 
An Allure shoe. 


new light weight sole. 


“Rio Venta,” high cork wedge, a bare- 
back in broadtail trimmed with gold 
natlheads. A Wedgeling shoe by Miami. 


7 he “Fence,” mule on Fy 4 & cork 
multicolor suede with 


heel in 


patent trim, A Turian shoe. 


Shaped 17! ” 


f 


Tue wedge heel shoe . . . what part does it play in the 
women’s shoe business today? A big one, we should 
say. There are statistics that give every third shoe pur- 
chase as a wedge and approximately 90 per cent of the 
women in the country wearing wedges. There must be 
some very sound reasons for the popularity of this 
type of heel. 

To start with, and everyone recognizes this fact, a 
wedge heel gives a woman a sense of support and com- 
fort unlike any other heel. But more is needed to explain 
their continued and vigorous growth. Wedge heels have 
a fashion attraction, too. Their appeal has been widened 
as more heights have been added, more graceful shapes 
and greater lightness introduced. The kind of life people 
lead—-more casual, more away from big cities—-has 
also encouraged wedge types. 

Taken as an over-all construction idea, the wedge 
heel can be applied to almost any type of shoe. Flat 
and low wedges on closed, soft casual shoes sell for 
sport, casual and campus wear. The young matron, just 
past campus days herself, can find many uses for them 
in her active day. She and the older woman may both 
find the 12/8 to 14/8 heights the perfect answer to 
their working needs. Interviews with several depart- 
ment store sales clerks in their early forties showed 
that they want a medium high, 14/8 shaped wedge for 
their working hours. They do not want either higher 
or lower heels. Opened-up vamps and sling——not halter 

backs are other requisites. They all wish that there 
were more very dressy wedge heel shoes, very light 
in weight and without platforms, which they conside1 
bulky and not essential. 


Retailer opinion on the style importance of wedge 


wedge 


black 





Overlay moccasin with the punched pig 


8 wedge heel on sling look, on 10/8 wedge heel. A Rustic- 


pump in blue shantung with white Aire by Sandler of Boston. 


leather trim. 


A Mel Preston shoe. 





Another Angle on Style 


Slimmed, Shaped or Scooped, It Makes a Graceful High Heel Dressy Shoe, 
a Smart, Medium Heel Shoe and a Soft Casual Flat. It Gives a Balanced Look 
to the Shoe and a Feeling of Balance and Support to the Wearer. 


heel shoes varies considerably depending on the store. 
High style stores are slower to yield their first opinion 
that these shoes are properly either casual or comfort 
shoes. They put the basic low wedges in this classifica- 
tion. But flat and low wedge heels—up to 14/8, let us 
say—can be as smart as outside heels in the same height, 
provided they are styled right. Some manufacturers are 
proving this; others are still going along with the same 
middle-of-the-road styles that they have always had. 
High style stores, however, are beginning to recognize 
that certain types of wedge heel shoes have a distinctive 
place in the over-all shoe style picture. For southern 
resort and summer wear with more casual clothes, at 
patio parties, supper clubs, country clubs and other 
kinds of informal summer entertainments, they recog- 
nize the popularity and suitability of wedges, often 


cork with straw uppers. 





Soft, flexible casual stepin on 


A Desco Darlin’s shoe. 


construction, 





Very soft, flexible stepin in glove 
leather, pig-textured, on 10/8 wedge 
heel. A Viner Whisper Step. 


10/8 
wedge heel, in an original fiddle shank 


by ELEANOR M. RUTTY 


Barebacks have done a great deal to put wedge heels 
in the style picture. One reason is that barebacks have 
a definite style position of their own; no longer just a 
limited high fashion idea, certainly, but still made in 
limited numbers of styles, by top houses and regarded 
as a necessity all down the line. What's more, wedge 
heels and bare backs look right together. The wedge 
gives enough shoe at the back of the foot without the 
need of any upper at that point. 

Other style elements in the dressier wedge shoes are 
the ornaments on both vamps and heels. One or two 
top manufacturers of this kind of shoe are using a 


[TURN TO PAGE 87, PLEASE | 


“Dayfarer,” soft casual on 12/8 se ooped 


wedge heel. A Fortunet shoe 


Inkle strap in milan straw with unusual 
scooped u edge heel of Portuguese cork. 
A Pan American Mode. 





















~ What to Sell 


“Two Weeks with Pay” . .. what exciting pictures 
are to be conjured up by these four little words. And, 
oh, what sales potentials they offer to the shoe retailer 
who is courageous enough to promote fresh merchan- 
dise for his holiday-minded customers. 

Whether a woman is spending her own vacation pay 
or sharing her husband’s, she wants to look her best 
for that round of special events which comprise any 
holiday. Her wardrobe, perhaps more than adequate 
for the usual routine, will lack the special-occasion item 
or, under critical eye, will show up a basic as in need 
of replacement. And, in anticipation of the wonderful 


things to come, she’s ready to splurge. 


SHOES TO WEAR 


Vacations to the West Coast 







AROUND SAN FRANCISCO: High style 
spectator on 24/8 heel for city wear. Best 
liked in textured white calfskin with con- 
trasting calf tip and collar. A Barefoot- 
Originals shoe. Around Las Vegas: For sum- 
mer dress-up, this T-strap in peach color 
lace, with butterfly bow. A De Liso Deb 
shoe. Around Tucson: Smart wedge heel 
sandal with white in the elasticized portion 
of the braided vamp and in the sole. A 















Johansen casual. 









































the Holiday Minded... 


ry r . . ’ ’ r 
Those Vacations with Pay Mean Extra Sales If You 
Stock and Promote Fresh Merchandise for the Purpose. 


Her buying, as already indicated, often will be in by GERALDINE EPP 
the realm of summer fashion basics . . . which means 
that a retailer who sizes up on his April-May best 
sellers will be able to satisfy a traveler's need for 
elegantly detailed pumps and favored open silhouettes. 
Whites. back in circulation, add a note of gentility to 
resort-city fashions, while blacks, beiges and grays 
remain basic too. We also call attention to spectators 
all-over or in combinations of black and white, natural 
and brown. They are ticketed for most everything 
from dressy linens to deck-strolling cottons, and they're 
ever so right for travel suits. 

Needless to say, summer travelers, as well as back- 
yard vacationists, will be demanding more informal 
footwear—-flats and wedges—for both dress and play. 
While white, white and black, and natural with brown 
are undoubtedly in stock and on order, don’t let your 
shelves lack from color. Paisley and floral prints can 
be expected to have wide appeal. Straws will be vol- 
ume—in multicolors as well as natural and white. The 
shock tones of turquoise color and yellow have their 
special place in the 1957 sportswear picture and, con- 
trary to many reports, pink and blue will sell when 
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SHOES FOR VACATIONERS 
To Popular Points on the East Coast 


AROUND BOSTON: Walking sandal on medium 
heel with cool perforated vamp, opened-up shanks 
and back. A Heydays shoe. Around Washington: 
White textured leather for this smart pump with 
pointed toe and medium heel. A Delmanette shoe. 
Around Miami: Tailored bareback mule with 
square bow, graceful low heel and wide open toe. 
Preferred in black patent, white or beige caifskin 


A Deb shoe. 








Conventional and swivel 
straps in white with cut-out 
trims. (Left to right) Stride- 
Rite by Green Shoe Mfg.; 
Fleet Air by Eby: Laconia; 
Jr. Deb by Pied Piper. 


Edwards Shoe in white with 
gold stitching and remot 
able strap; Kali-sten-iks by 
Gilbert Shoe with contrast 


ing stitching and ornament ; 


Dressl ps by Alexis, impor 


tant black patent leather 
trim imerican Juniors 
sweater pump with gold 
nailhead trim at throat; 
Jumping-Jack Parties by 
Vaisey-Bristol with pink and 


blue composition bow, 








Friendly-Acrobat; Lazybones 
by Juvenile; Child Life by 
Herbst; Julius Altschul’s 
white buck bal with red 
sole; Five Star Footwear’s 


checkerboard saddle. 








Left to right: Dr. 
Pro-tek-tiv by 
Stephens, 


Goose; 








by 


ESTELLE G. ANDERSON 


Posner; 
Curtis; 
Red 


Shoe; 


Embry; 
Edwards 


and Trimfoot. 


Punched Show-Off by Ed 
White Blue Bon 


net’s swivel strap; Sandler's 


Junior; 


slip-on with colorful strau 
pom-pom and Buster Brown's 
swivel strap, white self-bead 


ing at the throat 


WHITE: Right For Summer 


For the past two years or so, children’s shoe styling 


has taken its cue from the adult patterns. Now comes 
the time when they can do a bit of crowing on thei: 
White has been im- 


portantly stressed in the women’s shoe category ever 


own-——in connection with a color. 
since the resort season opened, but as far as children’s 
shoes are concerned, it has been an established basic 
the year ‘round, 

We show here the important party, day, casual and 
sports shoes that will get the youngsters’ acceptance 
and the parents’ approval for the next six months. Start- 


ing with Easter selling at the fitting stool, the potential 
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continues for graduation and for summer activities at 
home or at camp, 

In addition to the popular step-in pumps, all dressed 
up with colorful ornaments and stitching and the strap 
styles (both conventional and convertible), we have 
included the brown and white moccasin front and the 
three-eyelet wing tip oxford with shantung combination 


field. We 


there’s a 


that will be the most popular in the boys 
have also illustrated two saddle oxfords 

whole new group of them that is gaining immediate 
and the white buck bal 
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acceptance with cherry 


PLEASI 











by WENDELL B. BARNES 


{dministrator, Small Business Administration 


” AM sometimes asked how great a share of the loans approved by the 
Small Business Administration is used for working capital, for new con- 
struction, for helping the proprietor of the small firm consolidate his debt 
obligations, or for the purchase of equipment. 

An analysis of the loans made by the Agency through December 31, 
1956, shows that of the $235,700,000 of total loan approvals, $67,700,000 
or 37 per cent was to provide working capital, including the purchase of 
new inventory; $58,800,000 or 25 per cent was to be used for new construc- 
tion, enlarging present structures and modernization; $63,700,000 or 27 per 
cent for consolidation of debt obligations and $25,500,000 or 11 per cent 


for the purchase of new machinery and equipment, or in the case of retail 


establishments the purchase of new store fixtures. 


In many cases the proprietors of small retail stores who come to us for 


financing are seeking funds to make their stores more attractive, to enable 


them to meet competition. They want to install air conditioning, 


WENDELL B. BARNES 


their customers, or put in new store fronts. 


purchase 


new store fixtures. Sometimes they want to provide parking facilities for 
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I, November of last year the proprietor of two small 


retail shoe and shoe repair shops dropped in at the 
Othee of the Small Little 
Rock, Arkansas. 


The proprietor was a young man, a war veteran. He 


Business Administration in 


had been in business continuously since 1942—except 
for a war-time hitch in the Navy. 

\s he talked with one of the Small Business Adminis- 
trations financial specialists, the proprietor told this 
story: 

He had started in business in 1942 with $50 capital, 
opening up a shoe repair shop. He closed the shop 
during the term of his military service, but opened up 
again upon his discharge, 

He made a moderate living and in 1948 decided to 
move to a new and more favorable location in a smaller 
city nearby, where he could continue with his shoe 
repair business and also offer a moderate line of men’s 
and women’s and children’s work and dress shoes, hose, 
Sone ks and accessories, 

His business continued to be successful, but in order 
to support his wife and two young children, the pro- 
prietor decided he would need to increase his income. 

The best way to do this, he decided, was to open an- 
other similar store in a nearby town. Accordingly, this 
second store was opened in 1954, with the aid of a 
$3,000 loan from a local bank. Both business ventures 
continued successful. He was able to reduce the bank 
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loan, and to increase his net worth moderately each 
year, building up his retail inventory. He had two 
employes. 

Now the proprietor was considering another expan- 
sion move. He wanted to add a line of more expensive 
shoes, to make his stores more attractive to a greater 
number of townspeople—but this would take an invest- 
ment of about $6,000 that he didn’t have. 

His bank was sympathetic, but it could not see its 
way clear to make a term loan of that size. It was 
against the bank’s policy. 

The banker had suggested a way out, however. He 
proposed that the bank take a 25 per cent share of a 
5-year loan, in participation with the Small Business 
Administration. And that, the proprietor explained, 
was why he was here. 

The Small Business Administration’s financial spe- 
cialist looked over the proprietor’s financial statement. 
This showed that in 1954 he had net sales of $23,000 
and net profit after deductions for salaries, expenses, 
Sales had 
1956, and net 


and depreciations of $2,831. increased to 
$35.000 for the first 


profit for this period was $4,700. 


nine months of 


For collateral the proprietor was prepared to pledge 
his shoe repair machinery and equipment, which was 
valued at more than the amount of the loan requested. 

The Small Business Administration’s loan examiner 


told the proprietor that his prospects appeared favor- 
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(et Government Loans 


ry ‘ ’ 
Phe Small Business Administration Has Loan Programs for All Types of Small 


Businesses. In This Exclusive Article, 
able, and that he would get in touch with the bank and 
see what could be worked out. 

Less than a week later the loan agreement was com- 
pleted. The final loan agreed upon was for $8,000 
instead of $6,000, the additional $2,000 to be used to 
pay off what the proprietor owed on some equipment 
notes, 

The loan was accordingly made for $8,000 for a 
o-year term at six per cent interest, to be repaid in 
small monthly amounts, with the bank disbursing the 
funds and making the collections. 

This Small 


here in detail because it is an example of the type of 


Business Administration loan is cited 
loan made by this agency of the Government to assist 
small retail firms. 

This particular loan is known as a Limited Loan 
Participation Agreement, a loan plan developed by the 
Small little 


year ago to help provide needed credit to small retail 


Business Administration a more than a 
shops and service establishments of all kinds. 

In the year that the LLP plan has been in operation, 
the Small Business Administration has made available 
$17,000,000 in credit to 


one loan program, which is rapidly gaining in popu- 


1159 small firms under this 


larity. 

Interest rates on these loans cannot exceed six per 
cent, maturity cannot exceed five years, and a bank 
must take at least a 25 per cent share. This type of 
loan is limited in amount to $15,000 (including the 

HELPING HAND FROM GOV’T—The Small Business 


Administration maintains lending offices in 37 cities 
(plus Puerto Rico, Hawaii, and Alaska) where retailers 


Mr. Barnes Gives Details and Examples. 


bank’s share) or 75 per cent of the total amount of the 


loan whichever is the lesser—which means that they 
rarely exceed $25,000 and the bulk of them are in the 
$5,000 to $20,000 range. These loans are all approved 
in the field offices; there is no waiting for approval 
from Washington, 

The businessman should bear in mind, however, that 
the Small 


loan programs to help all types of small businesses 


Business Administration also offers othe 
manufacturers, wholesalers, retailers, and service estab 
lishments. 

Since the beginning of the Agency’s financial assis 
tance program, it has approved more than 5000 loans 
totaling $236,000,000 to aid small firms. 

The first thing the proprietor of a small firm seeking 
There 


is no substitute for this. The law permits the Small 


financial assistance should do is see his banker. 


Business Administration to make loans to small firms 
only when it is shown that credit from private sources 
is not readily available on reasonable terms. 

Perhaps the banker can provide the needed credit 
if so, well and good. There is no substitute for enjoy 
ing the confidence of your hometown banker, having a 
ready source of credit when you need it. 

If the banker cannot provide the credit he may sug- 
touch with the Small 


get in 


gest that the applicant 
Business Administration, or the applicant may suggest 
the possibility of working out a bank-Small Business 
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may go to apply for business loans. Here, B. B, Blanton, 
a regional SBA official serving in the Washington, D. C.,, 
metropolitan area, explains loan possibilities, 
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Know the Human Foot... . 

















Low Inner Longitudinal Arch. 

















Normal inner Longitudinal Arch. 


Avi ER discussing the bones, muscles, tendons, liga- 
ments, nervous system and circulatory system, it becomes 
imperative that the arches of the feet be considered. 

The arches are dependent on each other for the proper 
functioning of the foot, which is weight-bearing and loco- 
motion. If, for any reason, the bones are thrown out of 
alignment, the muscles, tendons and ligaments cannot 


perform their duties properly. They in turn, may cause 


impingement of nerves and adverse effects upon the physi- 


ology of the foot. 

Under normal conditions, the bones of the foot main- 
tain an arched arrangement and are required to withstand 
a great amount of pressure due to weight bearing, and yet 
he flexible enough to act as a shock absorber when the 
hody is in motion. So we see that instead of a rigid 
formation we must have a flexible arrangement of bones 
to obtain the required results and effects of a normal foot 
with its ability to attain many angles. 

The structure and formation of bones that resuit in a 


workable frame are known as arches. 


INNER LONGITUDINAL ARCH 
The inner longitudinal arch is the best known and one 
of the most important of the group. Comparatively, it is 
the highest and most vulnerable. It extends along the 
medial or inner border of the foot from the os calcis 
(caleaneus) to the big toe. It consists of the os calcis, 
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astragalus, scaphoid, three cuneiforms and three inner 
metatarsal bones. The highest part of the arch is formed 
by the astragalus. This arch is used as a shock absorber, 


lever and for protection of the soft tissues. 


OUTER LONGITUDINAL ARCH 

The outer longitudinal arch runs lengthwise on the out- 
side or lateral border of the foot from the os calcis to the 
small toe (5th toe). It consists of the os caleis, cuboid, 
4th and Sth metatarsals. This arch is very strong and is 
much lower in height than the inner longitudinal arch. 
It is used mainly for weight bearing. 

The natural shape and positions of the bones together 
with the powerful ligaments of the tarsus and metatarsus, 
as well as the plantar fascia and muscles of the leg, are the 
basis for the support of the inner and outer longitudinal 
arches. 

The inner longitudinal arch is supported by the spring 
ligament (inferior caleaneo scaphoid). The outer longi- 
tudinal arch is supported by the stronger plantar ligaments 
Muscular 
originates in the leg, since the muscles of the foot play an 
The 


plantar fascia is very strong in the foot and has a very 


(long and short calcaneocuboids). support 


extremely small part in the support of the foot. 
marked effect on the bony structure. 

There is no normal height for the inner longitudinal 
arch. The normal height varies with different individuals 
and their racial backgrounds. The arch may be very high 


or very flat and still be of normal height. This is true 


only if the arch functions normally at these heights. The 


only time that it may be said to be weakened or flattened 
is when it deviates from its normal position, whether high 
or low, and is therefore unable to function normally. 
When a doctor determines whether a patient has flat feet 
he does not necessarily rely on an imprint of the arch. 
Other factors are more important and will be fully dis- 
cussed later. Pronation is only a small factor in deter- 
mining a weakened foot as it is possible that persons with 
extremely high arches may be suffering from flat feet 
while persons with very low arches may have perfectly 


normal feet. 


As for checking on flat feet in babies, you must realize 


that all babies have fatty tissue in the region of the arch 
which acts as a protective pad. From all indications this 
child has flat feet. However, this is deceptive as this 
fatty tissue will disappear when the child reaches the age 


of three, disclosing a normal arch. 


TRANSVERSE ARCH 
The transverse arch runs across the foot diagonally and 
is encompassed by the metatarsal bones, cuneiforms, 
scaphoid and cuboid. It is situated in the area of the 
instep or in the region of the tarsometatarsal junction. 


This arch houses many important blood vessels and 
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by SEYMOUR HELFANT 


Sales, Marketing and Sales Personnel 
Consultant, Coordinator of Courses 

In Shoe Fitting and Shoe Therapy, 

City College of New York in collaboration with 


DR. MARVIN D. STEINBERG 


Attending Podiatrist, Jewish Memorial Hospital, Neu 


ARCHES OF THE FOOT 


ry e ’ ' . 
[he Structure, Formation and Location of the Arches of the Foot and Some Basic 


York 


Types of Feet Are Discussed in Relation to Shoes in this Second Article of a Series. 
The Next Two Articles Will Be on Applied Shoe Fitting. The First of These Will 
Cover the Fitting of Men’s Shoes and the Second Women’s and Children’s Shoes. 


nerves that function in the foot. The maintenance of this 
arch is dependent upon the proper efficiency of the inner 
longitudinal arch, as any deviation from normal will pull 
down this arch and cause uncomfortable pressure on the 
nerves and blood vessels that are protected by it. Its 
functions are the same as those of the inner longitudinal 
arch, 
ANTERIOR METATARSAL ARCH 


The anterior metatarsal arch is not a true one. It is 


located in the region where the proximal phalanges articu- 


late with the distal ends of the metatarsal bones. At rest, 
the 2nd, 3rd, and 4th metatarsals tend to relax and become 
arched but on standing these bones flatten and the arch 
disappears. Its function is to absorb shock in the anterior 
part of the foot when it comes in contact with the ground 
Movement of the foot would become very tiring to the 
body without the proper functioning of the pseudo-arch. 

Although bones may be similar in size and shape, we 
find that: feet differ drastically. 


SHOES AND THE FOOT 

When footgear was used by man only for practical 
purposes as foot covering, there was no trouble with ill- 
fitting footwear. But when style and ornamentation be- 
came important to the social standing of man, then trouble 
with fit and proper types of footwear became a gigantic 
problem. 

Shoes varied in importance throughout the ages. There 
were times when certain types of shoes were a mark of 
aristocracy. If a prominent person wore a special type of 
shoe, everybody who tried to appear important followed 
the leader. King Henry VIII wore very wide shoes be- 
cause of his frequent attacks of gout. Consequently, they 
set the styles for that era until they were actually out- 
lawed by a royal decree of Queen Mary, who banned wide 
shoes. 

We face different problems today. Because of our 
efhciency in manufacturing footwear in large quantities, 
we are forced to employ standard measurements and 
shapes for all types of feet. 

Upon examination, we find that shoe sizes and shapes 
vary according to geography. For example, there are 
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Transverse Arch in shaped region gives depth to this 


area. Plantar view. 














Pes Cavus Foot—very highly arched. 








T oes almost square require hroad shaped footwear 


Normal foot. nole different $1Z@S of 1oes., 
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Customer Preferences 
in Types of Polish 

A2.3% 

35.5% 


20.3% 
1.9% 


Paste 
Liquid 
Creme 
Spray 


Price Range 


91% 
8.90%, 
09%, 
001%, 


SOURCE: Boot and Shoe Recorder's Recently 
Completed Polish Survey 


25¢ and 30¢ 
50¢ and S55¢ 
Over S5¢ 

10¢ and Il5¢ 


CAN MELP SELL SHOES ... 


‘ ry . 
Successful Polish Selling Requires Attractive, Well Located Dis- 
plays and an Understanding by Your Salesmen of the New Polishes, 
Cleaners, and Finishes, How to Use Them and How to Sell Then 


Ev RK hear of shoe polish actually helping to sell shoes? 

It's axiomatic that shoes help to sell polish. But placing 
the shoe on the other foot is a recent development. 

The big change in findings actually picked up impetus 
after World War I. Dressing manufacturers were quick 
to note that the old black-brown axis in leathers and find- 
ings represented a diminishing segment of the market. 
The existing polishes were not suited to the new shades 
of leather that were appearing. These manufacturers also 
realized that women represented a potentially tremendous 
market if an easier way of dressing shoes could be devel- 


And 


women, if proper cleaners could be found for the different 


oped. they saw another great market, again with 
types of leathers, such as pig, sueded pig and other suedes. 
Consequently they have set-up color programs to match 
new leather shades, working closely with tanners to have 
the proper findings ready as new leather shades appear. 
The result is that now retailers automatically look to dress- 
ing houses for the “sales clincher.” 
The range of findings is immense. Probably the newest 


offerings are the spray polishes and finishes. Suede shoes, 
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for example, come back to life in one application. Nothing 
could be simpler; just spray and let dry, Liquid polishes 
that dry with a deep luster come in just about any shade 
for which there is a corresponding leather, One neutral 
liquid wax can be applied to any leather including acces- 
sories. Most manufacturers distribute color swatches of 
polishes bearing the same name as the matching leathers: 


Golden Wheat, Bread, 


Paste waxes now offer true “military spit polishes” which 


French Honey. to name a few. 
are “like the shine on the shoe in the window.” 


\ few basic 
high 


Effective merchandising couldn't be easier. 
retailing rules tell the whole story. Significantly. 
pressure selling is not one of them. 

The cardinal rule is to have a complete stock in all 
colors. This means paste waxes, saddle soap, liquid waxes, 
leather cleaners and the newest sprays. For many retailers 
this is the fly 
to bother or he 


The retailer doesn’t want 
And 


afraid of being stuck with dried-up findings. But actually, 


in the ointment. 


doesn’t count it important. he’s 


color inventory is simple to maintain. Old dressings can 
[TURN TO PAGE 89, PLEASE] 
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ANOTHER ‘FASHION FIRST" By BREZNER 


Pyramidding in popularity season after season since its introduction, Brezner's ‘'Shag"’ 
is still the most talked-about, the most walked-on textured leather in the business. 

The reason? ‘‘Shag"’ cuts so easily, interprets so beautifully every exciting new casual 
style. As colorful as the painted desert, as long-wearing as far costlier leather, ‘Shag’ 


comes in all high fashion shades and fragile pastels, as well as standard colors. 


Send for swatches ... TODAY! 


145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 


“Fashion Right’ Leathers from our Tannery, Penacook, New Hampshire 


ST. LOUIS, MO CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL ExPport 
H. B. Avery Co John A. Spille Co Homer Bear Jack G. Mendelsohr leibman & Cumming 
MILWAUKEE, WIS ROCHESTER, N. Y LOS ANGELES, CALIF San Francisco, 
Harold |. Stewart Graham Bros. Sales Russ White Co 
MONTREAL, QUE, CANADA Handbog Pepresentative NEW YORK, NY 
Stockton & Sedgwick Chilewich Sons & Co 


Representatives in All the World's Leading Leather Markets 
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by getting the mon 
Wellco Foamtread* 





out of (ET4 with 
slippers! 


Again in ’57...the best thing 
in LIFE for you will be Wellco! 


Not only is Wellco continuing its full page, full color campaign in 

LIFE to help you boost your volume in ’57, but Wellco is sponsoring a 
fabulous contest for all Wellco Dealers. Here’s your golden opportunity to 
win a brand new 1958 Cadillac! Be sure to get the details from the man 
who represents the ONLY line of family slippers ever advertised 

full page, full color in LIFE...your Wellco Sales Representative! 


One contest—or a million contests from now—the best contests will be run by 


WELLCO SHOE CORPORATION, Wraynenuule, N.C. 


In Canada, Foamtread Slippers are made exclusively by Kaufm: Ru Co., Kitche does not apply in Canada) 


© 1957 *T.M. Reg U.S. & Foreign Pats. and other Pat Pend 


YOUR AREA FOR DETAILS OF THIS CONTEST: 
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THE FABLE 











once upon a time y y 


A rich man sat 
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In the shadow of his Ass. 
The sun moved 

But the Ass didn’t. 

So the rich man 


Suffered sunstroke. 





























THE FACT 











And so it is with some big indus- 
tries, too... such as our own shoe 


industry. 


Today we're sitting pat, watching 
other industries set up big cam- 
paign funds and promotion pro- 
grams to get a bigger bite of the 
consumer dollar . or to hold 


what they have. 


Food, leather, lumber, meat, cloth- 
ing, apparel, cars... they’re all 
in the consumer-promotion act as 
an industry team, hard-selling 


their products. 


And the four-billion-dollar shoe 
industry? Watching our share of 
the consumer dollar sink lower 


and lower. Hardly a creep in per 


First in a series by 


THE BOOT AND SHOE WORKERS' 
John J. Mara, President 








capita shoe consumption. Hardly 
a peep from us telling the public 
about shoes. Sort of like we’ve 


got a good living owed to us. 


Meanwhile the market, economy, 


the consumer, the wants and 


needs... a lot of big changes have 
taken place. And plenty more to 
come. Other industries, hep to 
this, are fast-shifting their think- 
ing and doing . . . figuring they've 
got to promote harder, and as a 
team. They're moving with the 


sun, keeping in the cool of things. 


And us? Loaded with wonderful 


assets to sell... too often content 
to stay a-sittin’? on our assets. 
That’s how sunstroke takes its 
toll. 


UNION, AFL-CIO 


246 SUMMER STREET, BOSTON 
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When an industry can produce far more than it 
can sell, headaches set in. This has been tradi- 
tional pattern of shoe industry. The industry in 
present state can produce about 800 million 
pairs, some 200 million or 33 per cent more than 
present level. When supply over-rides demand, 
competition tightens as effort is made to sustain 
or build sales. Prices become dominant competi- 
tive weapon. When costs are trimmed to the 
bone, the only thing left to trim is profits—which 
continue to remain of transparent thinness. 


This has been long-term pattern of shoe busi- 
ness. Manufacturers have their peak productive 
periods, then their seasonal lulls. The difference 
in factory activity between highs and lows is as 
much as 40 per cent. About six months of each 
year are low or semi-low periods for the manu- 
facturer. And though production falls, 
costs don’t. 


fixed 


The same situation exists at the retail level. 
About six months of the year are low or semi- 
low selling periods. In 1955, for example, shoe 
sales in all retail shoe stores ran from a high of 
$223 millions in December to a low of $106 mil- 
lions in February—a spread of better than 100 
per cent. 

So an old question begins to regain popularity: 
If people wear shoes year round, why can’t we 
sell them year round? Nobody’s yet come up 
with any magic answer. But some interesting 
facts shed a little light on part of the problem 

. or the cause of the “illness.” 


In 1955, shoe and allied manufacturers spent $8.2 
millions in national magazine advertising. But 
$5.8 millions—or 69 per cent of it—was concen- 
trated in only five months of the year (March, 
April, May, September, October). 
between high and low advertising expenditures 


The spread 


was enormous... from a high of $1,354,000 in 
September to a low of $102,000 in July. 


The pattern of advertising at the local retail level 
is no different. There’s tremendous concentration 
of selling effort at the seasonal peaks ... anda 
mass let-down to a trickle at what’s presumed to 
be the lull or between-season periods. In the lat- 
ter periods the stores have plenty of shoes to 
sell. It’s just that they quit selling. 


A couple of years ago, Gimbels made a special 
study of summer selling—the period when retail- 


ers customarily expend the least selling-mer- 
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chandising-advertising effort in the belief that 
“everybody’s on vacation.”” Gimbels found that 
in any given summer period at least 85 per cent 
of the community is “at home.’ And also, that 
these people will buy if lured to stores. 


“ 


Gimbels tried it out, as did other stores. Result: 
summer sales rose as much as 25 percent. Last 
year the idea was picked up by many other com- 
munities, and merchants reported sales increases 
as high as 40 percent in some areas. Shoe mer- 
chants got in on the act, too. To the amazement 
of many they found that by strong promotions 
and good values they could sell whites and sum- 
mer shoes way into late August . and not on 
a close-out basis, either. 


This experience, and some other things that have 
happened, is beginning to create a fresh frame 
of mind in shoe business ... the belief that shoes 
‘an be sold on a year-round basis if promoted on 
a year-round basis. One prominent retailer com- 
ments: “W’ve taken this thing lying down—re- 
signed that the lull is as inevitable as the peak. 
People earn year-round, spend year-round, wear 
shoes year-round. Some hard pitching on our 
part can stimulate shoe buying on a more year- 
round basis.” 


Another merchant says, “Shoe business is too 
tradition-bound. Why do January and July have 
to be clearance months, profit-losers? Storm and 
rain rubber footwear have shown a steady drop 
because people ride in cars more, streets are 
cleaned faster. But they’re still wearing shoes. 
Why not new shoes—in January as well as in 
July?” 


These rumbles are significant. It’s not just the 
same old airing-out of plaints. Now it’s some- 
thing more. The competition for a bigger share 
—or even holding the present share 
sumer dollar gets fiercer. The answer, say smart 
men, isn’t to rest hopes on making the 
peaks higher but to fill in the holes, the lulls. 
Facts show people will come to market 


of the con- 
shoe 


any 
time... if lured to market. Shoe men, say ob- 
servers, have too easily fallen into the habit of 


peak-and-valley thinking. 


What’s to come of it? One manufacturer sums 
it up simply in two words: traffic. He 
adds: “A lot of retailers, and some manufac- 
turers too, think of their customers as making 

[TURN TO PAGE 91, PLEASE| 
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THE ISSUE YOU'LL SAVE FOR YEARS TO COME 
On April 1, BOOT and SHOE RECORDER completes 75 
years recording the American Shoe Standard of Living. 
To celebrate this occasion it will publish a diamond anni- 
versary issue to be dated June 15 which, we believe, will 
be the most dramatic and comprehensive issue in a long 
and distinguished life. It will be a pageant of shoe prog- 
ress, telling in graphic detail the story of shoemaking and 
shoe retailing for the past three quarters of a century. And 
it will be, too, a projection and a forecast of the direction 
they will take in the next twenty-five years. Richly illus- 
trated and attractively printed the editorial treatment of 
this issue will make it a collector's item, one to be pre- 
served for years to come. Its long reading life makes it 
an ideal medium for the advertising of manufacturers 
and suppliers to record their contributions to an industry’s 
progress. 


JUNE 15, 


BOOT and SHOE 


RECORDER 


BATIONAL VOICE OF THE TRADE 
sume 15, 1967 


——— 
ne eee 


1957 


LY | MORROW 


What does the future hold for shoe manufacturing and 
shoe retailing? How do the events of the past foretell their 
future progress? A fascinating theme and one to chal- 
lenge the imaginations of the leading experts in the 
many branches of the shoe industry, who will prepare 
the projections for this issue .. . and, in sharp contrast 
it will unfold a nostalgic panorama from the files of 


BOOT and SHOE RECORDER. 


The past, the present, and the future combine to make this 
the most important issue BOOT and SHOE RECORDER 
ever published. Early advertising reservations are sug- 
gested to assure better positions. Contact your local 
RECORDER representative today. 


WATCH FOR “A SEVENTY-FIVE YEAR RECORD OF OUR SHOE STANDARD OF LIVING 
AND A PROJECTION FOR THE NEXT QUARTER OF A CENTURY”... JUNE 15, 1957 
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United’s Welt and Seam Rubbing Machine 
— sets an entirely new standard of quality 


N O W for flanging out welts and reducing inseams. 


In place of the old ‘‘beating”’ principle this 
c U B W e | t S new machine uses a high speed rubbing 
action, rapidly and uniformly flanging out 


a Nn d | Nn S e a aa S the welt and reducing the height of the inseam. 


S t h Welt slashing is no longer necessary. 
| O O Excellent preparation for sole laying, rough 


rounding and Goodyear stitching is assured. 







Ask your United branch for details. 






Fi 
, 















G/C Welt and Seam 
Rubbing Machine 
— Model A. Rub- 
bing head rotates 
at 3100 RPM. 







@ Eliminates pounding of welt and 
inseam 







@ Flanges welt out flat 


United 


SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


[SERVICE 


78 Boot and Shoe Recorder 











New York Area Sales 
Fluctuate with Weather 


RETAIL shoe selling in New York has 
been spotty. When the weather was un- 
seasonably warm, there was a rush to 
buy the new spring shoes and business 
during those particular days was good. 
But when the temperatures dropped and 
the snow, sleet and cold came back to 
city and suburbs, traffic was light for 
the most part. Despite this see-sawing 
in consumer interest and purchases, de- 
partment stores in particular and shoe 
shops in general, report figures sub- 
stantially ahead of last year’s for the 
same period. 

Shoe retailers are optimistic that with 
Easter only a month away real buying 
will start now and gain momentum in 
the next several weeks. They are pro- 
moting the new shoes extensively in 
stores, windows and newspaper ads. 
Very often, special promotions feature 
the new shoes with new millinery or 
new handbags. 

In women’s shoes, patent leather has 
been selling very well, either plain, 
hammered or textured and in all black 
or gunmetal (pewter) as well as patent 
trimmed with white. Calf, kid, textured 
and soft grainy leathers are getting 
good customer acceptance in_ black, 
navy, red and in the light shades of 
beige or gray. White trim is used quite 
often and effectively with many of these 


colors. Drapings, pipings, bows, but- 
tons and buckles are some of the 
important dressmaker touches that 


women seem to go for. 


Although most of the consumer in- 
terest seems to be in the closed pump 
with the tapered toe, there is good 
reaction to the new spectator types, 
backless shoes with or without Spring- 
O-lators and some T-strap sandals. 

Children’s shoe selling is beginning 
to pick up now that Easter is near. 
Black patent leather, as well as pastel 
calfskins, is beginning to be featured in 
the traditional or convertible straps, in 
pumps and in slip-ons for dress up. For 
casual wear and play, the soft leathers, 
the new saddle oxford, especially the 
saucer saddle in white with black, seem 
to be the favorites. 

New York shoe merchants feel that 
business in the months ahead will be 
good. For the most part, inventories 
are i ot too heavy and consumer accept- 
ance of the new shoes is expected to 
accelerate. Prospects are for figures to 
be ahead of last year. 

” ” + 
Patent Early Leader 
In Chicago; Blue Next 

SPRING business is just beginning to 
open up. Adverse weather and the late 
Easter have retarded volume sales. 
However, retailers remain optimistic as 
all indications point to spring sales 
ahead of last year. Patent has been and 
remains an early leader, with blue edg- 
ing into the picture. Flax, vanilla, the 
beiges and red are the accessory colors. 
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Pumps are the favored pattern and 
pointed toes are gaining fast. 

The final push in sales is not expected 
before mid-March, but should intensify 
at a heavy rate. The late Easter has 
meant customers who ordinarily buy 
but one pair of shoes have been in no 
hurry. Adverse weather, which included 
near zero temperatures in late Febru- 
ary, also affected sales. Early March 
weather normally is also bad. The 
Washington’s Birthday holiday brought 
a good surge of shopping, especially for 
children’s shoes. 

Patent took an early lead and has 
held it consistently. It has sold far 
more freely than a year ago. One factor 
is the elegance of its appearance with 
the pointed toe. It is also interesting 





JOSEPH SALON SHOES 
Michigans Avenat + Rentelie & Wibod « Ock Pack « Branson + South Thone «Big Wt 


+, Coldornie 


Exaggerated line comes to the point in 
this ad. Martinique pump. Joseph Shoe 
Salon, Chicago (three cols.). 
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to note that Chicago has always been 
a good patent town, even when it wasn't 
selling elsewhere. Middle of the road 
retailers frequently buy patent much 
heavier for the spring season than they 
do blue. 

Blue will probably build volume the 
final five or six before Easter. 
Red is important in fashion shops and 
Lots of flax, vanilla, beige, and 
similar colors are selling as accessory 
shades. These are cutting into red in 
many stores. Black calf stays steady in 
walking and serviceable types. 

The pump remains the favored pat- 
tern. Invariably, it is patterned, chiefly 
with a faille bow trim. Bows seem par- 
ticularly with the pointed 
toes, because they help shorten the ap 
pearance of the vamp. 


Ww eeks 


salons. 


acceptable 


The pointed toe is coming up fast, 


much more than had been expected. 
Almost everyone has underbought on 
them. Factories are jammed up, and 


orders are late. 

Open types are also selling in normal 
volume. Spring-o-lators are moving, 
even in stores which have not previously 
sold them. 

* * 


Spring Sales Brighten 
In Boston Shoe Stores 


THAT old axiom, “There’s nothing 
wrong with shoe business but the 
weather,” proved itself again in re 
cent weeks. A combination of mild, 
sunny days and the passing of the 


Washington’s Birthday landmark 
spurred sales in Boston stores. 

Shoe retailers and department stores 
were much encouraged by the almost 
sudden awakening of 


local consumers 


to new spring shoes. The new business 
proved more than welcome to most 
stores which had suffered through a 
February letdown after lightening 
their stocks in active January clear 
ances. tetailers have been receiving 


deliveries of their spring orders in the 
past week. 
The 


two weeks has 


the past 
to look into 
summer order 


encouraging pace of 


led 
their post-Easter and 


retailers 


udden rush to order 
and fabric 
are already noting 


Result has been a 
whites, 
And many retailers 


summer meshes 


shortages in their size runs of the more 
popular early spring styles. 
Solby-Bayes ha 
spring style 
could sell “more and newer styles” even 


been moving it 


newer without trouble, 
to its older customers. 
Patent has justified its 
notices with black patent pumps far in 
the lead. Blue is next, followed by 
beige tones, a new green, and light blue. 


early 


season 
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Red promises to be the sleeper of the 
And the modified tapered toe 
is no longer in doubt—it’s a must fac- 
tor in all spring selling. 

At Bonwit-Teller’s shoe department 
uptown, the sharply tapered 
newcomer at this high style level, has 
factor for 
outselling the 


eason 


toe, no 


become an even bigger 
broader 
by a three to one margin. The 
taper has also served to bring back the 
closed toe pump in all its glory. 

The late E 


a boon in 


pring and is 


Loes 


Easter is expected to prove 
selling men’s spring shoes, 


according to Baron’s Shoes on Wash 
ington St. The store is featuring two 
and three-eyelet ties in moc styles. 
There is still interest in the Italian 


and casual 
tyles, but the modified American ver 
preferred to the 


influence, both in dress 
on Is 


styles 


“sharper” 


Denver Area Retailers 
Report “Good” Month 


“Goop” most 


the Colorado area as 


was the concensus of 
shoe retailers in 
they 


Men’s shoe retail volume was up from 


summarized February business. 


two to six per cent over a year ago on 


both slopes of the Rockies, in dress 
(blacks are still strongest), casuals, 
ranchmen’s and work shoes. Women 


are buying more pairs of shoes this 
spring They are asking for black 
patent closed pumps. They also want 
with 
gray 
natural 


treatments 
navy 


multi-vamp patent, 
in dress 
shoes, straws, leathers 
textured leathers in casuals and 

Vanilla, black and bright colors 
White is grow- 
ing in demand and pointing to a strong 
white ahead. Saddles, with 
black and white most popular, are best- 
sellers among children. 

With mild, sunny weather on the 
eastern slope in ana around Denver, 
Colorado Springs and Pueblo, spring 
promotions were in full swing. Three 
retailers of high fashion lines said that 


beige, red, and 
woven 
and 
flats. 


are sought in casuals. 


season 


women are responding to the new 
elongated profile with pointed toes, 
matchstick heels and lowered backs 


more quickly than had been expected. 
In the lower priced shops, patent again 
is a leader. Plastics are selling well, 
white is gaining, and pastels, particu- 
larly blue and pink, have been in de- 
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mand. BKeige is very good. In these 
lines, 
of tapered toes but are in- 
creasingly asking for the very slim 
high heels. Vanilla and sand are best 
colors in casuals. Red is gaining, but 
navy is not so much in demand in the 
lower bracketed lines. However, these 


largest gains in 


less-ex pensive women are more 


cautious 


shops are reporting 
co-ordinated bags. 

In Colorado Springs, given more to 
casual living, the $15 price of women’s 
They still are 
buying the mid-heels and modified toes 
pumps in black, navy and 
vanilla; they are buying skimmer flats 
in blue, red gray and black and multi- 
colored casuals. Sling heels are popu- 
lar in dress shoes. 


shoes is most popular. 


in closed 


In Grand Junction, white promotions 
were in the windows and newspapers. 
Canvas washables and spring casuals 
were beginning to sell in volume. Blacks 
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SO 
CASUAL 


for campus and subur- 
ban life. Light, flexible 
leather makes any ac- 
tivity delightiul 
lazing, shopping, hiking 
Handsewn to wear well 
and lend a casual air 
Smooth leather in 
Brown, Black or Red 
410 10,AAA to C, 


o 


MAIL OR PHONE ORDERS FILLED 


TH YEAR 






FREE CUSTOMER PARKING 


14th @ G “S118 14th *4483 CONN 
*Open 9:30 to 9 daily 
ALEXANDRIA, VA. Open 9.30 to 9 Thurs, Pri 
GLARENDON, VA. Open 9:30 to 9 Mon,, Thurs, Fri. 


12077 Tho K 
“SILVER SPRING. MD 


Silhouette and good copy sell this casual 
classic. An Old Town Shoe. Hahn Shoes, 
Washington, D. C. (three cols.). 


in two- and three-eyelet, casuals in 
light tans, two-eyelet light weight ties 
and slipons were selling well. A _ best- 
seller throughout Colorado is a subur- 
ban boot for men in five-inch height 
a three-eyelet in okra tan smooth 
leather with plain or moccasin toe and 
with ribbed wedge-soled heel. 
Selling at $13.95 to $14.95, this type of 
shoe is worn for sports and casual liv- 
ing, by Northern Colorado beet farm- 
ers and by ranchmen who weary of 
cowboy boots. Also in demand at this 
time is a “shorty” boot made of okra 
kid, waterproof, and with brown crepe 
soles and heels, retailing for $16.95 to 
$18.95. In Denver, men’s dress shoes 
are showing a definite trend to the 
“slimmer look” and with smooth leath- 
ers in combination with textured or 
Morocco leathers. 


crepe 


“Dismal Sales” Improve 
With St. Louis Weather 


THE dismal low point in St. Louis 
shoe sales has passed. Aided by warmer 
weather, the shoe picked up 
toward the end of February, and has 


business 


proceeded at a stimulating rate since. 

Best seller for women is black patent, 
both in open and closed pumps. Most 
wanted for men are these two: straight- 
tipped russet grained five eyelet oxford, 
heavy perforations tip; and 
black shallow grained moc vamp three 
eyelet oxford, lightweight construction. 

Best seller for teen-age girls is black 
and white saddle with modified tapered 
rubber Teen-aged 
are adding black and white saddles, plus 
strong sales of loafers, both in black 
and in cordovan. 

Women’s casuals, selling in quantities 
at present, are going best in low wedge 
high riding vamp slip ons of brushed or 
textured leathers, honey 
vicuna. Suburbanites are already buy- 
ing their first pair of tubbable rubber 
soled play shoes. 

Sales charts women’s 
moving best, teen-agers sales running 
second, small children’s and men’s sales 
following in that order. No heavy 
volume is reported in the last two cate- 
gories, but sales are considerably above 
this time last month. February figures 
are reported as slightly to well above 


across 


toe, red sole. boys 


colored or 


show shoes 


sales for the same month last year. 

A suit pump by Accent has 
chosen by the Shoe Fashion Board of 
St. Louis as its Shoe of the Month for 
March. Named the Madrid, the 
carries a modified pointed toe, designed 
to appeal to “the woman who 
the newest in footwear fashions but who 
isn’t quite ready to accept the sharper 
needle-pointed toe.” The pump is done 
in gray kidskin with paler gray perfo- 
rated collar of smooth calfskin. 

A tailored-bow suit pump of winter 
wheat calf trimmed in black suede, de- 
signed by Ruth Klump of Valley Shoe 
Corporation, has been named _ the 
“Jaclyn,” honoring Jaclyn Meyer, per- 

[TURN TO PAGE 82, PLEASE] 
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YOU CAN'T BEAT 


Kin . 
g Bee 
MEN'S 

SLIPPERS 

AND 

SANDALS 


YOU CAN'T BEAT KING BEE FOR STYLE 
YOU CAN'T BEAT KING BEE FOR COMFORT 

YOU CAN'T BEAT KING BEE FOR VALUE 

AND IT ALL ADDS UP TO QUICK TURN 
OVER AND PROFITS PLUS SATISFIED 
CUSTOMERS. KING BEE SLIPPERS FEATURE 
BILTRITE NUR-O-CEL WHISPER LIGHT SOLES 
AND BILTRITE NURON CREPE SOLES 


WRITE FOR THE NEW 1957 FREE CALENDAR 
FEATURING THE LUSCIOUS KING BEE GIRL! 


KING-BEE * 47 WEST 34TH STREET* NEW YORK 1, NEW YORK 


March 15, 1957 








Leview ole 
Xetail Trade 











[CONTINUED FROM PAGE 80] 
sonable fa 
the St. Loui 
ciation Mi 

nairman of 
St. Loui 
the 
editor 


director fo 
Shoe Manufacturers Asso 
Me ye! also 


Shoe Fa 


hion promotion 
serves as 
Soard of 


t mailed to 


the hion 


Her group has ju 


nation’s fashion forecasters and 


copies of a special promotion on 


dramatic black and white St. Louis made 


footwear An andal, a 
tongued-throatline spectator with closed 
Loe bac | , 


throated closed pump are included. 
* #8 


opened up 


and open and a square 


Sales Reported Spotty 


In Milwaukee Area 


RETAIL activities in 
Milwaukee during the month of Febru- 


reports covering 


revealed a sales 
few 


decline 


ary poradic 
With 
slight 
the 

temperature 
week of 


pattern. 


exception stores reported 
in volume compared to 
period a Milder 
prevailing during the final 


February 


ame year ago. 


proved a welcome 
factor, a tore traffic improved and in- 


terest in spring numbers became more 


noticeable 
Most 


busines 


outlets 
ranging from fair to very good. 


downtown reported 


with style-conscious 
leath 
ers. Sharply tapered toes were gaining 


Proving popular 


downtown shoppers were patent 
momentum and were credited in several 
the 
when 


locations with stepping up mo 


mentum during a_ period sales 
were slumping 

Department 
ther 


a year 


that 
lightly healthier than 


tore buyers noted 
volume wa 


High 
better, 


ago style numbers were 


catching on and navy 
blue, toast the 


pace. Several department store promo 


patents, 


and gray were setting 


pointed toes 
uccessful, 

till merchandising the con 
tyles that their 
and black accounted 
most of their the ladies’ 
Wedgies and regular heels were 


tion featuring were 
markedly 
Store 
reported 
calf 
volume in 


servative 
beige shoes 
for 
lines, 
selling very 

Outlying shoe stores noted a drop in 


well. 


volume over last year, but also received 
encouragement as the month wound up 
firmer 
dealers also reported 


on a somewhat note, 
Neighborhood 
fair with their gradual intro 


duction of modified tapered toe shoes, 


success 


brown are expected to climb to gratify- 
ing peaks this spring. Light colored 
sport shoes moved in respectable quan- 
tities during February. One buyer re- 
ported an unexpectedly heavy run on 
black and white saddle shoes for young 
men, “Can’t figure out just why,” he 
sald. 


x * * 


Bad Weather Cuts 
San Francisco Sales 


FEBRUARY 
Cisco were 


sales in San Fran- 
potty, moving up and down 
as the weather changed from sunshine 
to storms. 


hoe 


Patents are popular in both 
the high and mid-heels. Calf and suede 
in the moving 
well, tarting to be 


darker colors are also 
Spring styles are 
shown. 
with clear- 
showings of spring 
tores, helped to stimu 
during the first part of Feb 
ruary. Then during the middle and 
later part of the month the storms 
tarted. Plenty of rain, and one day 
now actually fell in San Francisco. It 
melted immediately, but the stormy 
weather kept customer indoors, and 
sales dropped off. 

Promotions 
now 


Clear weather, combined 
once sales and first 
styles in some 


late sale 


were varied. With good 
the mountain resorts 
some merchants featured footwear for 
kiing and hiking. A few others ap- 
pealed to those going to the warmer 
desert and beach resorts with showing 
of shoes for both beach wear and dressy 
ocial functions. 

Heels and color are the two points 
being stressed in the early promotions 
of new spring models. The slim heel 
is getting the big play in all types of 
afternoon and evening wear styles. 

Apparently aware of the general cus- 
tomer dissatisfaction with fragility of 
the slim heels, the retailers are em- 
phasizing the new strength being built 
One retailer stated in 

the new heels 
pencil they are 


packs at 


into these heels. 
his publicity “although 
look as fragile as a 


really as strong as a stiletto. We have 
scientifically tested them, and women 
should have no fear that they will snap 
off as they are worn.” 

Color is being prominently featured. 
The basic sling pumps are being shown 
in red, navy, black calf, beige lustre 
calf, white organdy broadtail, black 
patent, and red, navy, grey and black 
calf, and suede. There is color in the 
toe decoration also. For example, there 
is a black patent pump with a white 
tailored bow. Another one has a white 
trim around the while the 
upper half of the heel is white and the 
lower half black. One printed silk crepe 
model comes in a number of color com- 
binations with tapered toes, pointed 
toes and soft bow fronts. Black is used 
to set off the contrasts in both 
and heels. 


open toe, 


color 


toes 
.. # 


Philadelphia Merchants 
Await Spring Activity 

ALTHOUGH business has not yet hit 
the desired brisk pace, there has been 
enough to make merchants keen about 
Shoe stores throughout the 
downtown section are vibrant with at- 
fashion windows. 

Spokesmen for men’s shops believe 
that the full potential of men’s foot- 
wear business has not been touched. It 
is the contention of some that there is 
still much to be done in more advertis- 
ing and promotional ideas to make more 


spring. 


tractive 


men more shoe pairage conscious. In 
the general field for women and chil- 
dren, advertising and selling of walk- 
ing type casuals has kept many shoe 
departments busy during the mid-Win- 
ter season. 

Windows are leading now with bril- 
liant red, shiny patents, navy, beige, 
and gray. All shades from beige to 
brown are wanted. The beiges are 
called flax, wheat, and French bread 
according to depth of tone. Deep toned 
browns vary in honey, apricot, and cof- 

[TURN TO PAGE 91, PLEASE] 





New Cellini Pump 


sensational silhouette 


moe, ne, mee 


A heooty black pote ack suede 


’ . 





oe, Eighth Floor ond 


Two simple charcoal sketches and the briefest of copy tell the story of spring 
fashion—tapered toe, thin heel in a closed pump. This ad stands out on any 
page. “The Strada” by Cellini. Bonwit Teller, New York (eight cols.). 


although they are not yet stocking them 
in anything resembling depth quantities. 
Men’s shantung shoes in black and 
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cuts wrapping 
time to 6 seconds 
and 

costs less than /2¢! 
(less than string) 


cuts 
delivery costs! 
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a sealed 
Ll 
bag or package 
and here: discourages | 
. . ; 
shoplifting ! | 
_ and best of all, there’s no investment | 
in equipment. Carry-Pack loans dispensers 
at no charge! | I REE TRI 11, u ill convince 
you. Use this handy coupon NOW! No 
obligation, of course, 
/ 
| 
CARRY-PACK COMPANY, LTD. : 
p . SCHILLER PARK, ILLINOIS BSR-3 ° 
CARRY-PACK “| CANADIAN LICENSEE: Top Paper Products Limited, Guelph, Ont. ¢ 
HANDLES / * Gentlemen: Please send me, for FREE 10 day trial: rolls of Carry-Pack : 
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HERE'S AN Paster, sro RY... 


that means fast turnover and 
more profits for your department! 


Presenting a superb collection of boys’ and girls’ 
footwear in a wide variety of styles (in both the 
regular construction and the famous ''R-ex'’ con- 
struction) . . . manufactured with all the Altschul 
care and experience, and geared fo fulfill every 


requirement for you and your customers! 





fins ls 


JULIUS ALTSCHUL, inc. 


Creators of "NATURE'S OWN" straight last footwear 
117 Grattan Street, Brooklyn 37, N.Y. © HY 74500 
TESTED & PROVEN SINCE 1899 








Tan & White . Blue & White 
“R-ex''* Plug “R-ex'’* Bal 
Oxtord 
F490 “Ke 
6% 8; 1K 
C490 i-ex 
8% -12: A ity 10; B-Eb 
M100 “Hex Blue & White ‘‘R-ex’’ 
12% -BF Blucher Saddle 
All Red ‘R-ex 615 ""R-ex 8 
Plue Oxford M615 ‘‘R-ex 
OT91 "Rex 
8% 12; 8-EI 
, *'R-ex' Construction: Long Counter—Thomas Heel—X-Ray Right & Left Steel Shank 
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M66' 12% Bb ERE JULIUS ALTSCHUL INC. 
Leather Heel coin died 
Red Elk—One Strap — ow 
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Gray Velour Buk 
Bal Throat 
Oxtord 

Cu jon crepe sole ‘ 


us 
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Spring Heel 
M760.-12%-3; B-EEE; 
Leather Heel 
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CURRENT CONDITIONS 
IN 
SHOEMAKING CENTERS 





St. Louis 


Propi CTION has slowed down for manufacturers in the 


St. Louis This 


general line houses have built up sizeable quantities of in- 


area, is due in part to the fact that the 
stock patterns on which to draw. 

fashion 
also reported as having an in-stock backlog behind them. 
Pairage and dollar 
conceded to be below the 


Some producers of high women’s 
manufacturers are 


1956 


volume for many 


corresponding level by 
about five per cent. 

Firms are now concentrating on white, since the volume 
potential of that color for the summer ahead is firmly es- 
tablished. At present, orders for white are accounting for 
the bulk of the total. Patent 
coming in steadily, it is reported, both on closed and open- 
up types. Pumps are still listed as holding down the heavy 
end of all orders. 

With the late 


manufacturers are convinced that there is a second pair in 


and oatmeal reorders are 


Easter stretching the spring selling season, 
every woman’s shopping picture, if the retailers will go 
after the Retailers, meanwhile, 
over from winter runs from 
of ’em.” The 


Comparing two shoe 


sales. find that their carry 


“no pairs” to “great quantities 
inventory situation varies widely. 


stores, for example, located one 


block apart in downtown St. Louis, one store has practi- 
while the other store has 


all drastically 


cally no inventory to worry over, 


enormous stocks left from winter, reduced 
in price, yet not selling. 
With the 


advertising, 


inventory situation so closely interwoven with 


display, salesmanship, and the art of human 


relations, manufacturers here continue to seratch their 
heads and wonder at the mystery of it all. 
Fall shoe lines for the showing here just after Easter 


rate intensive attention by all St. Louis manufacturers, 


with details of the presentations beginning to take shape. 


New England 


THe late-Kebruary spurt in retail business coupled with 
favorable 
night in New England shoe factories. Sales and production 

1 April and May should take up the slack felt at the turn 
of the 

Women’s novelty shoemakers in particular report a sud- 
At the 


volume producers report a continued interest 


weather has changed the picture almost over 


year. 


den influx of orders for whites and lighter colors 
same time, 
in the so-called early spring styles, indicating that many 
retailers are planning to extend their selling season on 
these beyond the traditional Easter date. 

Another factor in the spring pick-up is the opportunity 
found with the milder weather to “test out” 
novelty styles. As the picture 
clearer here retailers are rushing out re-fill orders. 


retailers have 


some ol the newer gets 


Official reports that February shoe production was 
probably 12 per cent or more below last year came as no 
surprise to women’s shoe factories in this area. Manufac- 


turers look for the March-April production totals to exceed 
a year ago by substantial margins and make up a good 
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footwear are 









January-February production and 


part if not most of the 
sales deficit. 
Meantime, shoe 
fall. It has become 
turers will find it almost impossible to hold the recent price 
that the individual 
shoe increases won't be completely satisfactory. 
lasts, heels and other supplies 


higher 


ahead to 


obvious that manufac 


factories are beginning to look 


more and more 


level and some say newer practice of 


Increases 
along with 


in the cost of 


machinery and labor costs have made the profit 


squeeze tighter than ever 

Result is 
uring fall prices even while they 
There 


the projected increases will 


many manufacturers fig 
are still at their 


yet cf what 


a situation that finds 
busiest 


on spring production is no indication a 
figuring of 
Biggest 


medium 


amount to but the 
boosts over last year 
increases high- and 
priced lines but even the low-end producers are expected 


some calls for substantial 


will come, as usual, in the 


results of the new trend 


New York State 


SHOE manufacturers in New York City are 


to show the 


maimtaining 


busy schedules and expect this situation will continue for 
the next several months. They have substantial orders on 
hand for the real summer type shoes, mainly white or 


white with combinations also some summer darks in such 
combinations as black satin with black kid, and black 
satin with suede 

Most Rochester manufacturers say business i reason 


Production has been on a moderate scale be 


ably good 


cause a considerable segment of retailers has been slow 


in placing orders. General opinion is that the delay stems 
from slack retail sales in January which, in turn, j 
blamed on unusually bad weather. 

Certainly, there is no need for pessimism on the gen 


Admitting 


ituation 


outlook for business, manufacturers say 


there are a few 


eral 


cross-currents in the economic 


upstate shoe producers see the year’s sales potential close 


to that of last year 
More and 


manufacturers are coming to the con 


more 
clusion that retail inventories have been whittled down 
to reasonable size and do not offer a threat to future sales 
at the manufacturing level. One of the strongest confirma- 


large and growing use of 
offer 


such departments 


viewpoint is the 
Practically all 


recently 


tions of this 
in-stock departments manulacturet 


ing this service have built up 
demand 
n-stock 


retailers to tie 


to meet the 


facilities is not entirély due to 


(,reater use of 
reluctance of 
Ro hestey 


departments of many large department stores 


up their money in merchan 


dise, one manufacturer points out In the shoe 
space 18 al 


stock all 


buyers let 


a premium and it is physically impossible to 
would like to. So the big store 


sumably has 


the shoes they 


the manufacturer, who pre plenty of 


stor k 


Commenting on the 


room, 


carry the until shortly before it is needed 


slowness with which orders are 


manufacturer 


percentage of 


coming in from some sources, a Rochestes 


attributes it to 
virtually sure to put off writing orders until the 


human nature. A certain 


dealer 5S Is 


f * ¢ 


TURN TO PAGE 87, PLEAS 








Wendell B. Barnes 
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In other cases they want to pay off some of their 
pressing obligations so they can free up working capital 
for expansion or modernization; or they may want to 
increase their inventory. 

More half-—7668—of the 


plications we have received have been from non-manu- 


than business loan ap- 


facturing industries—and the remainder—5357—from 
small manufacturers. 

With the non-manufacturing group, we have received 
4217 firms 
engaged in this 
category we have approved 496 loans for $16,705,000. 


An analysis of our loan records also shows that out 


business loan applications from small 


wholesale and retail trade, and in 


of the total of 7668 business loan applications we have 
received in the non-manufacturing groups, from the 
beginning of our financial assistance program, through 
December 31, 1956, 40 loan applications have been 
received from proprietors of retail shoe stores. 

This 


plications received from department stores or clothing 


does not include, of course, many other ap- 


stores which sell shoes as well as other merchandise. 
The figures show that we have approved a total of 22 

loans totaling $324,500 to retail shoe stores, but again 

this does not include loans made to department stores 

and retail clothing stores. 

shoe stores. 


Applications from seven small retail 


makes the best... 


and it costs no more 












Style 2810 UL 
Supremely comfortable, 
durably built to retain its 
elegant beauty 

through the years 


Style 2780 F 
Perfectly mated 

to MILWAUKEE'S 
distinguished chairs 
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seeking $422,000 in funds, are pending. 
“I cite these figures as they may be of some interest 


to the small retail shoe store proprietor.” 


How Shoe Retailers Can 
Get Government Loans 


(CONTINUED FROM PAGE 67) 


Administration participation loan. 
The amount the Small Business Administration can 
loan any one firm or individual is limited to $250,000 
In cases where a bank partici- 
total 


because it includes the amount the bank also provides. 


in government funds. 


pates in the loan, the amount may be larger 
The average business loan made by the Small Business 
Administration is about $50,000. 

In some cases the Small Business Administration is 
unable to work out a bank-participation loan to a 
qualified firm. When this happens, the agency is fre- 
quently able to make a direct loan—but direct loans 
are made only after all other efforts are exhausted. 

The interest rate on participation loans may be set 
by the participating bank, but cannot exceed six pet 
cent, The maximum maturity of a loan is 10 years. 

Only the larger loans are approved in Washington. 
The Small Business Administration’s regional offices are 
authorized to approve participation loans up to $100,- 


[TURN TO PAGE 88 PLEASE | 
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Shoe selling success and MILWAUKEE furniture 
go hand-in-hand. Modern selling calls for 
the best in modern design, and MILWAUKEE 

delivers the best in refreshing style, 

peerless construction and the kind of 
comfort that encourages shoe buying. You 

get the best store furniture creations 
from MILWAUKEE—and it COSTS NO MORE... 


WRITE FOR OUR ILLUSTRATED BROCHURE 


MILWAUKEE CHAIR COMPANY 


MILWAUKEE 456, WISCONSIN 
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[ CONTINUED FROM PAGE 85 | 
last minute. This holds true whether Easter is early or late. 
And it also follows that 
clamoring for 


of these stores will be 
before the 
cases unsuccessfully, 


some 


deliveries a few weeks holiday 


while the factories struggle, in some 
demand. 
that 


shoes they 


to meet the last-minute 
many of his customers are 


Not only 


and to a growing 


A wholesaler noted 


can finance. is their 
market, 
extent. Main reason is the competition of chain shoe stores. 


As the 


suburban shopping centers, they draw many customers of 


carrying all the 


capital limited, but so is their 


major chains open more and more stores in 


the small independent neighborhood retailer. The liquid 
assets of the less liquid and the 
wholesaler must curtail his credit in self-preservation. 


small merchant become 


This trend has been going on for some time, the whole- 


saler remarked. He 


Following a banner 


pointed to his files of old orders 


year in 1947 there has been a fairly 


in volume. 


Chicago 


THE final push in production of spring shoes has not been 


steady decline 


as simple as expected. The growing switch to pointed toes 


has caused a number of delays and problems. Retailers 
are pushing for delivery to make pre-Easter and immediate 
post-Easter business 

Practically 
It’s affected 
whole field from some children’s types 
flats. The 
of the 


grades also. 


The chief problem Is a shortage of wood 


all factories are switching to the new lasts. 


everything in the 


on up, including the over-all trend is to narrow 


most conservative firms. 
Last 


fill orders fast enough. 


up the shoe, even in some 


It’s happening in all price houses are 


practically sold up, can’t Hence 


many factories are tied up in production. The natural 


sult is late orders. It’s a situation that is expected to con 





Manulae tur inge| Mar kets 
ae 


retailers. Returns are still high on the slim heels 
factories think they have the 
This has 
a solid hold in the 
an effort 








Some 
problem solved with one of 
active season tor 


the new plastics. also been an 


wedge types which have and semi 
dress bracket. In 


been some new developments in plastic wedges and also in 


sports 
to dress them up there have 


slimmer more delicate versions. Some even go so far as 
to resemble regular Cuban heels. 

board for fall 
uses Of ornamentation 


buckles, brackets, fast 


e being produced as well as 


Some very definite trends are also on the 
Especially important are the new 
bows, 


A number of hardware type 


eners and clasps ar economical 
a trend 
probably to the 


return ot cast 


and effective ways of applying them. There's also 
toward ornamentation on men’s shoes, duc 
Italian-French This 


buckles and snap and strap closures 


influence includes a 


Los Angeles 


Propt CTION volume is holding 
Most shoe 
at this 


up well in local manu 
feel they 
time Figure 
month last vear, De 
Most manufac 


facturing circles. producers are equal 


or ahead of last year most frequently 
quoted is five per cent ahead of thi 


mand for the better quality shoe is strong 


turers report a strong improvement in the top of their 
lines, rather than the lower end 

Fashionwise, the straws, nylon rathas, white cool and 
casual shoes have all taken a spurt. A warm and sunny 
February and March gave Impetus to spring r-like feeling 


and sales in these categories jumped Don't let the storie 


r 





tinue through the spring season, but should be adjusted in Eastern papers about heavy snow-fall fool yous it only 
by fall. lasted a few hours and even then it fell between two 
Breakage of heels continues to plague both factories and stretches of bright. sunny, spring weather 
White: Certainly wedge heel shoes have made great progr 
. 
in the past 20 years. Coming in from Kurope, developed 
Right for Summer as play shoes, they were in danger of staying in that cate 
| CONTINUED FROM PAGE 65 gory for the rest ol their natural shoe live They have 
. T ade e s gains s » those e: days. Nov eems 
red cushion crepe sole. These two latter styles are very made enormous gains since those early da v. it m 
A peg es ’ to us, designers and manufacturers need to take another 
hot” at the retail level as of now and the young people’s 
look at wedges and ask themselve Where do we go 


idea is to wear them immediately, then perhaps put them 
off for the next five weeks or so and then pick them up 
By that time they will have that 
that reflects the whims and the 


youngsters. 


again. “lived-in” ap 


pearance moods of the 


We haven't shown any of the fabric shoes but want to 
emphasize that girls are very keen about silk, linen and all 
other materials that start off as white and then can be 


dyed-to-match. 


The Wedge Heel, 
Another Angle on Style 

[CONTINUED FROM PAGE 6] | 
great deal of ornamentation, especially beading and _ nail- 
heads, on the heels and repeating it on the vamp in some 
trimming is concentrated 


designs. In other wedgies, the 


on the vamps. In the raffias, for example, big raffia flowers, 
hats. bunches of fruits and vegetables, are not high style 


striking and attractive and give a special 


shoes. The 


ing market for evening just as the straws and other more 


but they are 


character to these jewelled shoes have a grow 


casual dressy shoes have for resort wear. 


March 15, 1957 


lots of 
given fresh ideas in styling 
Who can deny the 


tance of a shoe that combines comfort and style distinction? 


from here?” And it is our opinion that there are 
places they can go from here 


merchandising and promotion impor 





Striking Moire Patent in Pumps 





An exciting new patent leather of a moire texture is ex- 
pected to find ready acceptance in men's evening pumps 
this fall because of the elegance it imparts. Its mildly 
textured surface eliminates some of the brilliance of con- 
ventional patent and is far richer in appearance. The 
texture complements the grosgrain stripe in men's evening 
trousers and matches the grosgrain bow on the pump. Very 
light in weight, the pump exhibits an extremely low sil- 
houette, low instep and low heel to achieve lines of 
graceful simplicity. The new leather was developed by 
Sterling Division of Allied Kid Company. 
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How Shoe Retailers Can 


Get Government Loans 
{CONTINUED FROM PAGE 86] 


000 when a bank is taking at least a 


2» per cent 


The 


aisv 


participation. 
Administration 
to assist 


Small Busine 
ha other program 


The 
get 


small businesse agency helps 


firm 


pro 


urerial 


government 


other 


qualified small 


contract and vide Various 


types of mar and technical ser- 


and aid 

these 
from 
the Continental 
from the Small Busi- 


Washington 25, 


nformation on ervices 


readily obtained any of 

38 field offices in 
United State 7 
ne Administrat 


D 


ion, 
article | am chiefly con 
cerned ith the financial a 

particularly the 
which 
igned to provide financial assist 


agency’ 
sistance p yyram, 
limited loan 


] de 


participation plan 


ance to small retail firm 


Our loans are made to finance busi 


ne construction, conversion or expan 


ion; the purchase of equipment, facili 


ties, machinery, supplies or materials, 
or to provide working capital. 
It is the official the Small 


sSusine Admin to help com 


mall bu 


policy of 
tration 
petent inessmen of good char 
acter to qualify for financial assistance. 
If a loan will actually benefit the bor 
rower, the community and the economy, 
effort 


which the loan can be 


our approach is to make every 
to find a way in 
properly made 
Thi 


Busine 


the Small 


Administration to provide a 


determination of 


sistance in all cases where it can 1 


clearly shown in the case of another 


hoe store 
Dallas, 


proprietor of a small retail 


who not long ago came into out 


office 


proprietor’ 


Texa 
Thi 


cially de 


tore was in an offi 
ignated drought disaster 
and he was really hard pressed. 
had hoe 


mall 


“urea, 
This 
store 

for 
reputation 


man been operating a 
the 


had a 


in a town in Southwest 


10 year and vood 
other 


His recent earning 


amony businessmen 


record Was poor, 
but it appeared clear that this was not 
due to but rather 


prolonged drought in 


poor management, 


wa due to the 
the area 
The proprietor’ 


He nee ded 


and 


this: 
due ac 


problem 
$6,000 to 


was 
pay pa t 
to place him in a 


count current 


position by making repayments over a 
Although his earnings 
had the full 


who was willing 


longer period 
poor he 
banker 

limited loan participa 


with the Small Busi- 


record wa 
fidence of hi 
to go 


con- 


along on 
tion agreement 
ne Administration. 

sed business conditions 


the drought 


ay pite depres 


resulting from we were 
convinced that the proprietor could by 
careful management, operate at a profit 
and pay the loan 

The result was approval by the Small 
Business Administration of a $6,000 
limited loan participation agreement, at 


six per cent interest, repayable in two 


back 


The local bank 
per cent of the 
For collateral 


his stock of 


and a half years. 

agreed to provide 25 
and to service it. 
pledged 


lu~an 
the proprietor 
merchandise. 
As a result of this loan this merchant 
now in a much stronger position. He 
is no longer hard pressed to meet the 
payments he had previously been mak- 
ng, and in the bank’s judgment and 
ours he should now be able to pull out 
bad hole. 
an example of what we mean 
say we will make every effort 
which the 
when we 


of a rather 

Here is 
when we 
loan can 


to find a way in 


properly be made, are con- 


vinced it will benefit the borrower, the 


community and the economy. 


{nother Example 
Another example is the following: 
in March of 1954, a young war vet 
shop in 
Asa 
very 


eran established a shoe repair 
a small town on the West Coast. 
ideline he also offered for 
tock of 
The community in which he was lo 
cated grew rapidly, with a correspond- 
ing both his 
work and retail sales of new 
After 
proprietor 


ale a 


modest shoe 


increase in hoe repal 
shoes. 
year the 
adjacent 
tore building and moved his retail shoe 
that. He continued to 
the back of his old 
building, leasing the front part to an- 
other store. 

The community 
and so did this man’s 


operating about a 


leased a large. 
operation into 


repair shoe in 


continued to grow 
hoe business. By 
the summer of 1956 he was ready for 
another He wanted to 
tore and purchase a larger, 


move. mod- 
ernize hi 
better quality of inventory. 

His bank was sympathetic, but it had 
already loaned him considerable money, 
and the banker felt he could not pro- 
vide the sum needed. But he did agree 
to participate in a loan, if the Small 
Jusiness Administration would take a 
hare. 

This man San 
Francisco and talked over his problem. 


came to our office in 


He was making satisfactory earnings, 
and his future prospects appeared good. 
He was a bit short on collateral, but 
the bank assured us it had the highest 
confidence in his ability to repay a loan. 
The result was that in a few weeks 
we were able to approve a $13,000 loan, 
at six per cent interest, to be paid back 
The bank took a 25 per 
share and agreed to service the 
For security the 
prietor gave us a lien on his machinery 
and equipment, furniture and fixture 
With this loan the 
able to modernize his store and to pur 


in four years. 
cent 
for us. 


loan pro 


proprietor was 


chase a greatly increased line of in 
ventory. 

A similar case was that of the pro- 
prietor of a small shoe repair shop and 
shoe store in a rural Illinois 
community. He had been in business 
10 years and had made steady 
progress, but now he wanted to under- 
take a major expansion and moderniza- 
tion program. 

His bank had been helping finance his 


retail 


about 


operations, but it couldn’t see its way 
clear to providing the sum needed— 
$15,000—for the necessary five-year 
term. The banker suggested that he 
see the Small Business Administration. 

The result was a $15,000 LLP loan 
for five years, at six per cent interest, 
in which the bank took a 25 per cent 
share. The bank agreed to administer 
the loan. 

As a result of this loan the pro- 
prietor of this small establishment was 
enabled to spend $3,500 for new store 
fixtures, pay off debts of about 


000 available to purchase inventory. 


What to Sell 
The Holiday Minded 


[CONTINUED FROM PAGE 63] 


hown. Both flattering hues are gen- 
used in both 
ready-to-wear. 
now the all-important 
foremost on the list we 
comfortable 
17/8 heels as well 
flats. To many, a 
rubberneck 
Wil- 
away 
miss 


erously 
dressy 

Sut 
And, 
ightseeing shoes 
on 12/8, 14/8 and 
wedges and 


means a 


informal and 
extras. 
place 


shoes 


as on 
holiday 
tour of 


genuine 
Europe, New 
New 


W het e 


England, 
far 

want to 
cathedral, a monument, 
no matter how exhausting the schedule. 
For the true tourist, 


liamsburg, Orleans 


place one won't 


a museum, a 


a shoe with down- 
comfort is a vital wardrobe 
requirement. Those on a rigid tour will 
want two pairs. So, why not advertise 
specific sightseeing shoes? The results 
could be fantastic it’s the type of 
no woman can afford to wait-’til- 
she-get there to buy. 


to-earth 


shoe 


If you carry golf and tennis shoes, 
let the active sportswomen in your sell- 
Such 
bring 


ing area know it. items, when 


promoted, may many new cus- 
Also, in an off- 
packable bedroom 
slippers and rainwear. foot- 
for who are contem- 
plating an ocean-side, or pool-side holi- 
day. 

For those who live in cosmopolitan 


tomers into your store. 


beat vein, promote 
Canvas 
those 


wear too 


who anticipate visiting one, 
the dark safe invest- 
ment as it carries through for August 
and September selling. The black or 
navy silk, faille or suede fills the holi- 
day needs of those who will highlight 
vacation evenings with dinner 
the theater in the “Big City.” 

For those spending their vacations in 
warmer the 
after-five shoe will take a lighter course 


areas, or 


there is shoe—a 


and/or 


resort areas or climates, 
mules, stripping sandals and T- 
straps in fashion colors or gay prints. 
Mulebacks of all types—Spring-o-la- 
tors, closed-toe versions, even flat types 
will vie with the closed-pump for sell- 
Whites, of but 
pink for one, or perhaps 
a multi of turquoise, coral and yellow. 
The print is another promotional idea 
for wear with whites or pastels. 
[TURN TO FOLLOWING PAGE, PLEASE] 


ing strength. 
include color 


course, 
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What to Sell 
The Holiday Minded 


[CONTINUED FROM PRECEDING PAGE | 


As an 
summer selling program, don t overlook 
dyeable whites—in pumps, mules and 
sandals. If you offer an exciting range 
of colors, you can limit your stock on 
But, don’t just wait for a 
ask for a blue or green 
shoe before showing your dyeables. 
Make a dramatic window or depart- 
mental display featuring not only the 
styles and colors available, but show- 


important postscript to your 


other hues. 
customer to 


ing a finished dye job as well. 

It is sincerely believed by some of 
the sharpest minds in the merchandis- 
ing field that retailers have been cut- 
ting their own throats by clearing their 
merchandise in late 
Many women do 
their 
weather ar- 


stores of summer 
June and early July. 
think in terms of 
until the warm 
Then knowing the sales 
off, they hold up their buying to 
traditional 


not summer 
wardrobe 
rives. are but 
weeks 
take 

mark-downs. 
this habit 


fact that 


advantage of these 
If profits are to be made, 
And the 


customers 


must be broken. 
vacation - bound 
have bewailed the lack of 
July and August offers 
that the summer selling period can be 
lengthened to everyone’s advantage 

the retailer’s. It 
courage. Give it 


selection in 


strong hope 


particularly 
take and 


most 


will time 


a try this coming summer by promot 
ing some fresh merchandise, and delay- 


ing these sales. 


Shoe Polish Can 
Help Sell Shoes 
[CONTINUED FROM PAGE 70] 
tor full credit. Manufac 
turers and jobbers are eager to help re 


be returned 


tailers with findings and merchandi 
ing. 
Some 


make the mistake of 


putting the findings in the back room 


retailers 


then wonder why sales have gone glim 
mering. This is very the 
technique of a shoe traveler who poke 
his head in the retailer’s 
“You don’t want any 


similar to 


doot way and 


cries, hoe today, 


do you?” then back to his car. 


Handsome display racks are 


runs 
available 
from manufacturers, designed to show 
the polish to advantage. Display unit 
and the packaging itself are 


amples, generally, of modern de 


ine ex 
yning 
techniques. 

The important tressed 
again is that these help 
ell Sales people must be in 
formed the 
each 


point to be 
findings can 
shoe ° 
about polish o1 
for 
ready to recommend it 

One retailer in Philadelphia made an 
uede last 
eason mainly because an alert dressing 


had the 


suede restorer ready. 


propel 


cleaner hoe and must 


excellent promotion of pink 


manufacture? necessary pink 


Admittedly, not all hoe offer uc h 


problems. In ale of 
the 


hot ip 


such case tne 


polish is made after tne sale of 
volume ha 
the 


abit 


how it to 


hoe.  Finding's 
tremendously 
pedient of having 
the 
customer, 


through 
the 


and 


imple ex 
elect 
the 


ah 
proper polish 


oome { re yvoiume on 


good 


buffer for “the 
I 


ew electric shoe man 


who ha everything ' ] eature a“ 


rapidly turning spindle on which a 


cone of fiber has been attached. 
All this activity in 
made, and will continue to make, Amer 


than 


hoe findings ha 


more shoe consciou evel 


Dre 
fortune to 


ican 
ings manufacturers have 
the 


hoe rooming. 


before 


pent make public 


aware of good In con 


shoe wardrobes are becoming 
the Ci 


mean 


equence, 


larger, following isonal change 


in apparel. Thi more and more 
for 


dre 


hoe sale retailer 


he 


come a valued 


hoe ing industry has be 


friend of shoe retaile 


Named Walk-Over Manager 
Ralph K. ¢ 


the re 


APOLIS, IND lem 
for 


ine in 


INDIAN 
ens, active 
tail shoe bu Indianapolis, ha 
been named manager of the Walk-Over 
28 North 
He ha 


hoe busine 


many yeat in 


Shoe Store, Pennsylvania 


street entire career 


The Walk-Over 


ame location 


pent hi 
in the 


tore ha been in the 


ince 1902, 


LUXURIOUS SALONS...SMALLER STORES OR DEPARTMENTS 


For Every Type of Installation 


3275 


Individual 
Chair. 

Also in sections 
of 2, 3, or 

4 seats. 
Available with 
cane back 

as illustrated or 
upholstered 
insert back. 


DISTINCTIVE FURNITURE 


Beautiful, functional furniture designed 
especially for shoe stores to sell more shoes 
and sell them faster. Sturdy, Practical, 
Comfortable, Space Saving. 


WRITE FOR CATALOG 


& 3 INC. 


200 East 146th Street * New York 51,N. Y. * CYpress 2-0600 + SPECIALISTS IN SHOE STORE FURNITURE 
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H. S. MILLER 


Ti current top selling style shoe in 
the Parisian Ladies Shoe Department 
is this Troyling bow pump trimmed 
in white. Mr. Miller attributes a great 
measure of the the 


shoe's success to 


recent emphasis on more — slender 


Lapere d lasts and the decided prefer 
ence and interest in the pump theme. 
customers,” he “are 


Out reports, 


reluctant to plunge into something 
that is either extreme or that is simply 


latest Vany 


is accepted hy 


the very fashion. wish to 


wait until if others 


first. This particular pump is pointed, 


but not to an extreme,’ 

Other features contributing to the 
pumps selling power are its feather- 
light) construction and its) medium 
heel, The slim litthe heel, Mr. Miller 
says, salisties two types of customers 
the one who does not want a really 
high heel, and the one who wants 


the appearance of a high heel without 


having to wear 


Mr. Miller has developed this pat 
in Oat- 


one, 


tern in Davis’ textured Celtic. 


meal and Dove Gray. It is featured 


more basically in Flight Blue calf and 


black patent. All four colors are de- 


Speaks... 


HIGH BUTTON shoes gave H. S 


Miller his start in the shoe business. 
Now president of Southern Shoe 
Company, Inc Birmingham, Ala 
Mr. Miller became a button boy at 


the age of twelve—-his duty to re 
fasten buttons on high top shoes in 
with the 
inkle. 
Mr. Miller operates two leased de 


partments in the Parisian, Birming- 


customer's leg 


accordance Z 


size above the 


ham, assisted by his son-in-law, Ted 
Roth. Before taking over his present 
operation in 1926, he operated a 
group of chain stores for 10 years 
first in the Southwest, then in Bos 
ton 

An ardent lover of classical music 
Mr. Miller serves on the boards of 
Birmingham's Major Civic music or 
ganizations. He's also a devoted 
booster of his wife’s talent as a horti 


Their 


traveling 


culturist shared hobby, how 


ever, is they ve toured ex- 


tensively in Europe and elsewhere. 





tailed with white piping around the 


bow and topline, Named the “Della.” 


this Troyling pattern retails for $15.95. 








Lee Langston 
[CONTINUED FROM PAGE 24] 
extended beyond the weekly sales book 
and the Friday night pay check. All 
through his been active 
in organizations 


career he has 


bent on improving 


shoe retailing. As a young man, he 


90 


organized the first Shoe Retailers A 
sociation of Fort Worth and was later 
three times president of the Texas Shoe 
Retailers Association. He was only 29 
when elected to the Board of Directors 
of the National Shoe Retailers Associa- 
tion. 
When 


he came to N.S.R.A., he thus 


had a vast fund of experience to draw 
upon. The changes in organization and 
operation and the innovations he 
brought about reflect this experience 
and talent. From the very beginning 
of his tenure, N.S.R.A. enjoyed a rep- 
utation for dependability. He has 
served on every National Shoe Fair 
Committee since the first one, 22 years 
ago. His work and the work of 
N.S.R.A. have helped to make this the 
top annual event in the shoe industry. 

Most want to know about 
current changes in style and color for 


retailers 
a bette merchandising 
their 

greatest 


approach to 
hoes 
One of 


and planning purchases. 


Mr. Langston’s associ- 


ation accomplishments was to fill this 


need through the Semi-Annual Styles 
Conference which, for years, has been 
the leading fashion forum for the in- 


dustry. He was responsible, too, for 


the Color Identification Committee 
which was the industry’s official color 
group and, in cooperation with the 
Tanners Council, issued Color Cards 
and Coordination Notes for shoes and 
apparel. He inaugurated ‘National 
Footwear News,” which is N.S.R.A.’s 


monthly vehicle for disseminating eco- 


nomic and fashion trends to its mem- 
bership 

The twice a year Shoe Style Fore- 
cast—-Men’s, Women’s and Children’ 
prepared under the exclusive direction 
and supervision of the N.S.R.A., is 
considered one of the shoe industry’s 
most valuable services. 


Another 


Footwear, 


accomplishment was Fash 
swatched, 
coordination book 
by retail 


ion and a de-luxe 


costume color pre- 


pared especially for use ales 
people. 

These publications, because of their 
dependability, carry tremendous in 
not only in the United States 


English-speaking 


fluence 
but in all 
Shoe manufacture? 
16 = foreign 
N.S.R.A. services. 

A continuing Mr. 
Langston has stressed repeatedly over 
the the training of retail 
salespeople. He has solemnly 
that the future strength of shoe retail- 
ing rests in large these 
people. For them, the association has 
prepared material in booklet form that 
has been widely used by high schools 
and colleges and highly praised 
throughout the industry. 

Much of Mr. Langston’s accomplish- 
ment, however, lies in his day to day 
dealings—the speaking engagements, 
the conferences. the judicious advice. 
This sober. reflective guidance estab- 
lished much of the effectiveness of 
N.S.R.A. The size and growth of mem- 
bership attests to this. 

In these past 21 years, the N.S.R.A. 
has grown tremendously, having 
doubled and redoubled its membership. 
N.S.R.A. is pro- 
viding badly needed services. And it is 
providing these services to two types of 
are somewhat 
, PLEASE] 


nations. 
from 
requested 


and retailer 


cities have 


which 


program 


years is 
warned 


measure on 


The reason is obvious: 


operation whose needs 


[TURN TO FOLLOWING PAG 
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Lee Langston 


[CONTINUED FROM PRECEDING PAGE] 


diverse. More than sixty per cent of the 
membership is composed of small retail- 
ers (less than $100,000 annual volume). 
It also counts in its roster, large inde- 
pendents, chain store companies and a 
good number of the nation’s principal 
department and specialty stores. Truly 
an umbrella type organization where 
the smallest retailer can derive as 
much benefit as the biggest. 

Mr. Langston plans to return to 
Texas, probably Dallas, where his son, 
L. E. Langston, Jr. is vice-president of 
Volk Brothers. He will devote himself 
to personal affairs. 

Lee Langston has much to be proud 
of. He steps out of a sound, profes- 
sional organization that took years to 
build. He has an enviable reputation, 
both professionally and personally. The 
American shoe industry is the better 
for his having worked in it. 

The Boot & SHOE RECORDER doffs its 
collective hat to a true gentleman and 
leader. 


a ran 
Frade Trends 

[CONTINUED FROM PAGE 75] 
a sort of ‘pilgrimage’ twice a 
the shoe store .. 
and once in the fall. Yet our per capita 


year to 
. once at Easter time, 





shoe figures show an over-all average 
of 3% pairs a year, which should mean 
at least that many customer visits to 
the store. In the case of women, more.” 

Bringing customers to market more 
frequently is an obvious answer. The 
how-to But one thing 
appears certain: lying back and riding 
out the so-called quiet periods will lure 
nobody to market. So maybe that’s 
where it all can start an all-out 
effort to attract customers with attrac 
tive values at times when other shoe 
merchants aren’t doing anything about 
it. 


is less obvious. 


Review of the 
Retail Trade 


[CONTINUED FROM PAG 
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fee. Featured by every store in some 


form are the new shoes of perforated 
pigskin. This soft 
beige variations, appears in 

flat and wedgies, to 
dium, or high heel 


The natural thing 


leather, coming in 
tyle 
low, me 
leathe 
to be 


from 
loafers 
stacked 
pumps. eem 


for most stores to have handbags to 
the different 
making sale of the shoes easiet 


Pumps are still very popular whethe1 


match color of hoes, 


they appear with closed or oven toes, 


halter backs, or completely closed. 
There is more interest in tricky bows 
and ornaments to give plain pump 
added glamour. This season, the new 


hammered black patent, copied afte: 





broadtail calfskin for appearance is ex 
pected to do well according to 


sources. 


considered by 


the harbinger of 


are 


A New Boy’s Moc-Front 





An interesting bridle effect is offered in 
this boy's moc-front slipon by William 
Brooks Shoe Co. Made 
buck, it has leather welting and a foam 


sole and heel. 


grain leather i1sol> and an unlined glove- 

soft leather upper. 

combination last. 

shoe is sized from 4 to 7 in B; 3'2 to 7 
in C; and 3 to 7 in D, 





Since 


making up 








Ome 








patent and navy are 

many merchants to be 
spring business, these 
the larger inventor 






























in rust colored 







The shoe features a full 







It is made over a 
An instock item, the 


















FACTORY FRESH SPRING 


SUMMER SHOES 
FINE BRANDED CANCELLATIONS 


30,000 PAIRS 
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TO SELL AT A FRACTION OF ORIGINAL COST 


IN STOCK 


IMMEDIATE DELIVERY e OPEN A PROFITABLE CANCELLATION SHOE STORE 
* SURPLUS 








WE BUY 
FOR CASH 











* CANCELLATIONS 


* COMPLETE STOCK 


NEW YORK SHOE TRADING CO., INC. 


142 DUANE ST., NEW YORK 13, N. Y. 
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“SUPERSOLE’s” inherent beauty draws all 
eyes. Its tanned-in LONG LIFE, FLEXIBILITY, 
LIGHT WEIGHT and WATER-RESISTANCE 
make it the answer to today’s genuine 
leather sole demand. 


if you haven't already tried “SUPERSOLE”, 
you're missing @ good thing! Samples and 
data are yours for the asking. 


VirGINIA OAK TANNERY 


SALES CORPORATION 
27 SPRUCE STREET - NEW YORK, N. Y. 


New Heel Mounting 


A HEEL mounting engineered to stop shimmering, break- 


ing and breasting problems is the most recent invention 
of Justin P. Quirk, retired president of the United Wood 
Heel Company and the Quirk Machinery Company of 


St. Louis 


The new Quirk heel mounting, which has been used 
in the spring collections of DeLiso Debs and Barefoot 
Originals, is not dependent on conventional back lines 
and breast lines and thus has permitted the stylists of 
Samuels and Wolff-Tober the first opportunity to create 
new effects on the back part of shoes. 

But while offering new vistas for fashion design at the 
heel, the primary purpose of this invention was to produce 
an item of great rigidity that would make a solid unit of 
the lasted shoe, the insole, the shank, the outsole and heel 
body. Out of this research and engineering, the replace- 
able heel and the replaceable top evolved. 

According to its creator, the invention basically con- 
sists of a plate on the inside of the shoe, under the sock 
lining pad. The plate, Mr. Quirk explains, is of sufficient 
area to get the benefit of the counter and lasting allowance 
for strength. Then a projection or boss, an integral part 
of the plate, is inserted through a hole made on all in- 
terposing materials, such as insole, shank and outsole. 
The boss is on a vertical angle, right angle to the tread 
space 

A screw stem is used to clamp the heel body of any 
design or material tightly to the shoe surface on the same 
longitudinal axis. The stem is tightened with an Allan 
wrench and on the end of the stem a hole of sufficient 
depth, with straight up and down splines, is created. A 
removable top is pressed into this hole with the result that 
the splines prevent all twisting and the replacement of 
material gives the tightest holding medium to the top. 

At present, Mr. Quirk explains, the process in the shoe 
factory is to pull the last after putting a complete sole 
from toe to the end of the heel on the shoe, then either 
punching or drilling in one stroke through the outsole, the 
shank and the insole. The plate is then inserted. This, he 
says, can be done in the packing room prior to the sock 
lining insertion. 

Mr. Quirk’s new heel mounting and replaceable top are 
distributed exclusively by the Ritepoint Company, 9400 
Watson Road, St. Louis. Other inventions of his known 
to the trade include the Quirk Automatic Heel Turner 
and the Quirk Automatic Heel Sander. 
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Editorial Outlook 


(CONTINUED FROM PAGE 37) 


too: shoes are only a small part of the soft goods 
picture. Manufacturers’ associations in the men’s, 
women’s, and children’s apparel and allied fields have 
well-established advertising programs and highly vocal 
publicity organizations hard at work in their behalf 
now. Doubtedless they, too, are well pleased with the 
consumer’s interest in soft goods and will press their 
advantage to the hilt. Their budgets will be larger, but 
it is important to remember that the job they must 
do is a bigger one too. 

Much can be accomplished with enthusiasm and the 
enthusiastic support of all who earn their livelihood 
from shoes will help the Institute’s program over this 
first, and probably most difficult, year it must face. 

The early American colonists employed the same meth- 
ods for tanning hides for footwear that were used in bibli- 
cal days, and the process is interesting: First, the hides 
were soaked in long vats of rough hewn planks that were 
sunk in the ground under the protection of a shed. After 
they were rinsed, they were scraped clean of all hair and 
particles of fat. They were tanned by sprinkling the floor 
of the vat with finely ground oak bark, and placing a hide 
over this. This was covered with more ground oak bark 
and a second skin, and so on until the vat was almost full. 
Then it was covered with water and left to soak for an 
approximate six months period, and several times during 
the soaking the spent tan was removed and fresh bark 
applied. 


New Tapered Toe Flats 





A new line of tapered toe flats was introduced in late 
January by Heydays Shoes, Inc. As yet un-named, the 
shoes are the first closed-up styles to be made by the 
company. 

Four patterns are included in the series, which for the 
time being is offered for limited distribution. These pat- 
terns include the Alpha with a tongued and buckled treat- 
ment; the Beta, a square-throated plain pump; the Gamma, 
a low-placed instep strap with a medallion perfed vamp 
treatnient; and Sigma, a square-throated shoe trimmed 
with a flat leather bow to which a buckle has been 
attached. 

All have 4/8 leather heels and are made with the known 
Heydays construction. Materials featured in this line in- 
clude Florida Weave, horned-back Alligator print, unlined 
Teak calfskin and black and white printed Conga. 
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THE FAMOUS ORIGINAL CORK SOLE 


@ resilient so soft that it 
gives comfort underfoot 
and yet is long-wearing 


@ unbelievably lightweight! 


@ flexible — for real walking 
comfort and effortiess 


crouching and stooping @ insulation that's waterproof 
, J . te 


and weatherproof 
keep you cool in summer 
@ slip resistant with mil and warm in the winter 
lions of air cell suction cups 
that work for your safety for 
the life of the sole. 


@ cannot mark or mar any 
floor surface 


For all-day comfort you can’t beat Vul-Cork soles. Their 
lightweight flexibility combined with their insulating qual- 
ities give your customers real day-long foot comfort plus 
long wearing qualities for extra mileage. Vul-Cork is the 
ideal sole for any job where there is a danger of slipping and 
falling such as farming, construction work, and in the in 
dustrial field. 

When your customers see the Vul-Cork Label on your 


workshoes, half your selling job is done. 
® 
B Vul-Cork 


Vul-Cork Sole Division, Cambridge Rubber ( any, Taneytown, Maryland. Mab 


VUL- CORK & 
VUL CORK NEOPR 


$0 flexible, so resilient... you can roll them up right in the palm of your hand 








Know the Human Foot 
[CONTINUED FROM PAGE 69] 


areas in the United States where wide 
ize ), E, EEE—are the “norm”; 
but the average size sold is in the range 
of B and C widths. This occurs where 
the greater proportion of the popula- 
tion has been absorbed from the coun- 
tries of Europe and Africa. In other 
parts of the United States, average 
widths sold are AAA, AA and A. Con- 
difficult to fit all feet 
country with 
standards, and unless 
can come up with 


equently, it } 


throughout the shoes 
using identical 
hoe manufacturer 


an answer to these variations, the cus- 


tomer in many ections 18 
have a difficult time 
Another factor that 
idered in analyzing the foot and shoe 
j the 


fashion. In 


going to 
must be con- 


placed on 
fact, the only way that 


great importance 
hoes are generally advertised and sold 
to the public is on the style angle. 
Therefore, shoe salesmen must un- 
derstand the relation of the shoe to 
the foot In order to fit shoes prop 
erly, they must be familiar with the 
and shapes of feet. 
Some examples of types of feet and 
hould be fitted are as fol- 


Variou types 
how they 
low 

A long slender foot that is bony 
hould be fitted with as long a vamp as 


possible always keeping in mind that 





the 4th and 5th toes must be accom- 
modated, even though you must use a 
slender vamp. Of course, the heel 
hould fit as snugly as possible. 

A short, stout foot that is normal (not 
in a swollen condition), should be fitted 
with a broad toe, giving consideration 
to the fact that the 3rd dimension of 
height over the toe joint is just as im- 
portant as the proper length and width. 
The shape of the vamp should be as 
broad as possible. Do not try to al- 
ternate with a longer and narrower 
shoe in order to make up for the 
amount of room necessary at the toes. 

A pes cavus foot (extremely high 
arched) should be fitted with a shoe 
that covers the inner longitudinal arch 
as much as possible. On occasion, a 
caphoid pad or cookie placed properly 
will help hold the arch in place. A shoe 
with a high heel will be more suitable 
in appearance than a shoe with a lower 
heel, as it will not accentuate the 
height of the arch. It will also be more 
comfortable as there will be less strain 
on the arch. 

A low arched foot should be fitted 
with a shoe that is built solidly, for 
there will be a great amount of pres- 
sure on the counters. A higher heel 
will take pressure off the arch and pre- 
sent a better appearance than a low 
heeled shoe will. 

Narrow heels that are out of propor- 
tion to the forepart of the foot should 


be accommodated with shoes that will 
fit snugly as possible at the heel and 
still offer adequate room for the toes. 
Do not sacrifice width at the toes to 
satisfy the customer’s demand for a 
narrow heel. 

A more detailed discussion of the re- 
lationship of the shoe to abnormal feet 
will follow later. 


Washington 
Newsreel 
[CONTINUED FROM PAGE 52] 


with private industry. 

All government departments and 
agencies, under new orders from the 
sudget Bureau, are directed to evaluate 
their commercial and industrial activi- 
ties with a view toward dropping as 
many as possible. 

3y April 15, these agencies will be 
required to report on their studies of 
how to reduce competition with business. 

The latest orders are_ specifically 
aimed at reviewing government enter- 
prises termed “services,” such as shoe 
repairing. 


Made Burt’s Store Manager 

INDIANAPOLIS, IND.—L. B. Craghead 
has been promoted to manager of 
Burt’s Shoe Store at 35 E. Washing- 
ton Street. He succeeds Wayne Betz 
who was promoted. 


How Old Is Your Company? - 


. 
* e 
. 
. lo all Retailers, Wholesalers, Shoe Manufacturers, 
Leather Companies, Allied Industries serving the shoe . 
bd . 
field: 
° Is your company 75 years old or older (established in ° 
1882 or before) ? 
, . . ° e 
. For the Honor Roll of old established companies in or 
serving the industry to appear in the 75th Anniversary 4 
: issue of Boor AND SHor Recorper, mail a brief history 
of the company to ° 
* 


. E. B. Terhune, Jr., Publisher 
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CHESTNUT AND 56th STREETS @ 


PHILADELPHIA 39, PA. ° 


Boot and Shoe Recorder 


You buy 3 pairs of Shoe Keepers 
at the retail price and presto... in a few days 
your shoe trees and floor display are in 


your store making extra sales for you. 


Order now. 


ROCHESTER SHOE TREE COMPANY 
60 CUMBERLAND ST., ROCHESTER, N. Y. 
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750,000 FARMERS 
WILL SEE THIS AD IN 


WALLACES’ FARMER + THE FARMER 
WISCONSIN AGRICULTURIST 


P + 
j/ 
/ 


Af 


ty DISPLAY 

/  TINGLEY 
HI-TOP 
WORK 

RUBBERS 


ONLY 4 SIZES 
TO STOCK 


LESS INVENTORY 


FASTER TURNOVER 


TAKE e 


cinianes BETTER PROFIT 


OFF YOUR FEET 


New Tingley Hi-Top Work Rubbers 


give the same protection as 2-buckle QUICK FILL-IN 


artics but are much lighter and far FROM JOBBER 


more comfortable. 


All rubber molded in one piece—no 
fabric lining to snag or collect dirt, 
Tingley fit all heavy work shoes—re 


gardless of style or width, Stretch on YEAR ROUND 
easily; won't pull off accidentally SELLER 


No more tracking in mud. Tingleys can 
be turned inside out for easy wiping or 
washing under the faucet, Tough and 
long-wearing, they are just the thing 
for Dad’s young helper, too 
Tingley Hi-Top Work Rubbers are fast 
becoming standard equipment with 
Farmers and Stockmen. Their modest 
price will surprise you. For sale most 
anywhere work shoes are sold. In Black 
natural rubber $3.59; Black—Neo 
prene $5.50. 


RUBBER CORPORATION 
EARN RARE IAR IEE 


Rahway, New JerseysEstablished 1896 
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TINGLEY RUBBER CORPORATION 


903 Ross Street, Rahway, New Jersey 


Please send me the name of my nearest Tingley distributor and 


new catalog on complete Tingley line 
Name 
Addres: 


City Zone State 
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LAST WEEK 
You muissed 


OTE 


HIGH PROFIT 
extra sales 


ATLANTA | 


Thompson-Boland-Lee 


The sales you missed last week BALTIMORE 
— 66 by actual statistics — are May Co. 
volume and profit down the drain 


. never recoverable. sesTen 


Thayer-McNeil 
Those 66 lost sales could have 
been made to customers with foot CHICAGO 
comfort problems — problems that Marshall Field & Co. 


shoe fitting alone could not solve. 
; DALLAS 
Shoe and department stores from Volk's 


coast to coast are salvaging from 
$1,000 to $4,000 monthly in lost DENVER 
sales with the companion sale of Fontius Shoe Co. 
time-proven Burns Cuboid Shoe 
Inserts. Selling Cuboids along with 
a pair of shoes approximately 
doubles your profit — assures 

repeat business from happy foot- 
comfortable customers. 


HOUSTON 
Foley's 


LOS ANGELES 
May Co. 


Designed with an entirely different NEW YORK 
concept to provide medically- Lane Bryant, inc. 
proven foot relief, Cuboid Foot 
Balancers retail up to $6.95 a pair 
~ are available in 248 styles and 
sizes. Required storage space is 
only a few feet of shelving. 


MEMPHIS 
J, Goldsmith & Sons 


NEW ORLEANS 
D. H. Holmes Co. 
Pick up those 66 sales from now 
on — write today for a Cuboid 
demonstration in your own store. 


PHILADELPHIA 
Gimbel’s 


PORTLAND, ORE. 


Your Cobeld cules exe Meier & Frank Co, 


backed by national advertising ST. LOUIS 
and liberal cooperative funds. Famous-Barr Co. 


SAN FRANCISCO 
Macy's 


BURNS CUBOID CO. 


P.O. BOX 658 SANTA ANA, CALIFORNIA 











Letters to the Recorder 


NS versus PM 


I’m sure all of us in the shoe business are familiar with 
the term “PM.” Not a day passes in most shoe stores that 
one of the salesmen doesn’t use the expression. It’s a word 





salesmen love and management hates. 

In this connection, I wonder if we, as shoe merchants 
and buyers, couldn’t slow this “PM” word down a bit by 
a new set of letters, “NS” (New Shoe), value, one dollar. 
In other words, a new shoe comes into our stock room and 
the salesman who sells the very first pair receives con- 
gratulations from the management along with a one dollar 
“NS” 

Your customers don’t have to wait until the stock is 
shifted and the windows trimmed to see the new pattern. 
In fact, your customer might even be called on the phone 
or stopped on the street and be given a personal invitation 
to try on an “NS” by one of your salesmen. You are spend- 
ing one dollaz advertising that will give your sales people 
a genuine love for new patterns. That one dollar send-off 
brings out the best creative selling ability of your sales 
force. 

At today’s prices a run of sizes costs one hundred dol- 
lars, more or less. You are in the pot for one hundred 
dollars. Let’s don’t let a dollar ante keep you out of the 
game. Hello! “NS”—Good bye! “PM” 

JIM ROBESON 
MANAGER 
RICARDS BOOTERY 


DELANO, CALIF. 
¥ 


What Do You Mean—Fit 


Arguments rage continually about what “fit” really 
means in a shoe. Some so-called experts insist that a shoe 


¥ 


must be long and narrow even on a wide foot. Others claim 
that heel to ball fitting is proper, yet factory designers 
dream up styles that I defy them or anyone else to fit com- 
fortably on any foot. 

How, oh how, can you put a 24/8 heel shell pump with 
an extreme short vamp on any foot and expect it to stay 
on unless it is too short?) The answer is, nobody can “fit” 
a foot correctly with a shell pump. 

I believe it could be correctly stated that nearly 90 per 
cent of ladies’ dress shoes today are styled to attract buyers 
and that fit is farthest from the manufacturer’s mind. 

Furthermore, why in the world are nearly all higher 
price shoe stores pushing narrow widths so hard? I believe 
I can truthfully say that of 100 ladies wearing AA widths 
or narrower at least 90 of them are wearing shoes | to 3 
widths too narrow. If you do not believe this is true it is 
easily proved. Just check these narrow-width-minded ladies 
and you will find that 9 out of 10 of them have Taylor’s 
bunions, a direct result of too narrow shoes. 

Without question a larger percentage of the population 
today has foot troubles than ever in history. Lots of feet 
that were originally wide require narrow shoes because ot 
“made over” feet from wearing too narrow shoes for several 
years. Squeeze an A foot into a quad and what do you 
get? You get quad feet plus all the troubles that accom- 
pany misfitted shoes. 

Lord, after 33 years of selling shoes, I find that we are 
really going back to the dark ages as far as making feet 


comfortable is concerned. 
A. E. VIOLA 


VIOLA & SONS 
ABILENE, KANSAS 
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Color Stressed as Extra Pair Stimulus 





Speaker at NSRA Style Conference Says Women Now Beginning 


To Buy Wanted Shoe Styles as 


NEW YoRK—The National Shoe Re- 
tailers Association’s semi-annual Style 
Conference exploring “Footwear Fu- 
tures” in women’s shoe styles, held at 
the Hotel Plaza, was noteworthy as the 
last meeting of this kind under the 
chairmanship of L. E. Langston, retir- 
ing executive vice-president of the As- 
sociation. Featured speakers on the 
program were Esther Lyman, merchan- 
dise editor of Harper’s Bazaar, and M. 
André Perugia, Paris shoe designer. 

Speaking first, Miss Lyman discussed 
“Fashions That Will Influence Shoes— 
Fall 1957’— and introduced Lucille 
Haley, Harper’s Bazaar’s merchandise 
editor for shoes. Three “blessings” to 
the shoe industry were listed by Miss 
Lyman: 

1. The customer who is not only loyal 
to her shoe store but now has “begun 
to buy shoes as she does sweaters and 
gloves. Finding a style she likes, she 
chooses it in several leathers or colors.” 

2. The excellence of shoe design to- 
day. 

3. The brilliance of shoe advertising 
at the national level. 

Miss Lyman also emphasized a new 
attitude on the part of buyers of major 
fashion departments in retail stores, 
pointing out that they go to market 
with a carefully planned fashion and 
promotion program, worked out well 
in advance after much fashion research. 
As a result, she said, the store can 
follow through with important ads, dis- 
plays and participation on the part of 
the other fashion departments in the 
store. Buyers’ hesitation in purchasing 
new fashions can be overcome when the 
store management comes in with the 
comprehensive selling plan just out- 
lined. Miss Lyman went on to point 
out that shoe departments have rarely 
been a part of the store’s group fashion 
planning, and yet the shoe buyer needs 
his fashion information far in advance 
of the other fashion departments. 

In her discussion of fall style trends 
in women’s apparel and shoes, the 
Bazaar’s merchandise editor discussed 
the new softer, looser silhouette in 
clothes and the new silhouette trends 
in shoes—pointed toe, straighter sides, 
the shaping of the heel. Second in im- 
portance in apparel is the new daytime 
ekirt length, 13 or 14 inches from the 
floor for spring; about 10 inches from 
the floor for cocktail dresses. These 
late-in-the-day dresses “almost auto- 
matically demand shoes of great beauty 
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They Buy Sweaters and Gloves 


—delicate pumps with the high match- 
stick heels or the daintiest of sandals, 
perhaps a T-strap style.” Heels for 
daytime wear, Miss Lyman _ noted, 
should be lower and sturdier. 

Discussing new fabrics in clothes, she 
noted the fluffly tweeds for coats, suits 
and dresses; knitted fabrics; velours 
and silks; brocades and velvets to vie 
with soft rich crepe-like wools, silks 
and chiffons. The great variety and 
beauty in leather textures will enable 
shoes to claim equal importance in the 
fashion picture. As for color, Miss 
Lyman said, “you all know that color 
is an extra sale.” Here again she 
stressed the need for planning color 
well in advance, buying color and pro- 
moting color. The many types of spec- 
tators to wear with fall tweeds and 
other day costumes; fabric shoes for 
daytime as extra business and, of 
course, for evening; real low-heeled 
country walking shoes were also topics 
discussed by Miss Lyman. 


Selling the Wardrobe Idea 

As merchandise editor for shoes, Lu- 

cille Haley discussed lasts, textures, 
colors and other points. Referring to 
the danger of the customer’s buying 
one pointed toe shoe and stopping at 
that, Miss Haley suggested selling her 
a wardrobe of pointed toes in every- 
thing from country flats and walking 
shoes to late afternoon and evening 
types. An entire black shoe wardrobe 
was another idea. Brown going into 
the rust and pumpkin tones combined 
with black in many tweeds suggested 
the idea of many of the brown and rust 
shades in leathers. Gray shoes in darker 
tones, combining smooth with textured 
leathers for tailored pumps and suede 
with luster for dress, were discussed. 
A flame textured leather was suggested 
for a black and white tweed suit. 
Deeper plum tones for promotion in 
dress shoes was another idea. Brown 
for green in apparel and reptile shoes 
were also considered. Special mention 
yas made of fabric shoes for street 
wear: tweeds, patent tweeds, broad- 
cloth and flannels, Peau de chines, pat- 
terned silk caracul, satin and brocade, 
cut velvets for after five. 

A new development by United States 
Rubber Co., “Sofice,” which technically 
means elasticizing the softest of leath- 
ers, was noted as adding a resilience to 
soft leathers. 

“Mirror, Mirror... All 


teflections: 


[CONTINUED ON PAGE 99] 





Now Heads Shoe Department 
In Colorado Springs Store 


COLORADO SPRINGS, CoLo.—Jim Por- 
ter, assistant to Frank Parker, area 
manager and buyer of shoes at Daniels 
& Fisher’s Department Store, Denver 
and Colorado Springs, for the past year, 
has been promoted to manager of the 
shoe department in the Colorado 
Springs store. He has been in the shoe 
retailing business since leaving the 
service in 1945 and has earned an asso- 
ciate degree in retailing and merchan- 
dising from the University of Denver 
by attending classes nights and on non- 
working days. 





JIM PORTER 


Mr. Porter began his shoe selling in 
1945 with Edison Bros., in a Chandlers 
store in Seattle, Washington. In April, 
1946, he went with Nordstrom’s store 
there as a shoe salesman, but soon ac- 
cepted a position with Joslin’s women’s 
shoe department, Denver. Though he 
has sold other shoes, women’s shoe- 
selling is his specialty. In Denver, he 
worked in shoe departments of the 
Fontius Shoe the May Company 
and the Cherry Creek store of Denver 
Dry Goods Company before joining the 
shoe division, headed by Mr. Parker, at 
Daniels & Fisher, Denver, on December 
1, 1954. 

Already an attractive department, the 
Colorado Springs will undergo 
further improvements under Mr. Por 


Co., 


shop 


ter’s direction, with the addition and 
promotion of new fashion lines of 
women’s shoes. 

Mr. Porter succeeds Ed Whaley, who 


resigned. 


New Hampshire Legislature 
Gets Sales Tax Bill 

Concorp, N. H.—A two per 
sales tax bill is being introduced in the 
New Hampshire Legislature, it has 
been announced, and one of the co 
sponsors will be Rep, James F. Malley 
of Somersworth, a retired shoe manufac- 
turer, who has backed similar proposals 
at previous sessions of the lawmakers. 

Previous attempts to enact a sales 
tax in New Hampshire have been 
soundly defeated, with prospects not 
too good at this session, either. 


cent 
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Because custom decrees that store doors must be open 
throughout the business day in Puerto Rico, the new Bata 
store in Santurce is equipped with sliding doors which 
disappear behind the display windows. 


SAN JUAN, P. R.—Bata Shoe Com- 
pany recently opened its biggest retail 
unit in Puerto Rico on Ponce de Leon, 
the hopping in Santurce, 
which is a suburb of San Juan and com- 
parable with Brooklyn, New York. 

Retail business in Puerto 
is done in a different way than in the 
United States, and this factor played 
an important part in the store design. 
Besides this, a central warehouse and 
office space were urgently needed prop- 
erly to service all the Bata retail stores 
which are the of 
Puerto Rico. 

Entrance 


main treet 


shoe tico 


located on island 
of retail stores in 
Puerto Rico have to be kept open all 


door 4 


the time during business hours, other- 
wise the native customer would not 
the presuming that the 
premise Naturally, this 
type of operation makes the operation 
of an air conditioning unit almost im- 
possible. To provide comfort for the 
customer in spite of the lack of air 
conditioning, large sliding doors which 
disappear completely behind the display 
windows, and which the entire 
between ceiling and floor, were 
For additional ventilation, large 
exhaust fans were built into the roof. 


enter store 


were closed. 


cover 
area 
used. 


the coral, yellow 


Additional ventila- display panels. 


These new type doors not only give the 
store the required ventilation, but also 
eliminate the division between lobby 
and actual store. Passers-by standing 
in the lobby find themselves, without 
knowing it, inside the store in no time. 
The whole arrangement almost 
like a vacuum. 


acts 


An additional merchandising feature 
in Puerto Rico is the extensive use of 
tables for the display and sale of shoes. 
This type of selling bears no resem- 
blance to the U. S. conception of table 
merchandising, where a bunch of old 
and discarded shoes are thrown on a 
table to make a final sale. Here in 
Puerto Rico, shoes are piled up in an 
orderly fashion together with the boxes 
and a half pair is displayed on top of 
the box. With this merchandising fac- 
tor in mind, Bata Shoe designed some 
new wrought iron tables with mahog- 
any tops, fitting the general appearance 
of the store. 
rangement makes it possible to wheel 


Again, the open door ar- 


some of the tables into the lobby to 
obtain additional sales. 

However, all this table arrangement 
eliminate the use of pre-se- 
A 30 foot wall next to the en- 


does not 


lectors. 


tion is provided by exhaust fans in the roof. Mahogany 
woodwork in the store interior contrasts pleasingly with 


and aqua colors used on walls and 
The new store seats 42 customers. 


trance was equipped with colorful trays 
displaying a large array of samples. 
An extensive lighting arrangement 
against a contrasting dark blue ceiling 
gives the store the desired effect. Ma- 
hogany woodwork was used throughout 
the store, which is in contrast to the 
coral, yellow and aqua colors used on 
walls and display panels. 

The store, which occupies an area of 
about 4000 square feet, seats 42 people 
and has storage facilities for about 
12,000 pairs of Special em- 
phasis was given to the men’s depart- 
ment where roomy lounge-type chairs 
upholstered in brown plastic dominate 
the area. 

The entire basement area, which has 
storage facilities for an additional 35,- 
000 pairs of shoes, is being used as 
office and central warehouse for the 
supply of other stores operated by Bata 
on the island. Special receiving and 
loading ramps were constructed in the 
rear of the building to give trucks easy 
access to the building. 

This new store design will be incor- 
porated into all future remodelings and 
new stores to be opened in the near 
future by Bata Shoe Company on the 
island of Puerto Rico. 


shoes. 





Canadians Set New Record 
In Buying Shoes 


TORONTO, CANADA 
best foot forward in 
36,000,000 pairs of 
new record for Canada. According to 
the Leather Industries, speaking for 
the nation’s tanning and shoe indus- 
tries, 1956 purchases showed an in- 
crease of nearly 3,000,000 over the pre- 
vious year. 

As usual, women’s shoes represented 
almost half of the production and sales. 

But the most significant increase was 
in the sales of men’s shoes. Total for 
the year was up some 800,000 pairs. 


Putting Canada’s 
1956 took some 
leather shoes—a 
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This increase, coupled with a more mod- 
erate increase last year, helps to re- 
verse a quarter-century trend during 
which men were gradually buying 
fewer shoes per capita. 

The greatest impetus to shoe sales, 
aside from normal population growth, 
was the development of new and im- 
proved leathers, and the emergence of 
drastically new style changes in all 
categories of shoes. The past year saw 
new tropical leathers and other light- 
weights, a variety of new grained and 
patterned leathers, and a general soft- 
ening of leather textures, to increase 
comfort and styling while retaining the 
durability of conventional leathers. 


Buys Shoe Department 
The Shoe Salon con- 


FRESNO, CALIF. 
cession in Cahn’s of Fresno Depart- 
ment Store has been bought by Leo P. 
Billodeau. He is also manager of the 
department, at 1328 Fulton Street 
downtown. 


Mr. Billodeau has a background of 
22 years’ experience in the retail shoe 
business. Before coming to California 
five years ago, he was the manager of 
a leading New England chain of wo- 
men’s shoe stores. Before buying the 
Cahn concession, he was manager of 
the big C. H. Baker chain store in 
Bakersfield. 
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To Merchandise Thom McAn 


Women’s and Girls’ Shoes 


New York — Alfred Clifton has 
joined Melville Shoe Corporation as di- 
rector of women’s and girls’ shoe mer- 
chandising for the Thom McAn Divi- 
sion, according to David W. Herrmann, 
executive vice-president. 





ALFRED CLIFTON 


Previously, Mr. Clifton was stylist 
and sales manager for Dover Shoe 
Company and has been in the shoe in- 
dustry for 28 years. He came from 
England with his parents and his first 
job was as stock boy in a shoe com- 
pany in Chicago. Subsequently, he 
served for three years with Miles 
Shoes, now a Melville division, and 
with Edison Brothers for thirteen 
years. 

Mr. Clifton will have charge of pur- 
chasing, styling and merchandising of 
women’s and girls’ shoes for all Thom 
McAn family shoe stores, which pres- 
ently number almost 200 and are be- 
ing increased at a rate of better than 
one ver week. 


Color Stressed as Aid 
To Extra Pair Stimulus 
[CONTINUED FROM PAGE 97] 


Directions,” as the title of his talk, 
gave M. André Perugia the opportunity 
to tell the story of his career as a shoe 
designer and shoemaker for women of 
fashion in society and in the arts 
through the Twenties on to the Fifties. 
Starting at ten years of age to learn 
the business with his father, also the 
son of a shoemaker in Italy, he opened 
his own little shop in Nice at the age 
of 16. He wanted to make new styles; 
his father wanted him to go on making 
“boots, boots, boots.” A visit from 
Paul Poiret, “the greatest couturier 
of that time,’ was the start of M. 
Perugia’s successful career in Paris. 
From then on he met many people from 
many countries, among them Israel 
and George Miller, whose interest was 
aroused by a spectator pump in white 
and tan, all perforated, shown in his 
window. 
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Other new ideas introduced by M. 
Perugia in the Twenties included a 
light beige shade for stockings to wear 
with the beige shoe that was then in 
style. For summer wear, he added 
another beige shade called Suntan. 
Searching for a change from the three 
standard shoe types evening pump, 
late afternoon one-strap, daytime walk- 
ing oxford—he began to open up the 
shoes. 

In addition to making shoes for 
French and American women of fash- ‘hoe; the platform sole and the metal 
ion, actresses, movie stars and Mrs. heel. “I have only rule when I 
Chase of Vogue and Mrs. Snow of design shoes for women—they must be 
Harper’s Bazaar, M. Perugia became feminine.” 


the famous 
French designer. “A new fashion must 
be a change in the shape, a change in 


fashion in shoes,” said 


the material, a change in the construc 
tion. It is something more beautiful, 
different from before.” 

Among the new fashions that M. Pe 
rugia created were the beige satin shoe, 
a neutral shoe, and a type that he be 
lieves in; an evening boot; the “first’’ 
open shoe; the “first” elasticized leather 


one 


His talk was followed by slides which 


the shoemaker for the great couturiers. 
“T have 


made up my mind about included his new Forecast last. 
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Today’s profits are never lost in tomorrow's 
; mark-downs, when you sell Shaw shoes! 
: Sales are steady and your profits are 
4 permanent, with a constant flow of repeat 
. business, because Shaw shoes bring men 
back to your store again and again! 
Quality shoes priced right, with 
ri sound : national advertising to 
wx» help pre-sell them for you, add 
4) ~=—souup to real profits. 
In addition, you get Shaw’s 
unique Trade Builder 
way of supplying you 
L with OVERNIGHT 
‘service from over 50 
, Shaw distributors in 
* every section of the 
Your in- 


CLARE 


FOR COOL SUMMER 


ii é country, COMFORT, three-eye 
Ue: ventories are low — let oxford with black 
i 4 your profits high! ventilated underlay and 


tongue, black Cossack upper 
leather, black French cord bind- 
ing, black welt with white stitch, 
ie : a : full grain insole, right ond left quar 
a of your men s shoe bus- ters, Pacifate twill lining, steel Ova 
} iness, and give you really Nylon stitched, leather outsole, rubber 
: PERMANENT PROFITS! heel, on our No. 14 Combination last 
e} Also available in brown as NORM. IN 
STOCK to retail profitably at $10.95; other 
styles to retail at $8.95 to $12.95 


4 Why not let Shaw 
¢ take the headaches out 





THE MAN'S MAGALING 





FicldeStrea™ TRUE] POST 


WRITE TODAY 


for the name of your nearest Shaw Trade Builder distributor and 
new IN-STOCK catalog, showing our complete line of men's casual, a? 
| dress work,and comfort shoes. a 
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Sees Covered Look Forging to Front in Shoe Styling 


New York—“This is the year of the 
fashion switch in American foot- 
wear, the year that sees the decline of 
the bare natural look and the rise of 
the elegantly shod covered look,” said 
Ruth Kerr Fries, style director of the 
Amalgamated Leather Companies, Inc. 
in presenting the company’s fall line 
here in New York. Pointing out that 
kid leathers are perfect for the new 
made over lasts with longer 
for the gloved elegant 
he showed how the new finishes, 
smart textures, the pretty colors 


big 


shoes, 
tapered 
look, 
the 


toes, 


have been interpreted by Amalgamated 
in new modern American versions in 
classic kidskin. 

New softened textures make it pos- 
sible to drape the feather light kid- 
skins like chiffon. Other finishes have 
the soft indented pattern of new caviar 
woolen coatings, the fine grain of pin- 
seal, the delicately crinkled surface of 
crepe de Chine. 

New versions of suede kid, thick or 
thin, velvety or plushy, are tanned with 
a unique color-locked feature to pre- 
vent smudging, Mrs. Fries noted. The 
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newest of these are Everkleen Char- 
mooz, in black and fashion colors, and 
Velooz, with the “scrivito” nap that 
brushes two ways. The mellow gleam 
of antique lusters is achieved in the 
pearlized finish and burnished metallics 
on smooth and pebbled kidskin. A new 
grainy luster kid is Pebblee. Heavily in- 
dented shrunken “broadtail” kid is 
made both with and without the luster 
finish, in black, white, dark shades and 
summer pastels. It is popular right 
now, she said, for bareback mules. 

Continuing fashion influences for fall 
include the Danish influence, the Tyro- 
lean, Japanese, Spanish and the eras of 
the 1920’s and the 1930’s. Both colors 
and textures in materials, in addition 
to actual shoe styles, were discussed in 
relation to all these influences. In re- 
ferring to the influences of the eras of 
the Twenties and the Thirties, Mrs. 
Fries noted a “mish-mash by current 
promotions” of the two. True 1920 in- 
fluences, she explained, mean Chanel in- 
fluences, while the Thirties brought in 
outstanding changes, on the wave of the 
depression. Most important modern in- 
novations in shoemaking, not shoe 
styles, born in depression years, were 
peansant low heels, walled lasts, plat- 
forms, wedges, open backs, sandalizing 
and elasticizing, plus new pump lasts 
and sandal lasts, and perfected cement 
constructions. 

Fall trends indicated by Paris in 
current collections for spring point to 
supple fluid fabrics in clothes. Softened 
sheaths have direct relation to the new 
softened shapes of tapered sheath shoes. 
Feet are not confined in narrowed 
shapes, she noted, but rest lightly in 
elongated shapes, cut to look elegant, 
slender, but never hampering functional 
action. “Welcome the newest slender- 
izing lasts,” Mrs. Fries said, “with toes 
slightly blunted, artfully shaped to look 
more tapered yet with adequate foot 
freedom.” 

Skirt lengths in current Paris collec- 
tions vary from 14 to 17 inches from 
the floor. There are indications of 
longer skirts to come. Late day and 
evening dresses are definitely longer 
with ankle lengths especially prominent, 
she said. For the new silhouettes in 
clothes softened sheaths and high hats, 
Mrs. Fries recommended more lowered 
heels, delicate and flattering; more 
heels 21/8 and lower with special 
fashion emphasis on 19/8 gently curved 
heels to balance silhouette height. 


Leather Man Heads Section 
Of Red Cross Drive 


Boston — Francis R. Mullin of 45 
Huntington road, Arlington, Mass., has 
been appointed chairman of the Leather 
section for the forthcoming Greater 
Boston Red Cross Campaign. Manager 
of the S. B. Foot Tanning Company of 
Massachusetts, Mr. Mullin urged all 
men and women in Boston’s leather in- 
dustry to cooperate in the month of 
March fund drive. 
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Made Head of Byck Bros. 
Children’s Shoe Department 


LOUISVILLE, Ky.—Glen Martin has 
been appointed to succeed Miss Alma 
Schoenmann as head of the children’s 
shoe department at Byck Bros. & Co. 
in Louisville, Ky. Miss Schoenmann 
has retired. 





GLENN MARTIN 


Mr. Martin, who has had more than 
20 years of experience, entered the shoe 
business in 1936 as a retail salesman 
in St. Louis. The following year he 
was employed in Louisville, and later 
he managed a shoe store in San An- 
tonio, Texas. 

He returned to Louisville in 1950 and 
was employed in the women’s shoe de- 
partment at Byck’s. The next year he 
was promoted to manager of the teen- 
age shoe department where he worked 
until his recent appointment in the chil- 
dren’s department. 

In addition to his other duties, Mr. 
Martin will be responsible for Byck 
Bros. services in the children’s correc- 
tive shoe field. The store does a large 
business in orthopedic fitting. 


Suggests Ways to Make 
Men Fashion Conscious 


Boston — Willard W. Cole, board 
chairman of the American Institute of 
Men’s and Boys’ Wear and president 
of Lytton’s, Chicago, was honored as 
the “Retailer of the Year” here at the 
94th semi-annual convention of the 
International Association of Clothing 
Designers at the Hotel Statler. 

In presenting the award, Romeo 
H. Furaro, president of the IACD, 
credited Mr. Cole with “performing 
the service of the century” for the 
male apparel industry for his role in 
founding the AIMBW, which has 
grown in 22 months from an idea into 
an organization sponsoring a multi- 
million dollar national advertising and 
public relations campaign built around 
the “Dress Right—You Can’t Afford 
Not To!” theme. 

Mr. Cole, featured speaker at the 
IACD luncheon, stated that the 
AIMBW provides the springboard for 
a more prosperous future for the male 
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apparel industry through its campaign 
to upgrade the dress standards of men 
and boys. 

He said, however, that the industry 
has to overcome three major weak- 
nesses—one, over-zealous competition 
which has caused far too much em- 
phasis on prices; two, an unrealistic 
cost set-up for proper distribution 
which does not allow for proper com- 
pensation to all personnel and sufficient 
advertising expenditures; and, three, 
a feilure to impress people that the 
way they dress helps determine their 
own well-being. 

An answer to the first two problems, 


Mr. Cole said, is to be found in a 
re-appraisal of pricing ideas which 
would switch emphasis from prices to 
quality and lead to greater advertising 
appropriations. In the third instance, 
he said, the industry must work to 
convince the consuming public that 
they must dress right to look the part 
they play, or want to play, in society 

He suggested that organizations 
such as the IACD, instead of annually 
citing a few “best dressed” men, might 
single out a few leaders who have set 
the best examples in bringing the 
dignity and importance of proper ap 
pearance to the people around them 
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used for financial, credit or consultative services. 














| Atlanta 
| 
| 





357 FOURTH AVENUE, NEW YORK 10 


Grand Rapids 





New Style Details Revealed at Technical Conference 


Cincinnati—New style details, com- 
fort and fit are important developments 
the ultimate retail sale of 
New trends in all three factors 
came of the highly technical Fac- 
tory Management Conference held here 
February 16 to 20. Although the meet- 
held primarily for factory ex- 
and technicians, retail selling 
style 
sions and discussions, and 


affecting 
shoe ° 


out 


ing was 
ecutive 
point such as were stressed 
throughout se 
in exhibits. 
There was plenty of evidence around 
the exhibits that pointed toes, both the 
and modified adaptations, are 


tay for a time at least. They 


needle 


here to 


were shown as models in any exhibit 
that had anything to do with shape re- 
tention, springiness, resilience and flexi- 
bility—the qualities that really have 
made them a success, 

Each show of this type sees new de- 
velopments designed to increase flexi- 
bility of shoes. These include backing 
materials which can be used even on 
reptiles to make them crushable and 
pliable. New inner soles and cushioning 
materials extend this selling feature in- 

Other new fabric 
materials can be 
any intricate 


to mules and sandals. 
backing and filler 

heat sealed to hold 
bossed pattern, 


em- 


there’s a PROFIT for you 


in this... 


Alera 


LA PACE 


by 


You can show ... fit 


shoe 


and sell this 


open toe pump with justifiable pride. It’s smartly 


styled after the classic pattern, with 16/8 heel 
featuring sleek Black Patent, fine Blue or 
mellow Flax calf combined with matching nylon 


mesh 


comfortable. ONI 


Truly the smart shoe that’s really 
OF OVER 


THRE! 


DOZEN STYLES IN STOCK, 


WRITI 


FOR CATALOG. 


THE WALKER T. DICKERSON COMPANY 


COLUMBUS 15, OHIO 
New York Office: 
417 Marbridge Bldg. 


Exclusive Manufacturers of 


There was plenty of recognition of 
the supremacy of the patterned pump 
in the abundance of trim details shown. 
Buckles, bows, and other ornaments can 
be stapled economically anywhere on 
the shoe by machine. Crystal pleating 
for bows, contrast or ombres for straps 
or vamp treatments, patent combined 
with faille, suede or broadtail, serrated 
pinked edging, and decker stripping in 
leather or fabric are new items for ap- 
plication on collars, throats, toe open- 
ings vamps, counters, or other parts of 
the shoe. There is elasticized pleated 
ruffling for high riding shoes and elas- 
ticized five-strand braiding for sandals. 
Two-tone binding that looks like piping, 
with patent and white especially im- 
portant for fall black shoes, was also 
shown. 

There’s an abundance of hardware 
type buckles, snaps, and closures for all 
types of shoes, with more buckles for 
men’s than have been seen in some time. 
Nailhead and ornament dies were a!so 
shown. 


Slimness the Story in Heels 


Slimness appeared still to be the 
story in heels. However many break- 
age problems are still unsolved, despite 
all the plastics, aluminum, and other 
materials on the market. Most factor- 
ies were buying plastic heels for the 
very slim types, but retaining wood for 
the heavier versions. No nails, lower 
density, and less weight are slated for 
pre-finished leather-like heels now being 
developed. There is a new convex wedge 
which approaches a cuban heel in looks 
and also some low wedges with ex- 
treme pitch for low-heel casuals. The 
two and three-piece wooden heels are 
reported to be retaining their popu- 
larity. The fiddle shank side sanded 
heel remains prominent in the wedge 
field, probably because it looks well with 
pointed toes. 

Color was also in the picture—in 
pastel insoles and in custom colors in 
sole binding to match any leather or 
color of fabric. Colors and patterns of 
the finest apparel fabrics are being ex- 
tended to the shoe trade for use either 
as linings or uppers with backing. These 
include stripes, twills, poplins, cham- 
brays, sateens, and the currently popu- 
lar madras patterns. 

A fitting stool sales appeal appeared 
in a new vinyl suede said to be wash- 
able with soap and water. It is slated 
not only for low end volume, but is al- 
so being used by some of the medium 
price shoe houses. So is the new vinyl 
broadtail, both plain and pearlized, in 


which actual skins are reproduced. 


Correction 

300T AND SHOE RECORDER erroneously 
reported in the February list issue, 
page 27, that Ripple Soles are standard 
equipment on paratrooper jump boots. 
Although this sole has been tested by 
the Federal Government, no official use- 
order for Ripple sole has been issued. 
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Billig Heads Industry Drive 
In United Jewish Appeal 


New YorRK—Max J. Billig, of Ja- 
maica, N. Y., president of Evy Foot- 
wear, Inc., has been named to the post 
of chairman of the 1957 United Jewish 
Appeal campaign in the shoe and allied 
industries, it was announced by Monroe 
Goldwater, president of the New York 
UJA. 

















MAX J. BILLIG 


Mr. Biliig was elevated to the chair- 
man’s post “in recognition of his bril- 
liant services as a member of the shoe 
industry’s campaign cabinet in last 
year’s drive for UJA,” Mr. Goldwater 
said. 

The United Jewish Appeal of Greater 
New York aims in its 1957 campaign 
to raise at least $28,000,000 of the 
$100,000,000 Emergency Rescue Fund 
to aid more than 100,000 Jews who will 
be fleeing in 1957 from oppression and 
peril in Hungary, Egypt and other 
countries of Europe and the Near and 
Middle East. In addition, New York 
UJA will seek regular 1957 contribu- 
tions for overseas relief and rehabilita- 
tion programs; resettlement aid for 
immigrants to Israel, the United States 
and other democratic countries; wel- 
fare services to American Jewish com- 
munities, particularly for youth at 
home and in the armed forces; and 
programs for the protection of human 
rights in this country and overseas. 

The United Jewish Appeal of Greater 
New York is the sole fund-raising 
agency in New York City and West- 


chester, Nassau and Suffolk counties 
for the United Israel Appeal, the 
Joint Distribution Committee (includ- 


ing ORT), the New York Association 
for New Americans, the National Jew- 
ish Welfare Board, the American 
Jewish Congress and the United Hias 
Service. 


Made Assistant Manager 
CLEARWATER, FLA.—Benny Scavuzza 
has been named assistant manager of 
Rutland’s shoe department, here. Larry 
Vanderschaaf is manager. Mr. Scav- 
uzza has been in the shoe business for 
many years and is well known in Clear- 
water. 
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SPOKANE, WASH.—-The shoe business 
that Jack Winston started in 1950 now 
has customers as far away as Borneo. 
In fact, Mr. Winston sells three pairs 
a year to a Borneo timberman. 

Mr. Winston represents the third 
generation of his family in the shoe 
business. His father, Robert Winston, 
operated a shoe store in Spokane for 
20 years, and his grandfather was a 
salesman for a shoe manufacturer. 

Mr. Winston started his career in the 
shoe business at the tender age of 15, 
while still in high school. Even then 
it was his ambition to open a shoe store 
of his own. 
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Spokane Shoe Retailer Ships Shoes to Borneo Customer 


YOU CAN SELL MORE PAIRS 





The ambition was realized seven 
years ago when he opened the store 
on Howard Street. Before that he 
had worked for three different 
stores in Spokane and served in World 
War II as an army sergeant. Started 
as a shoe store, the business has been 
expanded to sportswear lines. Out-of- 
town customers now account for 20 per 
cent of the store’s volume. 

Mr. Winston is a past president of 
the Spokane Shoe Retailers’ Associa- 
tion, Spokane Country Club and the 
Washington State Golf Association. He 
is vice-president of the shoe retailers’ 
group. 
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FREE KLEENETTE FOLDERS AND MERCHANDISING TAGS NOW AVAILABLE FOR 
KLEENETTE UPPERED SHOES. WRITE A. H. ROSS & SONS CO. CHICAGO 27, ILLINOIS 













DREW shoes boost profits-and 


profits are the measure of success! 


Our dealers are making greater 
profits with higher maintained 
mark-ups on DREW SHOES. 


DREW shoes simply out-perform 
others with — 


Fresh, new styling 


@ Superior fit and tremendous repeat business 
—not subject to chain store competition 


Always IN-STOCK for greater turnover 


Extra sales and profits at $15.95 to $16.95 
retail—the volume price in the quality field 


Special financial assistance to 
stores and qualified persons 
starting in this field 


THE PUNCH No. 42383, flight blue calf, $9.45. 
Feminine, airy spring styling, excellent fit, cookie, 
featherweight, on our No. 44 last, 14/8 Cuban 
heel, IN-STOCK, sized AAAA, 71 to 10; 

AAA, 7 to 11; AA, 62 to 11; A, 6to 11; 

B, 5% to 11; C, 5% to 9; D, 5% to 

8. Also stocked in summer beige 

kid as No. 31383, $9.25 

for March 15 delivery. 


THE IRVING DREW CORPORATION. 


LANCASTER, OHIO (NEW YORK OFFICE — 746 Marbridge Bldg.) 
(LOS ANGELES OFFICE — Suite 610, Warner Bros. Theater Bidg.) 
DR. HISS SHOES ° BLUE GRASS SHOES ° DR. A. REED CUSHION SHOES 


Suggests Forgetting Theories and Selling Shoes 


PHILADELPHIA —“From now until Workshop held February 24 and 25 
Kaster Saturday, customers will be at the Warwick Hotel, here. 

hopping for the most important pair “This is when you have to move more 
of shoes in the year. They don’t know’ shoes on more feet,” continued Miss 
what they want and you can help them Norwood. “Forget about everything 
to relax in your store, be their friend, you think you know—rules, theories, 
put them at ease, calm their rushed what you've done about selling this time 
pace—and see how they will buy your last year. Create a whole new selling 
hoes,” said Elaine T. Norwood, in atmosphere. Take a new lease on life 
charge of fashion and sales promotion for your store and your customers. Bet- 
for the United States Shoe Corporation. ter customers will buy more merchan- 
Her talk on the subject “Dynamic dise. You can make them better. 
Salesmanship,” highlighted the lunch- “This idea could possibly work for 
eon during the third annual Temple you, too, if you put it to work. First, 
University Prescription Shoe Fitting make a plan. Second, write it down. 
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Third, share it with your staff—boss 
and staff working together toward the 
same goal. Fourth, follow through.” 

A question and answer panel discus- 
sion created a great deal of interest 
among the students. Seated at the 
table were Ben L. Finn, moderator, 
Philadelphia corrective footwear spe- 
cialist; Arnold Goldman, of the Com- 
fort Shoe Show, Philadelphia; Joseph 
Kessler, medical relations director, Ed- 
wards Shoes, Inc.; and Dr. Herbert 
Lovett, director of the Image Contour 
Shoe Company, Philadelphia. 

The course also included the follow- 
ing topics and speakers: Techniques of 
Salesmanship, Samuel W. Caplan, di- 
rector distributive education depart- 
ment, Temple University; Prescription 
Shoe Fitting, Dr. Gerald V. Feldman, 
formerly instructor of Applied Shoe 
Therapy, at Temple University; and 
Types and Construction of Children’s 
Shoes, Fred L. Thomas, Eastern repre- 
sentative of Curtis - Stephens - Embry 
Co. 

Meetings in the evening included 
talks on Gear-Action Shoes by H. C. 
Stein, M.D., F.A.C.S.; Trends in the 
Shoe Industry for 1957 by William 
Sheskey, economist, Hanover Shoe Co.; 
“Fitting Devices” by Mr. Finn; and 
Relationship With Chiropodists by Dr. 
William A. Rossi, field editor, Boor AND 
SHOE RECORDER. 

The possibility of conducting the 
same course in other sections of the 
country were discussed by the group 
attending these sessions. Question- 
naires will be mailed to find out which 
part of the country would be most con- 
venient to the largest number of pros- 
pective students. 

Mr. Finn was urged by many re- 
tailers in attendance to form a com- 
mittee for the purpose of seeking au- 
thoritative acknowledgment of the suc- 
cessful completion of such a course in 
the form of a certificate. This would 
serve as a diploma for the Certified 
Shoe Fitter which he could legitimately 
frame and hang on a wall in his store, 
thus adding to the prestige of his busi- 


ness. 


Men’s and Women’s Outlet 
Opened by A. S. Beck 


New YorK—Marking the continuing 
expansion of its operations in Queens 
and suburban Long Island, A. S. Beck 
Shoe Corporation has opened a new 
men’s and women’s outlet in the Green 
Acres Shopping Center at Valley 
Stream, L. I. 

Beck’s new Green Acres store, the 
chain’s ninth retail store in the Queens 

Nassau—Suffolk area, is the fourth 
to be opened since last year, President 
Saul Schiff noted. 

The Green Acres outlet occupies 6,000 
square feet and stocks 20,000 pairs of 
shoes, in both men’s and women’s lines. 

Benjamin Himmelstein is manager 
of the new outlet, according to an an- 
nouncement by Jack Donash, vice-presi- 
dent in charge of store operations. 
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Obituaries 


Melvin H. Reese 


NEw YorK—Melvin H. Reese of 2734 
Claflin Avenue, the Bronx, vice-presi- 
dent in charge of men’s footwear of 
the A. S. Beck Shoe Corporation, died 
at the Hospital for Joint Diseases after 
suffering a heart attack. His age was 
62. 


MELVIN H. REESE 


Mr. Reese was chairman of the style 
committee of the National Shoe Manu- 
facturers Association and a member of 
the Tanner’s Council of America. 

He leaves his widow, Anna; a son, 
William; a daughter, Mrs. Erma 
Siegel; two brothers, Garson and Mar- 
tin; anda sister, Mrs. Mildred Kerstein. 
Joseph L. Fadely 

DENVER—F uneral services for Joseph 
L. Fadely, 68, in the shoe retailing 
business for more than 40 years, were 
held at Olinger Mortuary, with burial 
in Crown Hill Cemetery, here. He died 
in Denver General Hospital. 

Born Jan. 27, 1889, in Indianapolis, 
Ind., Mr. Fadely began his shoe selling 
career with Florsheim Shoe Company, 
serving in Pittsburgh, Toledo and Ro- 
chester, N. Y., stores. He came to 
Denver in 1918 as shoe buyer for Gano- 
Downs Store here, serving in that ca- 
pacity until 1934. At that time he went 
to Daniels & Fisher store as men’s shoe 
buyer, which position he held until he 
vesigned in 1951. For the past six 
vears he had been a clerk for the Den- 
ver motor vehicle department. 

He is survived by his widow, a daugh- 
ter, Mrs. Suzanne Therkelsen; a son, 
Joseph L., Jr., all of Denver; a sister 
and three grandchildren. 


Albert Robbins 


NEw YorK—Albert Robbins, partner 
vf Dinny & Robbins, Inc., retailers of 
men’s shoes for 32 years, passed away 
on February 20. 

Mr. Robbins pioneered in high styling 
of men’s shoes and was known thruout 
the trade as one of the leading men’s 
shoe designers. 

At the age of 17, he was one of the 
top salesmen for W. L. Douglas. 
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Exclusive *Patented 
Welt Construction 


y J 


IN STOCK 


Men, Women, Boys 
700-770 500 7002 


SEBAGO - MOC 


Only SEBAGO-MOCS offer you the extreme flexibility of the original 
Indian Moc, plus the scientific support of a modern welt shoe —- AT POPULAR 
PRICES! Chief among many points of superior craftsmanship, Patented 
Welt Construction means they're lighter, tougher, more flexible! 


Hand-sewn vamps 
Hand-lasted 


Leather welting, no insole, arch-supporting steel shank, soft Kemblo 
fillers, hand-turned collars, heel-hugging fit. 


Order today! At once delivery! 


*U.S. Pat. $2,420,266 


SEBAGO-MOCS ARE THE FASTEST-GROWING 
LINE OF MOCCASINS IN THE COUNTRY TODAY! 


SEBAGO-MOC COMPANY 
WESTBROOK, MAINE 


New York Office: 534 Marbridge Building 
Made in Canada by Canada West Shoe Mfg. Co., Ltd., Winnipeg, Manitoba 


Made in MAINE by 


Skilled Craftemen 


Henry E, Jones 


BALTIMORE, MD. Henry Edelen 
Jones, known as the dean of Baltimore 
retail shoe merchants, died at the home 
of his stepson, Harry E. Snook, at the 
age of 92. 

Since 1928, Mr. Jones had 
owner of Dalsheimer’s in the 200 block 
N. Liberty Street, here. He pur 
chased the business after working for 
many years for the former S. 
sheimer & Brother Company. 

Surviving him are his three step- 5 
children, Harry E. Snook, Mrs. Myrtle it until 
M. Horz of Long Island, and Mrs. He 
Flossie M. Dunnock. urvives, 


Charles L. Hahn 


BUFFALO, N. Y Charles L 


80, retired shoe retailer who wa 


Hahn, 
widely 
Suffalo area, died at his 
home He father of 
Charles Hahn, Jr., former president of 


Department Store 


known in the 


here. was the 


been 
Sattlers 


Mr. Hahn 


Dal Rochester in 1922, opened the Superba 


came to Kenmore from 
Shoe Store in Tonawanda and operated 


his 


a native of Rochester 


retirement ten years 


His 


ago 


Wa on 





Says Creative Selling Leads to Extra Shoe Sales 


VA. 
“creative 


the 
selling 


NORFOLK, Extra sales 
results of selling, 


founded on basic sales principles coup- 


are 


” 


led with a selling plan and knowledge 
of the product sold, E. F. Power, man- 
ager of the National Cash Reyister Co. 
of Norfolk, declared in an address 
this month. 

Speaking before managers 
Inc., hoe and 
leased departments, Mr. said 
that there are four vital selling points 
a salesman must understand. He must 
tand that based on per- 
and 


early 


of 18% Hof- 


heimer’s, retail tore 


Power 


under elling i 


not compulsion, and that 


seller benefit from 


Buasion 


both the buyer and 


transaction. A successful 
salesman will organize his mind for 
selling by realizing that he has a 
responsibility to his employer, and that 
the company owes him a “living only 
if (he) helps the company to make a 
living.” 

Other 
Power explained, 
alesman who is neat in appearance 
and is poised. To these characteristics, 
add industry, initiative, enthusiasm, 
and interest in people. 

Tact and persistency are the ‘“one- 
two combination in selling,” the cash 
official declared. 


a successful 


basic sales 


principles, Mr. 


are embodied in a 


register company 


OPPORTUNITIES! 


RIPPLE SOLE, 


‘The Shoe that Walks for You’ 


Vive la variety! Bright, colorful wedges 


New wedges are 

available in smart 

solid and multi-colored 

styles in cellular and 

cork material. Complete 

unit of wedge and sole 

is balanced to the last and 
applied directly to the shoe for 
easy, streamlined manufacturing 


with this 


sensational sole attached... offer you countless new styling possibilities, 


And, just in time! Smart women everywhere are clamoring 
for RIPPLE SOLE shoes! Why not hop on this fashion 
unlimited NOW and CASH IN! 


Remember 


, 


only RIPPLE SOLE, 


“The Shoe that Walks for You’’: 


“When the buyer and seller come to- 
gether, there are many opportunities 
for friction. Tact is the lubricant which 
keeps the wheels of selling running 
smoothly.” Combined in a salesman 
who refuses to acknowledge a “no,” 
these are an unbeatable duo, Mr. Power 
noted. 

The last basic principle in selling is 
buying motives, which, 
told the shoe store mana- 

“your business, largely 


to appeal to 
Mr. Power 
gers, is in 
pride.” 

A selling plan is the next most im- 
portant step in creative selling. “Our 
selling plan could be easily adopted to 
almost any line of products or service. 
It consists of five logical steps that are 
as simple as A, B, C, D, and E. We 
say the approach and survey is 75 
per cent of the because here is 
when we determine the need for the 
product. Then follows the demonstra- 
tion and the close. If we follow basic 
selling principles and cover each step 
properly in the selling plan, it is just 
as simple as that.” Along with these, 
a creative salesman must have product 
knowledge and knowledge of his cus- 
tomer’s needs, Mr. Power pointed out. 


sales 


Sees Good Business Ahead 


In opening the two-day managers’ 
conference in the Commodore Maury 
Hotel, David S. Hirschler, president of 
Hofheimer’s, Inc., said that with em- 
ployment and compensation at all-time 
highs, “you have increases in spending 
which constitute an all-time record, and 
you have higher standards of living. 
Each manager with a well planned 
program who knows where he wants to 
go will have good business providing 
he plans in advance to bid for the cus- 
Further, he must have 
competent who work 
more diligently to produce more.” 


tomer’s dollar. 
sales personnel 

For the greatest percentage increase 
in sales during 1956, Billy Wilson, man- 
ager of the Hofheimer’s shoe depart- 
ment in the Center Shops in Norfolk, 
was awarded a trophy as “Manager of 
the Year.” 

In addition to Mr. Power, Edward J. 
McDonald, executive vice-president of 
the National Shoe Retailers Associa- 
tion, spoke on “Topics of Our Business 
Day,” and Dan Goldman, an executive 
with the Cavalier Advertising Agency, 
delivered an address to the managers’ 
group. 

Miss Marion Greenway, fashion co- 
ordinator for Town and Country Shoes, 
presented a spring footwear fashion 
show. Helen Epstein, in charge of wo- 
men’s with Hofheimer’s, 
presented the spring accessory fashions 
as coordinated with spring shoes and 


accessories 


clothes. 

Other Hofheimer’s executives partic- 
ipating were R. D. Hofheimer, vice- 
president; L. D. Hirschler, men’s and 
casual shoes; J. F. Hofheimer, women’s 
shoes; R. Jones, office controller; M. A. 
Stein, personnel director and manager; 
and W. D. Rosenberg, secretary. 


® Absorbs 45% of walking shock 
© Increases the stride six inches 


© Balances weight heel to toe 
© Provides greater traction 


Write for all the facts... TODAY! 
Ripple Sole Division, BEEBE RUBBER COMPANY 
MA BH VU A, SEW HAM PP CHIR E 
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tT ° . ‘ned from two years the Army to 
Styles of the Twenties Are Modernized for 1957 turned from two years in the Army 


New YorK—Shoes designed by An- 
dre Perugia in the nineteen twenties 
for the women of fashion of that “belle 
époque” and shown with their modern 
counterparts were the subject of the 
display by I. Miller at their Valentine 
lunch recently given in honor of the 
famous French designer. 

Among the women of that period 
who wore Perugia shoes were society 
women, high fashion designers, leading 
fashion editors and stars of stage and 
screen. Among these were the Comtesse 
Jean de Polignac, Mrs. Reginald Fel- 
lowes, the Duchess of Windsor, Lady 
Mend], Elsa Schiaparelli and the two 
well-known fashion editors, Edna 
Woolman Chase and Carmel Snow. 
Smiling down from the panels of the 
exhibit were some of the best-known 
actresses of the period: Mary Pickford 
and Claudette Colbert from the movies 
and Pearl White and Marilyn Miller 
from the theater. The famous French 
entertainer, Mistinguett, also wore 
Perugia shoes in the nineteen-twenties. 
A shoe for a “Maharanee” to match 
her jewels; for a “Begum”; for a 
Queen an elegant walking pump and a 
pump with high cut steel buckle for 
a Princess; a flat heel shoe, called 
“Soprano,” for a famous, and heavy, 
opera star. 

“These trend-setting women,” ac- 
cording to Mr. Perugia, “all had one 
thing in common: they were individ- 
ualists and expressed their individu- 
ality by the way they dressed. Their 
taste was neither bizarre nor faddish. 
On the contrary it had an enduring 
quality.” 

His belief is that this collection of 
shoes from the twenties has a message 
for women living today in an age of 
uniformity. 

Individuality shines through the new 
Perugia shoes for 1957. A new last 
is elegantly slender and daintier be 
cause flatter. A new toe boxing keeps 
in shape but is soft and resilient. A 
very delicate, very strong cord is the 
newest innovation in upper materials. 
An elasticized lace looks very new used 
with leathers in tailored town and 
spectator shoes. Very delicate materials 
have been revived: satin, kidskin and 
fur fabrics. 

New colors are reminiscent of the 
twenties: Green Hat, Tango Orange, 
Vert-Bleu and Sheik Red. There are 
also many bright yellows, beiges and 
mauves. Gold and silver kid is com- 
bined or used separately as accents; 
pastel kidskins with black patent; 
suede with lustre leathers and satin 
with a variety of other materials. 

There are six new shapes in heels, 
including high, medium and low. Heels 
are rounder but straighter, varying 
from the thinnest ever to a walking 
type, often in contrasting colors. The 
balance of the heel is toward the back 
instead of toward the arch as in the 
Louis heel. 
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the position of assistant manager of 
The pump is shown in many versions the Shoebox in Hampton, Stafford 
but with high-rising throatlines. Some Wooten, owner and manager, has an 
are peaked; some with criss-crossed nounced. 
straps and some at mid-instep, often ~ 
with large tear-drop cutouts. Others Shoeman Re-elected Head 
wrap the foot like high spats. T-straps Of Merchants’ Group 
continue. Most important in sandals 
is the closed toe with open back but ALEXANDRIA, VA.— Joseph A. Elli 
newer is the closed toe with the finest has been re-elected president of the Re 
of back closings. tail Merchants Association of Alex 
andria. Mr. Ellis is the owner of the 
Ellis Shoe Store, Inc., 605 King Street, 
Alexandria. He was installed at the 
HAMPTON, VA.—John Spivey has re- annual meeting of the association, 


Step Masterd FAST FILL-IN SERVICE 


No need to tie up a big 


Returns to Shoe Business 


investment in inventory 
on your shelves or en 


route when you can fill 


in Step Master Shoes 


as you sell them! All 
Step Masters are in- 
stock. Makes merchan- 
dising easy... holds 
your inventory to the 
minimum... speeds 


turn-over,..ups profits! 


Sh Mailer 


SHOES 
for boys and girls 


BUDGET PRICED RETAILERS 


$395 ~ $95 


6426 White 2426 — Black Patent 
B,C, D 8% -12 $3.00 
A,B,C,D 124-4 $3.50 


2867 — Black and white bal 
saddle, white rubber soles 
8% -4, B, C, D widths, 5 
8 leather soles $2.40, 8 
12. $3.06,12%-4 $3.50 


2806 Black grained 
5806 Cordeau wine 
B,C, D, 8%-12. $3.00 
124-4 $3.50 


662 White moc toe 
B,C, D,E, 2-5 $2.25 
54-8 $2.55 


4895 Brown elk, leather 
soles, 8B, 5 8, C, D, & 
4-8 $2.40 
A, 8,C, 0,8 li $3.00 
12 ] $3.50 


STEP MASTER SHOES, INC., GREENUP, ILL. 
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CORKETTE is the Leather of the Year 
and CAVALIER has the recommended 





Corkette-Kafalope Cleaner 
ee, 





The ladies are wearing the new 
Corkette (or Kafalope) leathers for 
most occasions .. . and you're bound 
to sell the top cleaner for 

Corkette .. . CAVALIER. 


One big reason is that leather tan- 
ners and shoe manufacturers are 
recommending CAVALIER Corkette 
Cleaner because they know it gets 
the best results. 






















[. 


Neutral color 


55c¢ 


including retail 
salesman’s reward 


Order now from your 
wholesaler, or write... 


CAVALIER CO. 
Baltimore 30, Maryland 


Serving the Shoe Trades 
Exclusively for Over a Generation 











LEARN WHY 


25 shoe and leather firms 
pay no income tax at all 


in Puerto Rico 





rma NEW 75-PAGE BOOKLET—FREE TO MANUFACTURERS ———-— 


| Commonwealth of Puerto Rico, Dept. BS-72 

| Economic Development Administration 

| 579 Fifth Ave., New York 17, N. Y. 

| Se nd me “Facts for the Manufacturer” with information about my particular 
| industry 

Name Title 

| Company 

| Address 

| Product 
ee 








Financial News 


Goodyear Earnings Highest 
In Company’s History 

Akron, O.—Earnings of The Good- 
year Tire & Rubber Company for 1956 
were the highest in the company’s 58- 
year history, totaling $62,456,130, it 
was announced by E. J. Thomas, presi- 
dent, and P. W. Litchfield, chairman of 
the board. 

Although sales to the automotive 
industry were down from the previous 
year, Goodyear’s total sales in 1956 
practically equalled the all-time record 
of 1955. Sales of $1,358,763,538 last 
year compared with $1,372,176,139 the 
year before. It was the sixth year in 
succession that sales topped the billion 
dollar mark. 

Last year’s record net income rep- 
resented a gain of 4.7 per cent com- 
pared with $59,665,845 reported for 
1955. The 1956 earnings were equal to 
$6.02 per share on 10,361,605 shares of 
common stock outstanding at the year- 
end, compared with $5.76 per share for 
1955, based on the same number of 
shares. 

The 1957 business year, they said, 
seems to hold out the opportunity for 
higher volume for all of the company’s 
products here and abroad. Prospects 
are for higher production of new cars, 
and the number of vehicles running on 
the roads is increasing steadily. The 
new highway program, as it comes into 
being, will help insure this trend. 

Goodyear’s capital expenditures on 
property for expansion, improvements 
and replacements totaled $88,850,592 
last year compared with $70,079,033 the 
year before. Substantial additions and 
improvements were made in producing 
and distributing facilities for tires, in- 
dustrial goods, films, Airfoam, flooring, 
steel products, chemicals, plastics and 
aviation products. New tire plants were 
completed in Colombia, Venezuela and 
the Philippines, and a new plant was 
built in North Chicago for hose manu- 
facture. A new distribution center at 
Cleveland, Ohio, with 15 acres under 
roof, was finished during the year. 

The company’s synthetic rubber 
plants at Akron, Ohio and Houston, 
Texas are being increased by at least 
50 per cent, bringing capacities up to 
241,000 long tons annually, according 
to the report. These plants will take 
care of the company’s own needs plus 
substantial sales to other users. Good- 
year is also part-owner of a synthetic 
plant now being built in England. 


International Shoe Declares 
Common Stock Dividend 


St. Louts—International Shoe Com- 
pany has declared a dividend of 60 
cents per common share, payable April 
1 to stockholders of record March 15. 
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Two-Day Celebration Heralds 
Opening of New Shoe Store 


New York—A two-day celebration on 
March 1 and 2, heralded the opening 
of the 133rd store of National Shoes, 
Inc., retail shoe chain, at the Bar Har- 
bour Shopping Center, on Merrick 
Road, Massapequa Park, N. Y., accord- 
ing to Fred K. Siegel, vice-president. 
As part of the celebration, all custo- 
mers received gifts of simulated pearl 
necklaces, nylon hose, Esquire Trav- 
Ler shoe shine kits or roller skates. 

Designed to serve the entire family 
with a large selection of popular-priced 
shoes and accessories in a wide range 
of styles, the new store features self- 
selection techniques that save time and 
enhance shopping convenience. Win- 
dow and interior displays, show cases 
and accessory counters add to the ease 
of self-selection, while large inven- 
tories of sizes for each style create a 
modified supermarket approach to shoe 
shopping. Mr. Siegel stated that the 
store uses the highly accurate Bran- 
nock measuring device to insure correct 
fitting. The sales siaff has been trained 
to provide the utmost in service, with 
emphasis on speed, comfort and effi- 
ciency. 

The interior of the new store, which 
will be open regularly on Monday, 
Thursday and Friday evenings for the 
convenience of late shoppers, is spright- 
ly in its pastel colors and contemporary 
displays. To simplify shopping still 
further, seats are arranged departmen- 
tally by women’s, men’s and children’s 


shoes. The store is, of course, air-con- 
ditioned. 
The manager of the Bar Harbour 


unit is Wally Freeman. Assisting him 
is William Brown. Both men have had 
extensive experience with the company, 
which operates family shoe stores in 
New York, New Jersey, Connecticut, 
Massachusetts and Maryland. 


January Footwear Production 
Shows 3 Per Cent Decrease 


WASHINGTON, D. C.—Footwear pro- 
duction in January 1957 of 51.3 million 
pairs was 3 per cent below production 
in January of last year, and 24 per cent 
above the 41.5 million pairs produced 
in December 1956. Shipments of foot- 
wear in January 1957 of 51.6 million 
pairs were valued at $188 million. 

Men’s dress and play shoe production 
in January of 7.0 million pairs was 4 
per cent below the level of January 
of last year, and was 19 per cent above 
the 5.8 million pairs made in December 
1956. Women’s dress and work shoe 
production in January of this year, 
amounting to 16.2 million pairs, de- 
creased 6 per cent from the 17.3 million 
pairs made in January 1956, and was 
27 per cent above the number made in 
December 1956. The output of all other 
footwear in January was 2 per cent 
below the number made in January 
1956, and was 24 per cent above the 
level produced last month. 
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PROTECT YOUR OWN FUTURE 


| WITH YOUR OWN BUSINESS 


If you have the background of ortho- 
pedic shoe fitting and servicing, and 


_ like to help people, you can make 
| money in an exclusive Foot-so-Port 


Shoe Store. If you have $5,000 to in- 
vest, we have 3 year additional capi- 


| tal to help you open your own store. 


© Bookkeeping, tax work, complete 
plans for store, stock, furniture, fix- 
tures, etc., furnished by us. Factory 
and retail training program. Write 


FOOT-SO-PORT SHOES 


Division of Musebeck Shoe Company 
OCONOMOWOC, WISCONSIN 




















make these sandals faster selling. 
Napa-tanned glove Elk leather plus 
foam rubber platforms give slipper 
comfort. Men’s and women’s styles in 
stock for immediate delivery, Write 
today for full information 


PIONEER SHOE COMPANY 
35 Holden Street, Minneapolis 











SEE THE DIFFERENCE 





Magnified photo of ground leather fibers 


showing natural tendency to cling together 


y 





‘ 


Sai 


Magnified photo of other fibers show tendency 


to remain apart 


and know why Bainflex 


innersoles have qualities possessed by no other innersole material. 


Synthetic means cannot duplicate the cool comfort of tiny resilient interwoven 


leather fibers. The exclusive Bainflex process capitalizes on this tendency of 


ground leather fibers to cling together reducing to a minimum the use of 


chemical formulas in the making of Bainflex Innersoles. Since leather fibers 


are the prime factor in Bainflex the comfort and coolness 


obtained cannot be 


surpassed in materials relying upon large quantities of heat producing binders 


results. Use 


for usable 


in millions 


pairs with gratifying results and 


no returns makes cushioning comfort a BUILT-IN 


quality in shoes made with Bainflex Innersoles 





CORPORATION 19 CHESTNUT STREET, CAMBRIDGE, MASS. 
a” 


Bainflex Innersoles 


TEL. TR 6-723) 























Shoe Women Execs Told Trend Is Away from Sandals = The promotion or presentation of a 


Y ORK 
Shoe 


guest 


NEW sefore a capacity audi- 
ence of Women Executives and 
their at a luncheon meeting held 
here at the Madison Hotel, creators in 
the and apparel fields discussed 
the question of style inspiration under 
the provocative title, “The 20’s? The 
60's? Do They Add Up to The 50’s?” 
Speakers were two high style leaders 
in the field of 
beth Levine 
David 


leading de 


hoe 


women’s shoe designs, 
and Herbert Levine, 
Evins of Evins, Ine.; two 
igne of women’s high 


and 


fashion apparel, Vincent Monte-Sano 
of Monte-Sano & Pruzan and Charles 
James; and John R. Riley, creator of 





industrial design, Brooklyn Museum of 
Art. 

According to Mr. Riley, a designer 
studies a period in fashion to find out 
how the clothes achieve their particular 
look, not to copy them. The past, he 
said, simply corroborates his own ideas. 
Mr. James’ talk challenged American 
creativity, acknowledging, however, its 
existence in the field of accessories. In 
discussing sources of inspiration for de- 
sign, Mr. Monte-Sano pointed out that 
manufacturers and retailers need a 


handle on which to hang the fashions 
Sales 
promotion 


clerks 


theme, too. 


of a need 


this 


new season. 


handle, or 





IN STOCK 
No. 69 Brown 
Cashmere Grain 


The last comes first... 


for shoe comfort. Alden-Pedic shoes are scien- 
tifically designed in lasts and construction to 
accommodate the individual foot shape. Learn 
how America’s leading foot-fitting specialists 
build repeat and referral customers with the 


Foot-Balance * 


program. 


WRITE FOR THE NEW ALDEN-PEDIC IN-STOCK CATALOG 





C. H. ALDEN 


SHOE 


The Key To FOOT-BALANCE® 


COMPANY 


Custom Bootmaker Se 08 1884 
BROCKTON, MASSACHUSETTS 
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new style is like the frosting on a cake. 
It must be very good but the cake has 
to be good, too, if the cake is to sell. The 
reason for going to Paris, according to 
Mr. Monte-Sano, is to come back and 


not do what Paris is doing. The 
Twenties and the Thirties have their 
influences, however, he admitted. 


“Why create a blueprint for fash- 
ion?,” asked David Evins. The design- 
er’s job is to create fashion reflecting 
today’s and tomorrow’s living. He him- 
self seeks inspiration wherever he finds 
it. Ona recent visit to Europe he noted 
these trends: complete lack of sandals; 
many kinds of pointed toes; the return 
of the bal oxford; single and double 
straps; not so thin square 
toe called “Directoire.”’ 

Colored kidskins and round toes, bor- 
rowed from the Folies Bergéres, were 
two leading trends of the Twenties, ac- 
cording to Beth Levine. In the Thir- 
ties, the depression taught the high 
style manufacturers respect for the 
consumer. This was the era of the in- 
troduction of open toes, platform soles 
The designer today 
new 
new 


heels; one 


and wedge heels. 
has a_ better appreciation of 
things. She herself meets each 
day with the expectation that she may 
see or hear something that will inspire 
her in starting a new line. 


Survey Shows March Is Best 
Women’s Shoe Buying Month 

St. Over 11 per cent of all 
women’s sold in department 
stores in the Eighth Federal Reserve 
District in 1956 were sold in the month 
of March. Over 10 per cent of women’s 
shoes were sold in the month of Sep- 
tember. Low month for the year was 
July, with less than six per cent sold 
during that month. 

In children’s shoe sales, about 15 per 
cent were sold in the month of March, 


LOuIS 


shoes 


over 10 per cent sold in December, 
and slightly more than 11 per cent 
sold in September. Low month for 


children’s shoes was January, with less 
than five per cent of the total. 

Since slippers grouped in the 
Federal Reserve tabulations along with 
men’s and boys’ figures show 
that almost 16 per cent of total sales 
were made in December, 1956. October 
was second highest sales month, with 
9.75 per cent of the year’s sales. Low 
month was February, with only five 
per cent of sales, 


are 


shoes, 


Shoe Retailer Retires 

NORTH CANAAN, CONN. David 
toger has retired as owner of Roger’s 
Shoe Store in North Canaan, after be- 
ing associated with the retail shoe firm 
for the past 30 years. 

Mr. Roger joined the firm in 1927 
and took over sole ownership in 1935. 
He sold his interest to his two 
partners, Edward McGuire and Mrs. 
Caroline G. Smedick. 


has 
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available at the Mark Twain, Mel 
bourne, and other St. Louis hotel rhe 
} total number now available more than 


Getting Ready for Best St. Louis Show tinct int cintitee Resins ave ats 


offsets the shortage at the Chase and 
Statler hotels,” Mr. Wolff added 

The annual Beefsteak Dinner is 
planned for Monday night, April 29, 
in the newly-built ballroom at Hotel 
Chase. The name of the outstanding 
entertainer who will headline this event 
will be announced soon. 


Newly Remodeled Innes Store 
To Open in April 

Los ANGELES, CALI The down 
town shoe store of the Innes Shoe Com 
pany at Seventh and Olive Streets, Lo 
Angeles, now undergoing a major re 
modeling job at a cost of $500,000, will 
be completed in April, it wa aid by 
Paul M Seigel, pre ident of the firm 

Mr. Seigel declared that it is his plan 





« ot to have the store “help bring back the 
ci true California look to the city’s first 
At meeting of St. Louis Shoe Show Publicity Committee, standing, left to right, ®nd lwrgest shopping area.” 
W. Keane Small, Gene Rison, Phil Rush, George Herpel, Arthur H. Gale, William Designed by Architects Burke, Kober 


Wolff, Charles N. Arend. Seated, Beatrice Best, Ruth Klump and Jaclyn Meyer. & Nocolais, the reconstructed store will 
bring ‘“‘the outdoors into the store,” 
St. Lours—Members of the Publicity than ever before, have been set aside with its picturesque exterior, landscap 
Committee for the St. Louis Shoe Show for visiting shoe men. The list of ing, floor-to-ceiling windows and sliding 
met recently and set up their assign- hotels includes Jefferson-Sheraton, Len- doors 
ments to make this eleventh annual fall 
showing one of the best yet from the 
viewpoint of retailers. The show opens 
April 27 and closes April 30. 


Attending the meeting were William | . 
Wolff, Wolff Shoe Manufacturing Com- WHOS WHO in Choes... by FREEMAN ; 
pany, who is general show chairman; ay 


Arthur H. Gale, executive secretary, 
St. Louis Shoe Manufacturers Associa- 

.. LAUNCHED GA\ FINE FOOTWEAR, INC iN 
GARY INO. IN 1939, SHOE MERCHAN 

















tion; George Herpel, International Shoe 
Company, committee chairman; Bea- 
trice Best, Hamilton Shoe Company, 
co-chairman; Charles N. Arend, Ju- 
venile Shoe Corp. of America; Phil 
Rush, Johnson-Stephens & Shinkle Shoe 
Company; Ruth Klump, Valley Shoe 
Corporation; Jaclyn Meyer, chairman 






















\ of the Shoe Fashion Board; W. Keane DIGER PAR EXCELLENCE,HE OPENED 
, Small and Gene Rison, publicity coun- FIRST WOMAN'S SHOE SALON IN GARY, 
sel. 


STARTED LOCAL WHITE BUCK FAD FoR 
GIRLS (IN MID-WINTER!) CREATED 
DEMAND AMONG TEENAGE Boys FoR 
SIDE LACED SHOES. AMONG TOP 10 
IN BRANO NAME AwarD conTEST 
MANY CIVIC AND FRATERNAL AcT 
IViITIES. HAS HUNTED ANDO FIGHED IN 
CANADA, MINN, MICH, WIG6C. AND 
FLORIDA. IN GHOE BIZ 30 YEARS, 
DURING 14 OF WHICH HE HAS 
FEATURED “WoNDERFUL FEELING 
FREEMAN SHoes ror Men.” 


The Shoe Fashion Board, it has been 
announced, will again publish its popu- 
lar Fashion Forecast brochure to be 
distributed to all who attend the show. 
These brochures, originated at the 1956 
show and repeated for the spring and 
summer season of 1957, have had world- 
wide acceptance and have been re- 
printed in trade journals and_ local 
newspapers. 

“Adequate housing arrangements 
have been made for visitors to the St. 
Louis Shoe Show in all first-class ho- 
tels,” according to Mr. Wolff. He made 
this statement in answer to inquiries 
from retailers. 


toom applications have been supplied [ Ro Ary 
to retailers by members of the St. Louis Mas, 4) 
Shoe Manufacturers Association, spon- ~oN 6 
sors of the show. ke 
fp CROSS 


“Sleeping rooms for our Eleventh 
Fall Showing, in a greater number 


ae; 
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\ a< ° \ groups—National Shoe Manufacturers 

Shoe Institute Promotion Gets Under Way Association, National Shoe Retailers 

aS ; , Association, National Association of 

, tia ‘ Shoe Chain Stores and New England 

| Gz, Peg Shoe & Leather Association. 

Headquarters of the National Shoe 

Institute are now in The Manning 

suilding at 25 East 73rd Street, New 
York. 

Information concerning the American 
shoe industry, including fashion and 
business news, statistics, pictures, style 
service, promotional material, films and 
historical data for editors, research or- 
ganizations, advertising and other 
groups may be obtained by contacting 
the Institute. 


we 


Pig 





Prizes Offered Retailers 

Who Attend Mid-West Show 
Officials of the four associations representing the entire shoe industry meet to oye page ay icp Ae wi os = 
sign contract for expanded shoe public relations program with The Manning Public ‘2’ 2° ® Dew eneet US. San Cake toe 
Relations Firm of New York city. Left to right, Edward J. McDonald, executive f the Mid-West Shoe Travelers, it is 
vice-president, National Shoe Retailers Association; Maxwell Field, executive vicee ®@nnounced. The Fall Shoe Market will 
president, New England Shoe & Leather Association; Jack M. Schiff, chairman, be held May 11-14 at the Hotel Morri- 
The National Shoe Institute; Elizabeth M. Manning, president, The Manning Public son. There will be a registration desk 
Relations Firm; Edward Atkins, executive vice-president, National Association of for retailers. 

Shoe Chain Stores; Merrill Watson, executive vice-president, National Shoe Manu- 


facturers Association. The program will supply information and promotional aids. Phe usual Sunday cocktail party and 


buffet supper will be held. There will 
New York—The National Shoe In- has been announced by Jack M. Schiff, also be other special events. 

stitute, official organization of the $34% chairman of the Institute and executive The annual Buyer’s Guide is in 

billion American shoe industry, has vice-president of the Shoe Corporation preparation and will be mailed to re- 

named The Manning Public Relations of America. tailers prior to the show. The event 

Firm of New York to direct its promo The National Shoe Institute is com- will be promoted in trade papers as 

tional and public relations program, it posed of the four major American shoe well as by direct mail. 
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Saves SALES |! Speeds SALES ! Saves TIME! @eeeeeoevoeoeaoeoeeoeoeoeoeoeoaeeeee 
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WARNCO 
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Leather Heels 
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BLACK WHITE 
j No. 7010; No. 7020 

Solves Fitting Problems yd esa 

, . rnd use ess e | ° J;No ) 

sven et Softens the leather " No. 7210; No. 7220 

overlays, et (5 No. 7310;No.7320—$3.25— 314-9M-N 


faction 


Eliminates 
n- Hoop 
new shoes 


ing on 


on edges 
The greater 

ined by your cu 
and practica 
or rea 


> Ns 
yamps goamy tis i # : 
immediate soue Sizes 9'4-10, 25¢ extra 

rer will save 


returns 


fom you 
sto 

\ly eliminate 
| discomforts 


39° f | Tap Ties 


Covered Wood Heels 
in Graduated Heights 


BLACK WHITE 
MEN'S SHOES No. 2010; No. 2020—$2.60— 514-8M 
No. 2111;No.2121—$2.95— 8'/-12M-N 
dept. # No, 2212; No. 2222—-$3.15—12'/2-3M-N 


territories see Add 15¢ pr. 
Sizes 9-10, 25¢ extra attached 


LADIES SHOES 
go 
sales 
from imaginary 
i \ 

jus parce 

coat shipping 
weight 62 bs 


OLDER 
write FOR FREE coor F 


for choice 


P. O. Box 1091 Spokane 10, Wash. | =1-4-1"] 410-1 -1 0) an e1 o MERA 
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Most intensive sales drive in company history was opened by Knomark Manufac- 












turing Company, Inc. for Esquire shoe polishes at a three-day convention for 
eastern division and Canada in Hotel Statler, New York. Spearheading the drive 


is introduction of Esquire Lano-Wax, 


the new self-shining liquid shoe polish. 


Above are executives and sales representatives who participated in the sessions. 

In front row, left to right, Harold Holden, advertising manager; Robert Andrews, 

manager of syndicate store sales; Joseph Husch, vice-president in charge of 

national sales; Albert Abrams, vice-president and treasurer; Melvin Birnbaum, 

executive vice-president; Lou Packer, Canadian representative; and Ira Adams, 
executive assistant. 





Goodrich-Hood Salesmen 
Given New Assignments 

Ralph F. Little, 
Goodrich Branch Foot- 
wear of Watertown, announces 
the following changes in 
Chicago Branch: 

B. Brummond will travel territory 
of South Side of Chicago. F. W. Ol- 
son, Jr., will travel southwestern Wis 
consin territory. R. W. Wood will 
travel North Side of Chicago; and P. 
H. Crosswell will travel northeastern 
Wisconsin and Michigan Peninsula. 

K. Ricker, Jr., is being transferred 
from his territory in Los Angeles dis- 
trict to San Francisco metropolitan 
territory, succeeding G. R. Pynn who 
recently resigned. 

Changes in the St. Louis branch are 
as follows: 

G. I. Neff will add to his territory 
southeastern Kansas. H. L. Routon 
will still cover southern Missouri and, 
in addition, northern Arkansas. R. L. 
Felker will add counties in western 
Missouri. 

Charles M. Campion, manager, Hood 
Rubber Company Branch Footwear 
Sales, of Watertown, announces the 
following transfers: 

F. J. Knaus of the St. Louis branch 
has been transferred to territory cov- 
ering southern Illinois. E. J. Keegan 
of the Pittsburgh district has been 


WATERTOWN, MAss. 
manager, B. F. 
Sales, 
territories, 
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transferred to the Boston branch, cov- 
ering Bristol county and parts of Mid 
dlesex and Worcester counties in Mas 
James R. West, merchan- 

SZoston branch, has been 


sachusetts. 

dise clerk at 
transferred to the sales force covering 
the counties of Plymouth, Barnstable 
and Nantucket, and parts of Suffolk 
and Norfolk counties in Massachusetts 


Johanning Elected President 
Of Dunbar Pattern Co. 
3ROCKTON, MASS.—-At a special meet- 
ing held by the board of directors, 
Walter C. Johanning of St. Louis, was 
elected president of the Dunbar Pat 
John H. Dunbar 
December. 


tern Co. to succeed 
who resigned last 

Mr. Johanning ha 
with the company for over forty years 
and has held the position of executive 
vice-president for the past several 
years. Walter J. Manning of Milwau- 
kee continues in office as vice-president, 
and Daniel R. Lane of Brockton 
treasurer. 


been associated 


con- 


tinues as 


Joins Miami Footwear Corp. 

MIAMI, FLA.—Floyd McCluer, form- 
erly associated with Joyce, Inc., has 
joined the sales staff of Miami Foot- 
wear _Corporation, manufacturers of 
Wedgelings. Mr. McCluer will cover 
the southwestern states. 






Keith Named Sales Manager 
Of New Plastics Company 


WOONSOCKET, R. I.—Formation of a 
new Delaware corporation, 
Plastics Corporation, as an affiliate of 
Tupper Corporation, has been announced 
by Earl S. Tupper, president. In addi 
tion to the well-known Tupperware 
line, the Tupper Corporation manufac 
tures a wide variety of other consumer, 
industrial and scientific products. Facil 
ities of Tupper laboratories and fac 
tories will be available to the new cor 
poration to develop and produce a full 
line of plastic parts for footwear manu 
facturers. 


Footwear 








SUMNER KEITH 


Plant and equipment expansion for 
the new industry will be announced 
later. Deliveries of production parts, 


however, will begin soon. 
Sumner Keith has 
sales manager of the new corporation 
Widely known in shoe circle 
out the United States and Canada, Mr 
Keith brings to Footwear Plastic 
than 30 
phases of 
product 


been appointed 


through 


more 
experience in all 
from 
styling to 


years of 


shoe manufacturing, 


development and 


purchasing, production management 


and sales promotion 
Experience in hoe manufacturing 
management and ales promotion at 


Geilich Leather Co., Taunton, Mass., 
and Graton & Knight, of Worcester, has 


brought him in contact with buyers, 
chain store manager manufacturers, 
designers, jobbers and retailers through 
out the shoe industry Mr. Keith for 
many years has been a familiar figure 
at national shoe show 

Kdward P. Grieg ha been named 


plant in charge of manufac 
turing. 


Plastics, Mr. Grieg was in the re 


manaper 


sefore coming to Footwear 
earch 
department of United Shoe Machinery 
Corporation from 1948 to 1954 and, fol 
manager of 


that, was general 


Plastics 


lowing 
Kastern Corporation 
Sales Manager Resigns 


Paul M 
resigned his pos 


CHARLOTTSVILLE, VA. Sabin 
of Charlottesville, has 
ition as vice-president in charge of sales 
with Knipe Bros. Inc., Ward Hill, Mass. 

He will plans for the 
future after a the South. 


announce his 
vacation in 
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inie Motta; Thomas Quinn; Daniel 
Egan; Leo Cipriano, superintendent; 
Louis Smith; Arthur Pelton; Eugene 
Nazzaro and Aidan Redmond. A sub- 
stantial number of these men have been 
Colonial employes for 10 to 20 years 


Colonial Employes Finish Training i, Fo us bin Sade bee 


or more, 


Two New Men Join Staff 
Of Haley Cate Co. 


St. Louts — Haley Cate Company, 
Inc., manufacturers of shoe trimmings, 
has recently announced the addition of 
two men to its staff. 

One is Leroy Parsons, who will serve 
as factory manager. Mr. Parsons, for- 
merly of Wavershoe Trimming Com- 
pany, is a native of St. Louis and has 
had 23 years’ experience in the shoe 
Front row, left to right, Carroll Massey, Dominic Bramante, James Piccini and trimming business. 

- soma ae — — left to a. Dominic ag Thomas Quinn, Daniel 
an, eorge Silva, assistant general manager; Leo Cipriano, superintendent; ‘ . , as 
Kivie lasies, vice-president as general aenteer: Seats Suith, Adther Pelton: Guehne, also formerly of Wavershoe 





The second staff addition is Robert 


Eugene Nazzaro and Aidan Redmond. Trimming Company. Mr. Guehne, a 

lifetime resident of St. Louis, has had 

BostoNn—-February 11 was gradua Kivie Kaplan, vice-president and gen more than 20 years’ ae a the 

tion day for twelve department head eral manager of the company, awarded shoe industry, both in sales and am 

and lead men of Colonial Tanning Co., the certificates to the men, and, in con- Styling. He will act in the capacity of 

Inc., who were awarded certificates gratulating them, gave each a special sales manager for Haley Cate. Mr. 

upon completion of their course in su gift as a token of the firm’s apprecia- Guehne will be assisted by Ots Welge, 
pervisory instructor training conducted tion for the men’s interest in becoming ® Veteran on the Haley Cate staff. 

by the Division of Vocational Education more effective, valuable employes and Frank Spaeth will continue his duties 

of the Massachusett Department of in furthering their own futures. as office manager and purchasing agent 

Educatior The men receiving certificates were for the firm. 










SELLS ALL SUMMER! | Now cotHams 
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FOOT KING‘ 
Goodyear Welts 
Nationally Advertised 
















| GOLF SHOE 
LIGHT 


COMFORTABLE 
FLEXIBLE 


Style No. 


8774 


B and D wide 


3229029 Brown 
#29030 Black 


Suggested 
IN STOCK 44 


Retail 


$11.45 


NO MARK DOWNS—EVER. on this steady selling style. Hand 
woven quarter and vamp. Oak Bend leather sole. Light—Cool—Com 











fortable! 
Brown, 29029, mens 6 to 12 widths C, D $5.40; EEE $5.55 net Eliminates Assures 
Black, 29030 w . . 

a mens 6 to 12 widths D, $5.40; EEE $5.55 net Spike pressure Firmer stance 
FOOT KING: Headquarters for RIPPLE SOLE shoes: WELLINGTON Sole curling Balance 

(Jet) BOOTS: BUCKLE BACK (Ivy League); STILT SOLES (Mile Spike breakdown Insulation 
high Crepe) Foot fatigue Longer wear 
SHU-LOKS: Boys sizes | to 7; Men sizes 6 to 12 * Top grain Mello Uppers * Oak Bend Soles 
REG-E-STURD ® Finest Boys Shoes. Guaranteed In Stock sizes | to 7 * Moisture-proof Storm Welt 
widths A to E @ $4.60 net * Phillips Replaceable Spikes 


BOY RANGERS: Boys Goodyear Welts, Leather lining and insoles 


In Stock sizes | to 6 widths A to E $3.75 and up. YOU CAN DEPEND ON Goffien] ATHLETIC FOOTWEAR 


FOOT KING BRINGS repeat BUSINESS | hk 
A. S. KREIDER & SON CO. DEPT. 315 PALMYRA. PA. GOTHAM SHOE MFG. CO., Inc. Binghamton, N.Y, 
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nat ikable, 


a yle STEP 


YOU CAN TAKE... 


Outstanding comfort and handsome styling . . 


. that’s what men want 


most in shoes. And that’s what you get when you feature McCoy shoes. 
Air-cushioned insoles guarantee lasting comfort to your customers. That 


means more repeat sales for you. . 


it’s the most profitable step you can 


Meloy 


SHOES FOR MEN 


HOLLAND-RACINE SHOES, INC. 


. and more profit too. Get the 
full McCoy story from our representative, or write us to have him call... 


take! 





¢ HOLLAND, MICHIGAN 


Two New Boots Are Added to Alaskans Line 





The Artek by Kickerinos has a snug-fit- 
ting ankle line with elastic goring on the 
sides. 


MILWAUKEE Included in the ex- 
panded 1957 line of Alaskans, made in 
Milwaukee by the Kickerinos Division 
of the Hampton Corporation, are two 





The Fantasia is a dress-up boot made of 
textured suede available in a wide range 
of colors. 


the Artek and Fantasia. 
The former has a snug-fitting ankle 

line with elastic goring on the sides. 

Like all styles in the Alaskan line, it 


new styles 





RIPPLE 







Cosylbot 


All brown, brown & white 


2 
BY WRITE TODAY 


GRAIN OXFORD 


black & white 
Sizes 5 to 9 
Widths A to E 





797 W. SMITH STREET « 





G. W. CHESBROUGH, INC. 


ROCHESTER 6, N. Y. 






full 
to give maximum warmth and i 


has a nylon pile lining designed 
made 
in a range of ski-glove leathers 
The 

a dress 
heel and shve-like lines. Its styling has 
a definitely Continental flair. This shoe 
boot is available 


a wide range of colors 


Fantasia is said to be ideal as 


up boot since it has a higher 


in textured suede in 


To Sell Joyce Golf Shoes 
In Northwest Territory 


’, King Com 
been 


PASADENA, CALIF.—-R. ¢ 
pany of Seattle 
northwest sales agent 


has appointed 
Wm 
volf shoes and casual shoes effective im 
mediately. According to Kip Bowen, 
president of Bowen & Hull, Wm. Joyce 


for Joyce 


golf and casual shoe manufacturer 
King will represent his company in 
Washington, Oregon, Montana, Idaho 
and British Columbia. 

R. C. King Company also acts as 
sales agents for the well known Me 


Gregor sporting goods line in the north 


west territory 


=a 


CONVERSE RUBBER COMPANY 
MALDEN 48, MASSACHUSETTS 
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HUSSCO SHOE CO., 47 West 34th 


Shain Made Vice-President 


Of Fitz-On Heel Corp. 


BOSTON 
dent of 


nounce 


James Fitzsimmons, 
Fitz-On-Heel Corporati 
the Louis I. 
vice-president in charge 


election of 


ans 


LOUIS |. SHAIN 


Mr 
with 


dealers. 


formerly cor 
Boston, 


Heel 


Shain 
Shain & 
Fitz-On 


was 


Co., hoe 


makes replaceable heels and toplifts for 


women’s shoes, 


aomite- (17) Donnel\!Y 
ees ae 


Shoe Store Equipment 


CATALOGUE 
1S RESERVED FOR YOU! 
=-- Mail Coupon Today! -- 





of sales. 





Corporation 


4 


Near Record 1956 Sales Are 
Reported by Armstrong Cork 


PA. The 
producer 


LANCASTER, Armstrong 
Cork Company, of 
materials and flooring products, indus- 


presi- 
m, an- 
Shain 


building 
trial specialties and packaging prod- 
ucts—achieved sales in 1956 within one 
per cent of the all-time high set in 1955, 
it was disclosed in the annual state- 
ment sent to stockholders. 

Sales in 1956 were $247,401,000 with 
net earnings of $13,320,000 after pro- 
for $13,700,000 of Federal in- 
come taxes. This compares with sales 
of $249,385,639 and earnings of $14,- 
542,289 in 1955. 

Earnings per share of common stock, 
after deducting preferred dividends, to- 
talled $2.56, compared with $2.83 the 
previous year, based on the weighted 


vision 


average number of shares outstanding 
in both years. Dividends paid on the 
common stock totalled $1.50 per share, 
the same as the year before. 

C. J. Backstrand, president, stated 
in the report that “Factors primarily 
responsible for the lower level of earn- 
ings included a slight drop in sales, the 
high cost of starting new operations, 
and the expense incurred in preparing 
to market greater output.” 


inected 


fabric 










ALWAYS 
IN STOCK 
FOR 
IMMEDIATE 
DELIVERY 


7 i 
ROMITO-DONNELLY 


CORPORATION 





RAVENNA,OHIO 
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Street, New York 1 ° Factories: Honesdale, Pa. in Canada: Canada West Shoe Co., Winnipeg 


Bloom Made Sales Manager 
Of Auerbach Shoe Co. 


Norway, Me.—Abe Bloom, well 
known in the shoe industry for the 
past fifty years, has joined the Auer- 
tach Shoe Company, of Norway. 





ABE BLOOM 


As sales manager of that company, 
he will call on the trade with the firm’s 
complete line. 

Mr. Bloom was formerly 
with Songo Shoe Corp. 


Sc’ KLING TOE SHOES 


Acclaimed By Teachers 
Everywhere ! 
Pink, White or 3° 


More teachers recognize Kling 
as the most comfortable, 
easy-to-break-in toe shoe 
available! Hand molded box- 
ing is noiseless! Oak leather 
arch and provide bal- 
anced support. 


Kling Theatrical Shoe Co. 


218 S$. Wabash Ave. @ Chicago 4, Illinois 


connected 


sole 
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rxohaka-vitehatels 


shoe stores, drive-ins and 
shoe promotion buyers 





We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You Set Up a Profitable Operation 


Selling Strathmore Shoe Line 
In Mid-Atlantic States 


BROCKTON, MAss. — Jerry Mellin of 
Bala-Cynwyd, Pa., was recently ap- 
pointed mid-Atlantic states representa- 
tive for Strathmore Shoe Company, 
Inc., Brockton. 





JERRY MELLIN 


Mr. Mellin previously was employed 
in his father’s retail shoe store in 
Brooklyn, N. Y. 

The mid-Atlantic territory includes 
eastern Pennsylvania, southern New 
Jersey, Baltimore and Washington, 
D. C. 


The country’s only complete, concentrated line 


% 
% 


of men's and boys’ casuals! 


NATIONALLY ADVERTISED 


IN-STOCK 
STYLED AND PRICED TO 
’ SELL IN VOLUME 

$5.95 - $7.95 


manufactured and distributed exclusively by 7 
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Allied Kid to Publish Story 
Of Side Leather Tanning 


BostoN—Allied Kid Company will 
have available in the near future the 
story of side leather tanning. 

This brochure was compiled by the 
technical staff of Brezner Division in 
conjunction with the Fashion Depart- 
ment of Allied Kid Company. Called 
Sides & Soles, it will be sent on request 
to training departments of stores, to 
shoe buyers, to teachers and advanced 
students in schools. 

The brochure details the information 
not only on upper side leather but on 
splits and sole splits. 

Allied’s story on kid tanning, Of Kids 
& Goats, has been reprinted frequently 
since it was written in 1952. 


M. K. Weil Shoe Company 
In Larger New York Offices 

St. Lours—M. K. Weil Shoe Com- 
pany, 1215 Washington, St. Louis, has 
recently moved its New York show 
rooms from 138 Duane Street to 147 
Duane Street. 

In the new location, the firm has ac- 
quired much larger area of space, 
which the growth of the business made 
necessary. Jesse Plotkin is manager 
of the New York show rooms. 





Our prices on fine shoes, 
bought direct from the best known 
makers are in line with our 


nationwide reputation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Wel’ 
1215 Washington Ave, Saint Lovis 3, Mo 


Sample Rooms Los Angeles + New York 





Traveling Part of Michigan 
For Holland-Racine Shoes 


HOLLAND, MICH.—Bob Jolman is now 
selling the Holland-Racine line in the 
western half of Michigan. 

Mr. Jolman has a background of 
approximately two years of traveling 





BOB JOLMAN 


on the road with another men’s line, 
but prior to that, spent many years in 
successful retailing, the last of which 
was some eight 
partner of Van Coevering-Jolman Shoe 
Store in Grand Haven, Mich. 

Mr. Jolman succeeds Dave Kincaide, 
who has resigned. 


years as Managing 


The Big, Sutteh 


is to New Process 


PEEK: A- BOOT 





wK PEEK-A-BOOT, inc. fi / 
1604 So. Flower $t.* Los Angeles 15, California é 
Warehouses: New York and Chicago 
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Endicott Johnson Principals 
Given Scrolls by Rotary 


SINGHAMTON, N. Y.—About 149 
Binghamton Rotary Club members 
signers of congratulatory 

presented to the principals in 


were two 
#C roll 4 
the 
Endicott Johnson Corp. 

Receiving the scroll Charles 
Fk. Johnson, Jr., who relinquished the 
because of ill 
over as board chair- 
A. Johnson, his cousin, 
president and 


recent “change of command” of 


were 


corporation presidency 
health took 
man, and F rank 
who 


and 


ucceeded him as 
general manager. 

The framed scrolls were given to the 
shoe executives in a brief 
mony in the living room of the 
of Charles F. Johnson, Jr., at 335 Main 


Street, Johnson ¢ ity. 


firm cere 


home 


Desco Issues Sales Kits 


New York 
tion kit 


Two ale 


featuring the 


new promo 
spring, 1957, line 
were recently issued by the Desco Shoe 
Corporation to all its dealers. 

The kits include wall posters, order 
forms, advertising mat samples and a 
promotional calendar. One kit features 
the Revelations line; the other, Thrill 
mates by the Rex Shoe Company, a di 
vision of Desco. 


ALWAYS 


Compo Plans Promotion of 
New Non-Woven Fabrics 
WALTHAM, MASss.—Plans have been 
completed by Compo Shoe Machinery 
Corporation, of Waltham, for a promo- 
tion to the shoe industry of Lantuck, a 


Left to right, Henry J. Maken, Welling- 
ton Sears sales representative; George 
P. Connolly, product and supplies man- 
ager, Compo; and H. W. Sansom, Well- 
ington Sears Boston manager. 


non-woven fabric used for plump- 
ers and heel pads. Lantuck is a prod 
uct of Wellington Sears Company, New 
York. and direct mail 
will be 


new 


Trade magazine 
used. 
Compo was recently appointed a na- 
tional distributor for the Lantuck Divi- 
ion of Wellington Sears. To date, sale 


progress has proved satisfactory. 


Thompson Named Treasurer 
Of Boyle-Midway, Ine. 


New York — Clifford K. Thompson 
has been elected treasurer of Boyle- 
Midway, Inc., it is announced by Strei- 
der Schraffenberger, president. Mr. 
Thompson had served as comptroller 
of the company since March 1948. He 
is succeeded in that post by Robert 
Iden, formerly assistant comptroller at 
the Cranford, N. J., the 
company. 

Mr. Thompson joined American 
Home Products Corporation in 1943 as 
a purchasing agent for one of its sub 
sidiaries. His previous association had 
been with the Grace National Bank a 
credit manager. 

A graduate of Princeton University, 
Mr. Thompson is a resident of Ridge- 
wood, N. J. 

Boyle-Midway, Inc., is a subsidiary 
of American Home Products Corpora- 
tion, manufacturers of more than 125 
household, personal and home garden- 
ing products, many of them staples 
under famous brand names such as 
Aero Shave, Black Flag in- 
Antrol home gardening aids, 
Oil, Easy-Off 
shoe polishes and 
lines of room deodorizers and other 
products. With international distribu- 
tion, Boyle-Midway operates six plants 
in the United States. 


branch of 


Aerowax, 
secticides, 
3-In-One 

Griffin 


cleaner, 


the Wizard 


oven 





count on getting fashion’s 
best numbers promptly from our 


HANNANYONS 


Linda 
etece to 11 
Biack, Grey 
and White 
or 
Flax, Tan 
and White 
OMBRE 
WOVEN 
STRAW 
on 23/8 or 
18/8 heels 
$5.75 
AAA, AA,B 








Send for our newest 





iL EO] Oa < 


daytime and evening catalogs 


Betsy 


Black Patent 
Fiax, Blue, 





White or 
Red Kid 
on 22/8 or 
17/8 heels 


widths 


leather 





mi ce lavatelatcelars 


HAVERHILL, MASS. 


707 BROADWAY 


COOL Summer Proposition 


Bricconés Italian Style Casuals 


E ready for your biggest casual selling season when 

American men go out-of-doors this Summer. Your cus- 
tomers will be looking for Briccones gay, carefree casuals 
with wonderful fitting qualities. They come in rich smooth 
and embossed woven effects and feature Lion’s 
famous sales making Mold-Crepe sole. Watch them walk 
out at their low price ticket. There are other Lion sandals 
for men, women, and children, all profitable retailers. 


Sandals 


' £NCcOR ATED 
NEW YORK, N. Y. 


POR 
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To Assist in Merchandising 
Hampshire Division Line 

St. Lours—F red A. Butler has been 
named office manager of the Hamp- 
shire division of International Shoe 
Company. The appointment, announced 
by Hampshire sales manager, Ed M. 
Ward, is effective immediately. 





FRED A. BUTLER 


In his new position, Mr. Butler will 
assume the management of office func- 
tions and assist in merchandising the 
line. He succeeds Frank Randol who 
resigned in October to join the staff of 
the Leather Industries of America in 
New York. Mr. Butler has been an 
International employe since 1945. 


another 


TO WALKING PLEASURE 


Cookie COMBINATION 


GENUINE 
LEATHER 
TOP 


Our Famous Scientific Correction 
Rubber Scaphoid with Full Arch Top 












To Sell Two Men’s Lines 
In Several States 

BROCKTON, MAss.—Stone-Tarlow Co. 
has announced that Floyd Linn of 
Worthington, Ohio, is now selling its 
line of Elevators, Siynatures and Flex- 
life dress shoes in West Virginia, Min- 


nesota, Illinois, Tennessee, Colorado, 
Iowa, North Dakota, South Dakota, 
Wisconsin, Missouri, Indiana, Nebras 
ka, Arkansas, Kentucky and Kansas. 

Mr. Linn brings to his new under 
taking several years of experience in 
men’s fine shoes, having carried the 
Field and Flint Co. line of Foot-Joy 


golf and street shoes. 
Mr. Linn will continue to carry the 
lines of both these companies. 


St. Louis Shoe Company 
Assumes New Name 

ST. 
Tober 


Loutis—The name of the Wolff 
Shoe Manufacturing Company 
was Officially changed in February to 
Wolff Shoe Manufacturing 
The firm has amended 
charter accordingly. 

Sam Wolff, president of the company, 
bought up the holdings of Abe E. Tobe 
and David P. Wohl approximately one 
year ago, thereby acquiring sole owner 
ship. Wolff Shoe Manufacturing Com- 
pany holds control of Deb Shoe 
Company and Carmo Shoe Manufac- 
turing Company. 


Company. 


its cor porate 


also 


Korean Industrialist Guest 
Of Welleo - Ro-Search 


WAYNESVILLE, N. C Myung 
Choi, engineer of the Hankook Tire In 
dustrial Co., Ltd., Seoul, 
cently spent two weeks at 
Ro-Search plant 


Sung 


Korea, r 
the Wellco 
Waynesville, 


here in 





Left, Sung Myung Choi of Seoul, Korea, 
examines finished Foamtread shoe at 
Wellco-Ro-Search in Waynesville, N. C. 


tudying the methods of manufacturing 


“Foamtread” and investigat 


vulcanized foot 


footweat 
ing other processes of 
wear manufacture recently developed 
by Wellco-Ro-Search. 

The firm Mr. Choi represents | 
rubber products manufacturer 


the 
largest 
in South Korea. 
various types of rubber footwear is re 
ported to be 80,000 pail day 


Its current output of 


per 








Positions automatically for correct 
longitudinal support 
Send for Economically priced for daily use 
FREE os abilities Y 
Sample Sizes for men, women, children traction. 
\ Fully described in our catalog, 
free on request. 


STOCKED BY LEADING FINDINGS JOBBERS 
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March 15, 





viele) 4-4. Mel Beel?) ad 4°) 19M te 
584 BROADWAY, NEW YORK 12, N.Y. CA 6-4723 


Black Glove 


co., inc 








TREADEASY’S RIPPLE SOLE* STEP SAVER 


*Ripple Soles have been called ‘the most important advance In foot 
wear since Julius Caesar put heels on the boots of his legionnaires! 


@ Absorbs up to 45% walking shock @ Balances weight 
heel to toe @ Increases the stride @ Provides greater 


IN STOCK AT $8.75 


Russet Glow Glove 
3A 7-10, 2A 6-10, A 5-10, B 5-10, C 5-10, D 5-9 


P. W. MINOR & SON, INC. 


Reader's Digest 


White Nova Colf 


BATAVIA, WN. Y. 











Heads Upper Leather Buying 
For International Shoe Co. 


St. Louis—Sam J. Bland has 
named manager of upper leather pro- 
curement and supply for International 
Shoe Company, it was announced re- 
cently by Lee C. McKinley, vice-presi- 
dent in charge of upper leather pro- 


been 


SAM J. BLAND 


curement 
Mr. Bland takes over the position 
formerly held by Norfleet H. Rand, who 
was named director in charge of manu- 
facturing and merchandising last year. 
A native of Monticello, Ark., Mr. 
Bland attended Hendrix College, Con- 


way, Ark., and Washington University, 
St. Louis. He has been with Interna- 
tional since 1925. His supervisory ac- 
tivities include buying upper leather 
and coordinating tannery production 
with upper leather requirements. 

A brother, Edgar S. Bland, is a di- 
rector of International and general 
manager of Roberts, Johnson & Rand 
sales division. 


Deldi Leathers to Be Made 
At G. Levor Tanneries 

New YorkK—Important news at Don- 
ovan Industries is the fact that Deldi 
leathers will now be made in this coun- 
try at the G. Levor tanneries. The head 
technical man from the French tannery 
over from Paris to teach the 
French tanning methods for this leath- 
This coming fall, American shoe 
manufacturers will be able to buy 
Deldi silk for women’s shoes and Deldi 
kips for men’s shoes. 

Other interesting leathers at Dono- 
van included six new grains on calf 


came 


er. 


ostrich, caracul, malja, pelican and pig 
called Spongia; Zibbelino, a pin grain 
shrunken calfskin now being repro- 
duced kid by G. Levor; printed 
suede by Heil, an old treatment revived; 
and ostrich grain calf. All 
leathers are imported. 


on 


on these 

A group of leathers for men’s shoes, 
and also imported, included two shrunk- 
en calf grains, Toro and Torino. 


Hanin Made Sales Manager 
Of Easy Walker Shoe Co. 

WILKES-BARRE, PA. — Jack Gottlieb, 
president, Easy Walker Shoe Co., man- 
ufacturer of women’s comfort-casuals, 
has announced the appointment of Saul 
Hanin of Williamsport, Pa., as sales 
manager. 


SAUL HANIN 


Mr. Hanin has served as sales man- 
ager for Lucille Footwear Wil- 
liamsport, Pa., for the last ten years. 

His sales efforts will be directed to- 
wards volume buyers and volume users 
only, with particular emphasis on the 
department store market. 


Co., 





ae _SCOITS . . 


One of America’s Finest Resources for 


* SAMPLES 
* JOB LOTS 
* CANCELLATIONS 


Branded Shoes- first quality 
from outstanding makers 


SOFT TRED 
Cushion Insole 


The newest in SCOTT'S 
fine line of quality Insoles 


Taking our cue from the immediate 
popularity of the Cadence Step Insole, 
this new item is patterned along the 
same line with one exception—it is 
designed for those men and women 
who require more ARCH SUPPORT 
than is possible through the use of 
Foam Rubber. Here our finest grade 
of orthopedic sponge rubber has been 
used to provide firm, flange-type sup- 
port for the inner longitudinal arch 
and needed support beneath the meta 


IDEAL FOR 
. ° ’ tarsal arch of the foot be mer to Pa 
2 ur xi walki t, ul 
Cancellation Stores ih” medion Bem epenge robber bet 
Drive Ins 


tom is applied to the underneath side 
Bargain Basements 


‘BARIS 


The results—real support for the meta 
tarsal and longitudinal arches, PLUS 
m THE NATION’S FINEST 
MCANCELLATION SHOES | 


a thick sponge padding to absorb the 
shock of walking and standing on hard 
yor Kk 7 N Y 
WOrth 2-5180 





unyielding floors and pavements 


Men's Sizes 6-13 Ladies’ 
STOCK NO. 805 
$15.00 Dozen Pairs $171.00 Gross Pairs 


SCOTT 


FOOT APPLIANCE CO. 
1701 WEBSTER ST. © OMAHA, NEBR. 


Sizes 4-10 


WRITE FOR 
OUR COMPLETE 
CATALOG 


READE NEW 


Address 


STREET - 
ALBARISHOE 


79-81 


Cable + Phone 
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What’s New 





New-Type Basketball Shoe 
Developed by Mishawaka 

MISHAWAKA, IND.—The Mishawaka 
Rubber & Woolen Manufacturing Com- 
pany, makers of Red Ball Footwear, 
has developed a new basketball shoe for 
high school, college, industrial and pro- 
fessional use. 

Called the Golden Basketeer, the bas- 
ketball shoe features a new full-length 





Golden Basketeer, Mishawaka's new bas- 
ketball shoe, features a shock-absorbing 
insole. 


Thermo-Ply shock absorbing insole, a 
nylon mesh insert for improved cool- 
ness and breathability, sturdy all nylon 
stitching, and a patented design self- 
cleaning squeegee action molded sole, 
in addition to the Arch-Gard triple 
cushion support at the heel, longitud- 
inal and metatarsal arches. 

Wear tests by teams in high school, 
college, and professional play have 
demonstrated the unusual advantages 
of the Golden Basketeer construction, it 
is claimed. It comes in high grade white 
duck with golden trim in regular and 
oxford heights. 


Cavalier Introduces New 
Water Repellent Dressing 

BALTIMORE A new Silicone - base 
water repellent for shoes, under the 
trade name of “Ever-Dri,” has been in- 
troduced by Cavalier Company, 
dressing manufacturers. 

The maker claims “Ever-Dri” to be 
the most durable weatherproof dressing 
yet developed with the ability to keep 
shoe leather soft and pliable while pro- 
tecting it against water penetration. 
The new dressing is designed for 
leather, suede and canvas. 

The firm’s policy of selling exclu- 
sively through shoe stores and repair 
shops, established when the Cavalier 


shoe 


Company was founded 32 years ago, 
will be continued. 
“Bubble Saddle” Shoe Is 
Introduced by Posner 

NEw York—The Dr. Posner Shoe 


Co., manufacturers of shoes for chil- 
dren, is introducing a new “Bubble 
Saddle” shoe for children this spring. 

This new “Bubble Saddle” is a black- 
and-white saddle of cement construc- 
tion, with black and heel. 


crepe sole 


March 15, 1957 


Conaway-Winter Develops 
New Baby Shoe Construction 


St. Louis Conaway-Winter, Inc., 
baby shoe manufacturer of Willow 
Springs and St. Louis, has announced 
the development of a new type of baby 
shoe construction. 

The shoes, manufactured by the slip 
lasted construction method, weigh just 
two ounces and are very flexible. They 
have a foamy rubber heel and 
underwedge to eliminate slipping and 
to help the baby’s balance during the 
period of learning to walk. 

Called “First Steps,” the new 
includes two styles—a high white shoe 
and a low cut saddle oxford. Both shoes 
feature an unusually high toe construe 
tion to allow extra 

Conaway-Winter has definite plans 
for the immediate this 
line, based on retailer consume! 


sole, 


line 


toe wiggle room. 
expansion of 
and 
acceptance to date. 


New Renovator on Market 


CHARLESTOWN, MAss.—-Paule Chemi 
cal Corp. announces a new Mel-O-Brite 
white renovator. 

This dries with a 
it is claimed, and eliminates 
ging operation. This new 
bright, white renovator can be applied 
by sponge, brush or spray gun. It 
provides good coverage, flexibility and 
has non-yellowing properties, it is said 


satin finish luster, 
the rag 
mellow, 





Embossed Vinyl Fabric Upper 
Shown in Men’s Oxford 





A men's sport oxford with an interwoven 
pattern upper is another of the High- 
Fidelity embossed vinyl fabrics which 
Textileather is offering to the shoe man- 
ufacturer, This exclusive Textileather 
process makes it possible to authenti- 
cally reproduce any type of pattern 
found in leathers, soft fabrics, natural 
fibers or woven leathers. 





| Where 
| “BUY 
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For Over 41 Years 


Headquarters For 


CANCELLATION 


STORES 


Quality Brands 
Largest Stocks All Price Ranges 


Site be Ae 
MOSINGER-COHN 


1235 Washington $f Lovis 3, Me 





Lowest Prices 


















CANCELLATIONS 
COME TO PHILADELPHIA 


YOUR OPPORTUNITY TO BUY SHOES 
AT LOWER PRICES DUE TO 
OUR LOW OVERHEAD 
BEST KNOWN BRANDS IN AMERICA 
MEN'S WOMEN'S CHILDREN'S 


M. L. C. SALES CO. 
48 WN. 3rd St. Philadelphia, Pa. 
MArket 7-0823 
WM. CEASAR MARCUS LUBER 








BOX HANDLERS 





LONG ARMS 
YOU GET 
“SHOES 


FROM THE HIGHEST SHELVES, quicker, easier, 
safer, than by any other method and you 
return the empties upside down. LONG ARMS 
with handles 24"' to 60°’, $3.50; with 72'' handles, 
9450. Postage prepaid in USA. Satisfaction 
GUARANTEED Specify handle length desired and 
if for men's of women's boxes. Your jobber or 


CARL BEEMAN 
Cedar Heights Road Stamford, Cona. 


WITH 
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SHOWER SHOES 








MEN'S, LADIES’, BOYS’, 


SHOWER 
CLOGS 


POPULAR PRICED 





hf 
STAPLE YEAR ‘ROUND SELLER 
SEND FOR CATALOG OR JOBBER'S NAME 


WwoobDsco, Inc. Comcmenare 12 














JOBS 





Everyone Who Knows Comes to BARIS 


SURPLUS SHOE STOCKS 
from best sources always on hand 


at action prices 


a A RQ | S THE NATION'S FINEST 


CANCELLATION SHOES 
79-81 READE ST., N.Y.7 + WO 2-5180 











MERCHANTS’ NEEDS 








Val PTISING 
} / . . 
on CUppiiys 
—here's how to get 
More Business! 


HE Vincent Edwards Idea Clipping 
Service has over 2000 satisfied users 
Each order filled according to what 





you want; wholesalers usually request best 
retail ads; manufacturers usually want ade 
of competitive brands 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course 
ee ee 2 Se Se eee eee eee ee eee eS 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 


342 Madison Ave., New York City 
Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 
City 


Name 


Company 
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New Company Formed to Sell 
Sole Attaching Cements 


MARBLEHEAD, Mass. — Frank Sulli- 
van, formerly Boston district manager 
in charge of sales and service for Compo 





FRANK SULLIVAN 


Shoe Machinery Corporation, has or- 
ganized his own company, the F. Sulli- 
van Adhesives Company, with head- 
quarters at 8 Casino Road, here. The 
company sells and services permanent 
sole attaching cements in the New Eng- 
land area. 

Associated with the company is Frank 
Sullivan’s son, Robert, recently dis- 
charged from the United States Air 
Force. 

Cements handled by the new company 
are sold under the trade name “Sulco.” 


Veteran Rubber Research Man 
Retires at 

AKRON, O. William E. Kavenagh, 
75, director of development and _ re- 
search for the shoe products division 
of the Goodyear Tire & Rubber Co., 
retired on February 1 at the company’s 
Windsor, Vt., plant. 


75 





WILLIAM E. KAVENAGH 


One of the pioneer members of the 
Goodyear organization, Mr. Kavenagh 
first became identified with Goodyear 
in Akron as a foreman in the com- 
pounding department in 1900. He was 
the first compounder the company had. 














ORTHOPEDIC FOOTWEAR 





‘TARSO PRONATOR SHOES® 


—for club feet— 
. . + prescribed by doctors 
as a supplement to casts in 
mild cases of talipes. 

Made and distributed only by: 


| Maurice J. Markell Shoe Co., Inc. 


332 Seuth Broadway . Yonkers, N. Y. 





Two years later he accompanied P. W. 
Litchfield, now chairman of the Good- 
year board of directors, on a cattle- 
boat trip to England to observe tire 
performance in an auto race. 

He left Goodyear in 1904 to enter 
Harvard University, from which he 
graduated with a degree in chemical 
engineering in 1908. That same year 
he returned to Akron and to Goodyear, 
and was placed in charge of compound- 
ing in the company’s first laboratory. 

In May 1910, Mr. Kavenagh was as- 
signed to Bowmanville, Ont., to assist 
in getting production under way at 
Goodyear’s new plant there. He later 
headed the company’s Canadian plant 
before returning to Akron in 1914, 
where he was placed in charge of 
mechanical goods development. 

In 1916 he left Goodyear again, this 
time to enter private business as a con- 
sultant. The following year he became 
factory manager of Plymouth Rubber 
Company at Canton, Mass. In 1921 he 
went into business making heels and 
oles, at first in Binghamton, N. Y., and 
iater in Butler, N. J. From 1922 to 1924 
he served as development manager of 
the Spartan Rubber Company at Yard- 
ville, N. J. 

Re-entering Goodyear’s employ early 
in 1925, Kavenagh engaged in tire and 
tube compounding. The following year 
he was placed in charge of the depart- 
ment. In 1930 he transferred to sole and 
heel development work, and a year 
later was placed in charge of that de- 
partment. When the Goodyear plant at 
Windsor, Vt. was placed in operation 
late in 1935, Mr. Kavenagh was trans- 
ferred there and placed in charge of 

ole and heel development. During 
World War II he served on several in- 
dustry committees of the federal gov- 
ernment. 

One of his most outstanding achieve- 
ments was the part he played in com- 
pleting the development of Neolite dur- 
ing the early 1940’s. For his work in 
this field he received the Paul W. and 
Florence B. Litchfield Award. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Replies kept confidential. 


EXPERIENCED SALESMAN WANTED 


Leading shoe manufacturer is desirous of securing qualified road sales- 
man to carry complete, popular priced In-Stock line of children's shoes. 
Also women's teen-age Sports and Casual Flats. Territory—Indiana and 
Michigan. Submit resumé of personal history and sales background. 


Reply to Box 922, Boot and Shoe Recorder, Chestnut & 5éth Streets, Philadelphia 39, Pa. 














SALESMEN WANTED 


To carry line of Children's Pre-Welts and 
Cements. Luther Brand, Stock and Make Ups; 
Commission basis. n be carried with 
non-conflicting Line. Established territories: 
Kentucky, Illinois, Missouri, Minnesota, lowa 
and Nebraska. Reply, with references. 
THE KEPNER SCOTT SHOE CO., INC. 
Orwigsburg, Pa. 


We have several openings for side line rep- 
resentatives for our wonderful line of open- 
stock, in-stock low priced Juvenile Footwear. 
All open territories are well established. 
6% commission, plus bonus. Write: 
NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 
529-535 W. Pratt St., Baltimore 1, Md. 











SALESMEN WANTED 

Are you thinking of making a change, be- 
cause mergers, price and style have taken 
the sell out of selling? Would you like sell- 
ing quality, principle and service in a terri 
tory where you can build your own future? 
Openings in established territories. Send 
outline of experience to Box 916, Boot and 
Shoe Recorder, Chestnut & 56th Streets, 
Philadelphia 39, Pa. 











[BRIGHTEST PICTURE 


in shoe selling today, this manufacturers line 
of popular priced Little Gents’, Boys’ and 
Men's has several territories open. New, vi- 
talized, 100% In-Stock program coupled with 
"Clean,"" “Made Right,"’ ‘Styled Right’ 
shoes offers attractive commission for experi- 
enced side line shoe salesmen. Write now 
in confidence with all details. 


WELL BUILT SHOE CO., MILFORD, MASS. 








in strict confidence. 





SALES OPPORTUNITY 


Excellent opportunity is available for aggressive salesman to sell 
popular priced In-Stock line of men’s and boys’ dress welts. Appli- 
cations from men with road experience who wish to become 
connected with a long established, fast growing and progressive 
company will be considered. Territory located in Michigan and 
Indiana. Submit complete sales background. All replies treated 


Reply to Box 921, Boot and Shoe Recorder, Chestnut & 56th Streets, Philadelphia 39, Pa 














HELP WANTED 


HELP WANTED 














MARKETING RESEARCH DIRECTOR 


Leading shoe manufacturer seeks man with minimum of three 
years’ experience in consumer goods field to organize and head 
marketing research department. Should be skilled in administer- 
ing sales analysis program, developing potentials, and directing 
all phases of consumer and dealer research. South Atlantic loca- 
tion. Salary dependent on qualifications and experience. 


Reply to Box 920, Boot and Shoe Recorder, Chestnut & 56th Streets, Philadelphia 39, Pa. 
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“ROL-EZE” 


Choice territories available for shoe prod 
ucts salesmen wishing to earn additional 
commissions with the new, revolutionary 
(easy-selling) nationally advertised BOL- 
EZE machine See advertisement § on 


ee WMARNCO 


P.O. Box 1091 Spokane 10, Wash. 











ANTED: SALESMEN TO HANDLE TOP 
DRAWER LINE of Fast Selling Men's 
Dress Shoes in Popular Price Field. Must live 
in the territory Drawing account to men of 
background State Terri 
Ohio, Kentucky, Tennessee, Georgia 
Reply to Box 925, Boot 
Chestnut & S6th Streets, 


proven experience 
tories open 
Virginia and Florida 
and Shoe Recorder, 
Philadelphia 39, Pa 


SPECIALTY SALESMEN t ell America’ 
Most Popular Footstick to Department 
Stores, Chain Stores and Shoe Finding Com 
panies Repeat business is excellent Commis 
ion good. PALM BEACH COSMETIC COM 
PANY, 2508 Nicollet, Minneapolis 4, Min 
nesota, 


S ALESMEN WANTED: Completion of our 
expansion program allows us to appoint addi 
representation in several territories. Com 
| in-stock and makeups in First 
Steps, Infants’, Childs, Misses’ and Boys,’ Bon 
velt and Compo construction. Contact at once 
KIDDIE KUB SHOE CO., Westminster, Mary 


land 


j 
tional 


plete line of 


“AMOUS CINDERELLA Kabric Dye line 


ceh manufacturers’ representatives alling 


on Repair and Shoe Stores, and wholesalers 
Al] territories Attractive Commissior Ad 
dre Everett & Barron Co 166 Valle St., 
Prov., R. I 

EED SALESMEN lo Sell Medium Priced 

Men's Dress Shoe Drawing account to ex 
perienced men who can produce and have ¢ 
tablished following in these territorie Michi 
gan, Indiana, Illinois and Texa Reply to Box 
926, Boot and Shoe Recorde Chestnut & 56th 


treets, Philadelphia 39, Penna 





HELP WANTED 
MEN'S SHOE BUYER 








One of America's Largest Retail 
Shoe Chains has opening for the 
position of Men and Boys’ Shoe 
Buyer. This is one of the outstand 
ing opportunities in the Retail 
Shoe Busine Submit resume for 


personal interview to: 


Box 780, 1474 Broadway, New York 








WANTED 
SHOE STORE MANACERS 


Have two openings in small towns in Central 
Michigan, for Manager, for Popular Price 
Family Shoe Stores. Salary, commission and 
bonus Life and hospitalization Insurance 
available Write 

R. E. Hoga, Supervisor 
Miller-Jones Company, P.0. Box 188, Marshall, Mich. 











AGGRI IVE YOUNG MERCHANDIS 
ER One of New York Largest Shoe 
(hair has opportunities for Merchandise Dis 
‘ tor 6 day week. College preferred. Sa 
commensurate with abilit Submit re me 
Box 779, 1474 Broadway, New York 
123 











SALES OPPORTUNITY 


SALES OPPORTUNITY 


WANTED TO PURCHASE 








SALES OPPORTUNITY 


M rwaka Rubber and Woolen Mig. Company 1ke of Red Ball 
Watery { Footwear, JETS Tenr Shoes and Famous BALL-BAND 
erette ffe in unusual opportunity for competent salesmer 


ite Guaranteed income and reimbursement for traveling expense 

vanced weekly against cc issions. Established distribution, plus 

ality line backed by national advertising and complete retail 

promotion program. Thorough training program. Retail shoe back 
i desirable. Late ode! car required 


Interested applicants write directly to R. E. Kurtz, c/o Mishawaka 
Rubber & Woolen Mig. Company, Mishawaka, Indiana, giving tele- 
phone number and complete resume of background. 





MORRIS BAYROFF 


sormorty with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 


Complete Stores & Closeouts 
Leases Assumed 








TOPPS PAYS THE TOPS 


We retail our shoes and can pay top 
dollar for men’s, women’s and chil- 
dren's shoes. Complete shoe stores con- 


sidered. 
TOPPS SHOE STORE 
4112 BERGENLINE AVE. 
UNION CITY, N. J. UNion 3-6413 








CASH PAID FOR 
SHOE STORES 


| CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, N. Y. 
Telephone WOrth 2-2515 




















SIDELINE SALESMAN WTD. | SIDELINE SALESMAN WTD. 





| SHOE ORNAMENTS, BOWS AND FOO’ 
SOX 





ANTED FOR EXPORT, NYLON SHOE 

Pocket size samples Manufacturer MESH, Remnants and Seconds; pieces % to 
offers highest commission. Reply to Box 556 Te eae up. Assorted designs and colors 
Boot and Shoe Recorder, Chestnut & Sith Send samples with prices to: WALTER M 


SIDELINE | 
SALESMEN WANTED Streets, Philadelphia 39, Penna. BREWER S Cb. 08 Rater Siren. How York 
HELP WANTED 





We have sewral territories available for 
men who can SELL our Instock Shoes, Duty 
Shoes, Alaskans. Commission basis only. 
































Gi | inf " i. KTAIL ORTHOPEDIC SHO! SALES ? ; 3 
ive complete information in first letter. MAN WANTED 3 to 4 days per week, Grayson Dale Carr, an International 
KICKERINOS Division of | Downtown Newark, Meo an parriers | employe since 1928, retired in Febru- 
preter older man ) 0 $20.00 pe day “ > 
— ng erent CORPORATION | up, depending on ability. Excellent working ary as a building watchman at the 
W. Fond du Lac Ave., Milwaukee, Wis. | | conditions. Reply to Box 923, Boot and Shoe Hannibal rubber plant. Mr. Carr 
Recorder, Chestnut & 56th Streets, Philadelphia started to work as a press inspector and 
9 Pa Sli “ >W asi 85 § “ é 
worked at various press room jobs until 
FOR SALE 1934, when he was transferred to build- 
FOR SALE ing watchman. 
SHol PORT Prominent loc prosperous BALTIMORI SHOE STORE Family, Es 
. t N y State Present owner since tal hed 1 ears. Medium to better grade 
19 Receipts $123,000, can ine Carrie a With or without stock Includes four-room, 
complete popular priced line Fully equipped, bath, apartment. Moderate rent. Reply to Box > " ‘ » B ' - 
ur-cond Rent $600. Owner retiring Excellent 928, Boot and Shoe Recorder, Chestnut & 56th Made Cleveland Sales He ad 
bu RENDLOG SALES COMPANY, 1780 eets, Philadelphia 39, Penna Of Silicone Products 
Broadway, N, Y. C. PL 7-5345 (Brokers pr i a . ’ 
tected r y r r 
TWO PRIMEX X-RAYS; Two Adrian X WATERFORD, N. Y.—K. Jerry Morray 
Rays; Automatic Timers; Late Models; | has been appointed manager of the 
FoR ALE: FAMILY SHOE STORE, Cen Brees te Sm. WARREN'S, 15 North State | Cleveland sales district of the Silicone 
tral M ourt town how excellent volume treet, Ephrata, Pa : ie , : . ad . 
net profit under absentee ownership. Approxi - Products Department, General Electric 
> ey Raytnnigy a “es - Ke fon — 2 SHOE STORE FOR SALE, with brand new Company, by J. T. Coe, department 
: elias “ath ‘d - “ ‘*." preety ony v I a } front, fixtures and _= stock year lease sales manager 
' $B HOTS Th IRTOSS VUE ONS SRA RAs mace Reasonable price. 1412 Sth Avenue (Near 116th ; ; : . 
i rg me | oat penn, “t h St a om street New York City. ( Rodriguez | Mr. Morray worked in the ¢ leveland 
Phitadelobia 39 “Ps corm h Streets, | sales office in 1950 and 1951 before as- 
| signments on the sales development 
| . : staff at department headquarters at 
JOR CORNER STORE, 18 FEET Win. | Factory Executive Promoted a "ie >see 
DOWS, 70% Men’s Busine caiaan Meats / ' Waterford. is most recent Genera 
tion 16 years. Doing $50,000 a year. Need St. Lourts—One retirement and one | Electric assignment has been as a sales 
miles fron 7 hagel 'p lat R sc ooo. | Promotion were announced recently | and product planning specialist in the 
vile rom os igcles opu ion , 00 Ss fe . . f . : 
P. O. Box 35274, Los Angel from International Shoe Company | Chemical Materials Department, Pitts- 
plants. field, Mass. 
SHOE STORE IN EXPANDING COMMUN Lucius A. Brown has been promoted A native of Lincoln, IIl., Mr. Morray 
“ ITY MUST BE SOLD due to retirement from assistant foreman to foreman of | was graduated from the University of 
nae 5 tore b eng ol a e “wy ay ne “ a the making depart ment of Cape Girar- Illinois with a B.S. degree in chemistry. 
apartmen above store ca for enterprising 9 , ° ee” . 7 re 
couple. Terms can be arranged. Reply to Box deau No. 2 plant. A native of Perry- | Before joining General Electric in 1949, 
924 Bost and Shoe Recordes Chestnut & 56th ville, Mo., Mr. Brown has been an In- | he served as a development chemist 
Street "*hiladelphia 39, Pa . . . . . 
te ternational employe for the past 31 | with the U. S. Rubber Company and 
~ | years. He formerly served as a fore- | as a technical sales representative of 
ory —" x eek way as 0S - | man at the Magnolia and Chester, IIl., | the Barrett Division, Allied Chemical 
; ery reasonable . l 1 | | @ 
Broadway, Yonkers, New York plants. and Dye ( orp. 
124 Boot and Shoe Recorder 














WANTED TO PURCHASE | WANTED TO PURCHASE 


WANTED TO PURCHASE 











B. & R. PAYS THE LIMIT 





CLOSE OUTS 
WE BUY “COMPLETE SHOE STOCKS Cc 
ieee LEASES ASSUMED A 
lien YOUR NAME PROTECTED S$ 
B. & R. SHOE CORP. H 
74 READE STREET 
NEW YORK 7, N. Y. Ben LaMonica 
WOrth 2-6358 Ralph Vogel 











DEAL WITH CONFIDENCE [TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 


ORIGINA OR COMPLETE STOCKS 
a ee EDDY SHOE COMPANY 


ALWAYS RELIABLE 


SAM CAMITTA & SONS [il giaaihiaamneiniiianaianaa 








New Address 138 Duane St. 





COrtlandt 7-6378-9 New York 13, N.Y. MY HOBBY 
Buying, Selling Shoes for 37 years 
CASH TOP PRICES 


Foremost Cash Buyers of Fine 








Shoe Jobs Since 1906 For Discontinued Stocks 
ee 76 Read =— nag 7, N.Y. 
eade ree ew ° 
SE Se, Se ee Telephone: WOrth 2-8961 Beekman 3-767! 











CASH 
v=» PRICES 










Come over quick! 


My slow moving 
stock Is SURPLUS SHOES 
making CANCELLATIONS 
ME BETTER COMPLETE STORES 


CALL “UNCLE” Write or wire Ba Bagg tl 2 
LOUIS . and children’s shoes. 


. Fer the answer—phone or write 
or OCAse St eee fone MOSINGER-COHN 


WO 2-5063 
formerly with S. CAMITTA & SONS 1235 Washington St. Lovie 3, Me 


























Quick decision on your offers of discontinued and 


‘a A *4 { S$ surplus men's, women's and children's shoes. 


Also complete stores considered 
CANCELLATION SHOES Jobs in Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. » New York 7,MY. ° Tel: WOrth 2- a 


THE NATION'S FINEST 








WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN’S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. I., N. Y. 
Max L. Meltzer, Pres. Ivanhoe 1-9830 














FOR CASH 


¢ Quality Shoes / Complete Stores 
v CLOSEOUTS OR SURPLUS 
from Mfr. or Retailer 
Any Quantity . . . Any Timel 


WUE ayy 


For Quick Action, 
Write, Wire or Phone 


TSS RASCH si ets epee 









= CE1-4898 CE 1-3762 2 
& QUALITY SHOES SINCE ‘32 . 
= “WHILE IN TOWN SEE WEIL® & 





e closeouts 
¢ surplus 
e discontinued 


lines 
¢ complete stores 


BROITMAN- 
GAFFIN SHOES 


inc, * BE 3-7290 
146 DUANE $T., N. ¥.C. 








ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 
157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 


WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 
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General Shoe’s Sales Up; 
Meeting Scans Fiscal Gains 
[CONTINUED FROM PAGE 23 
operates the Bonwit Teller group of 
ladies’ specialty stores, and also Tif- 
fany and Company, was elected to the 
General Shoe board of directors. 

In reviewing figures of the fiscal year 
1956 and the first quarter of fiscal 
1957, Mr. Boyd told stockholders at- 
tending the meeting he “believed that 
will be established in both 
dollar volume and operating income in 
1957.” He reviewed the fact that Gen- 
era! $195,159,000 
represented the largest year 
in the history of the company 


new record 


Shoe’s net sales of 
last year 
an in- 
per cent 
Net earnings 


crease of approximately 16 
over the preceding year. 
for fiscal 1956 $5,912,000, with 
earnings per common share $2.32 com- 
pared with $2.31 in 1955. 

Mr. Boyd told the 
that the fiscal 
Hoving Corporation 


were 


annual 
year 
figures 
cluded in the company’s 
for the fourth quarter, but would be 
included for the entire year in fiscal 
1957. This in itself, he said, would 
give General Shoe a_ considerable 
growth for this year. Shoe 
last July acquired approximately 70 
per cent of the common of the 
Hoving Corporation. 

In reviewing the past year for stock- 


meeting 
1956 the 
were in- 
business only 


during 


General 


stock 


holders at the meeting, Mr. Boyd re- | 


minded that in fiscal 1956 General Shoe | 


split its common stock two shares for | 


one and raised the adjusted dividend 
rate to $1.50 a share on the new stock. 
He also reviewed the sale to the public, 


| 
| 


through a group of investment bankers | 
last year, of 320,000 shares of common | 


stock for which the company received 
$9,280,000, and also $8,000,000 from an 
issue of privately placed preferred 
stock. Both were for purposes of fu- 
ture growth of the business. 

The following General Shoe directors 
William M. 
3oyd, Jr., Jack R. 


were re-elected: 


Henry W. Braden, 


Blackie, | 


Sam A. Buchanan, Earle T. Bumpous, 


H. Nelson Carmichael, Noble C. Cau- 
dill, Charles W. Cook, W. Maxey Jar- 
man, J. Harlan Lawson, J. Richard Mc- 
Collum, Bernard E. Reed, James P. 
Saunders, Houghton D. Vaughn, Billy 
P. Weisiger, Felix M. Weisiger, Wil- 
liam H. Wemyss, Matt S. Wigginton, 
Otis C. Williams, Ben H. Willingham 
and FE. DeVaughn Woods. 


Made Shoe Buyer 


HAMMOND, IND.—Jim Goodwin has 
been made buyer of all shoes for the 
Kk. C. Minas Company. Mr. Goodwin 
previously was buyer for Frank’s De- 
partment Store, Chicago. 





FIRST CHOICE 
WITH 

TOP RETAILERS 

AND 


REAL BOYS 


fe 


i 





ALSO MAKERS OF (Gay, 5x8 


THE ALA BOYS Acrion swoe 


GERBERICH-PAYWNE SHOE co. 


MOUNT JOY 


PENNSYLVANIA 








possible moment. 


When 


ordering 





IMPORTANT NOTICE TO SUBSCRIBERS 
Changes of address require four weeks’ notice. 
Notify your Postmaster and BOOT AND SHOE 
RECORDER Circulation Department at the earliest 


change, 
PRINTED STRIP showing exactly how magazine is 
now addressed. This will enable us to put the change 


into effect with a minimum of delay. 


INCLUDE IM- 


please 

















How to get your foot 
in the boot business . . . 


SELL 
GODING 
BOOTS 








"Wellington" 








Getting your foot in the boot 
business is a simple matter 
when you stock Goding Boots 
like the “Wellington” shown 
here. They’re built to the ex- 
acting specifications of their 
originators, the Australian 
aviators of World War II but 
with an important improve- 
ment — Goodyear Welt Con- 


struction. 


In all sizes for both men and 
boys, Goding “Wellingtons” 
offer 
style and more wear for less 
. with a full mark- 


your customers more 


money 


up for you. 


Write today for free 
full-color catalog of the 
entire Goding Line. 


* 


GODING 
BOOTS 


INC. 
PARIS, ILLINOIS 
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The right machinery, in good condition, 
is only one of the requirements for quality 
shoemaking. 

The adjustment of each machine, the op- 
erator’s handling of each shoe, the selection 
of materials and many more factors com- 
bine to produce the best in shoes. 


United has men who specialize in shoe- 


making. Others are skilled in patterns. 
There are also specialists in factory layouts 
and production control. They will bring you 
a new viewpoint and their recommenda- 
tions can be worth many times the charge. 

These men have improved. quality and 
lowered costs in other factories. Why not 
try them in yours? 


Ask your WGP branch office for details on United’s shoe manufacturing services. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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iF IT’s New 1's NUNN-BUSH Style 2141 
CHALET Last 
en Safari Calf 


from $ lg» 


“a 


You Get so Much More in Nunn-Bush 
Flexible Fetherwates ! 


“light as a feather” flexible styles, ingeniously made to charm 


America’s only Ankle-Fashioned shoes in colorful, new 


you with superior comfort... and charm your friends with 
their fashionable good looks. Every dollar invested in Nunn- Bush 
Ankle-Fashioned Shoes can be expected to deliver 


much more than a dollar of wear! 


NUNN-BUSH SHOE COMPANY, MILWAUKEE 1, WIS 
Style 2183 


CHALET Last 


Sunset Galt : See Your Local Nunn-Bush dealer 
Flexible - 
FPetherwate 


Style 2703 
CHALET Laat 


Style 2134 
CHALET Last 
Maple Monona 
Soft Grain and 

Golden Calf 


Flexible Se, * 
Fetherwate re Firat in Quality! . ( 
_Firet in Quality! _ 
ANKLE FASHIONED SHOES 
ANKLE FASHION 


ALSO MAKERS OF EDGERTON SHOES FOR MEN, FROM $11.95 











wy 





Fi 


i 
Ships 
+4 


NO MATTER HOW MANY SHOES YOU SELL + 
... there’s one record you can’t beat 


No matter how good your figures are, you'll never beat the record 
that gets your new customers down in black and white . . . and keeps 
your old customers up to date. There’s no substitute for carefully re- 
corded style, size and date-of-purchase information . . . no substitute 


for steady, repeat customers, either. And no better way to bring them 
back than with regularly scheduled check-up reminder cards. 

It’s a whale of a Stride Rite season . . . and more power to you. But 
you’re not too busy selling shoes in March to realize you have to sell 
‘em all year round, as well. 

Put your sales down . . . to keep your sales up! 


Green Shoe Mfg. Co., Boston, Mass. 








